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WEBSITE 


a name you can 
depend on for 


~ 


Quality is always in demand and the name Webster 
synonymous with quality. Year after year, in intensive, hard- 
] 


hitting advertising Webster sells quality by headlining the 


exclusive features and high caliber of its products 


Webster advertising reaches and influences people in a posi- 
tion to buy carbon papers and ribbons. It creates brand pref- 
erence among secretaries, businessmen, office managers, and 
| 
F 


ng job easier. 


iiz® 


purchasing agents — and it makes your sel 

Because your customers know the Webster name, you get 
faster turnover, greater profits when you sell F. S. Webster 
duplicating supplies. 


= 
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CARBON PAPERS and INKED RIBBONS 


sx Webster 





Sell the profit line 
Sell 


WEBSTER 


CARBONS and INKED RIBBONS 


f WEBSTER Company, 13 Amherst Street, Cambridge 42, Mass 
Webster warehouses in New York « Ct 


« Philadelphia ¢ San Francisco « Cambridge 
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NO. 3 OF A SERIES 


RS 


aa 
HASKELL LEG TYPE TABLES 


the most complete line in the industry! 


Only Haskell can make this claim! For years, Haskell has pioneered and 
served as leading headquarters for Leg Type Tables in the nation. 

Haskell experience gives you the most popular price range and the widest size 
range... 18x18 through 120x42...and special sizes too. If you need 
long-lasting, all-purpose steel tables to supplement your present lines, then 
you need Haskell! Write for literature and details today. 





New Catalog makes ordering easier SHOWROOMS: New York * Chicago * Denver + Los Angeles * Philadelphia * St. Louis 
Write for your copy today WAREHOUSES: New York * Chicago * Dallas * Denver * Los Angeles * St. Louis * Tacoma 


HASKELL L IN C , Pe ae BO xX S$ 273 ° PIiIiTTsgseeureenw 6, PA. 
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TRADITIONAL 
STANLEY 
QUALITY, 

PREFERRED 

PRICE* 






Stanley #104'% 
Executive Pos- 
ture Chair with 
Companion 
Chairs Available 
In Stanley's 
5700 Series 


STANLEY MFG. CO * 2310 N. MAIN 
FORT WORTH, TEXAS 
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OA Press-Time News 


R. P. Lewis New NOFA President: 
Plan 1961 Meeting in St. Louis 


The 1960 NOFA convention 
election of R. P. Lewis of R. P. Lew 


Other officers chosen ar 


Vice-presidents—James ‘ Heart 
manufacturers’ representative, Atlan 
ta, Ga.; C. L. Pettibone, B. L. Marbl 
Furniture, Inc., re-elected; John S 


Marshall, John A. Marshall Co., Kar 
sas City, Mo., and Arthur Widn 
Desks, Inc., New York City 


Treasurer—Edward A. Ty! All 
Makes Office Furniture Se: C} 


cago, re-elected 


The 1961 convention is to | 1e] 
in St. Louis, Mo., during th th of 


March. 


B. L. Marble Chair Co. Now 

B. L. Marble Furniture, Inc. ; 

New Line Is Introduced 
Introduction of a new co-ordinated 

office furniture line by B. L. Marble 

Furniture, Inc., (formerly B. L. Mar 

ble Chair Co.) was hailed with 

thusiasm during the NOFA 

tion in Atlantic City 


Shown to dealers and the press at 


a preview, the new furniture wv 


companied by the statement : 
Pettibone that Marble is ‘dedicated to 
the idea of helping dealers to get mor 
volume in package selling for 

fice.” 


Details of the newly-engi: 
fice furniture line will be gi 
May issue of OFFICE APPLIAN¢ 


The new line consists of a w 
sortment of desks, tables, cabinets, so 
fas, settees, lounges and benches 


well as a large roster of new 


Announcement of the new 
and change of name marks a w 
parture from tradition for B. L. Mar 
ble, long engaged solely in the bus 
ness of providing seating for th 


nation’s offices 


6 


, : 
held in Atlantic City resulted in the 


fent 


Flint, Mich as the new presid 


Ernest P. Felt New 
Standard Furniture 


of Herkimer Head 


The board of 


st indard 


directors of the 
Herkimer, 


February 24 


Furniture Co 
N.Y., in meeting on 
lected Ernest P. Felt presid nt and a 
lirector of the company, Suc ceeding 
S. D. Earl, to whom death came sud 
lenly on February 19 

Other officers re-elected were Glenn 
| Elwood, vic« president Karl H 
Hoellrich Archie 


G. Rhodes, comptroller, who was also 


general manager 
iamed secretary and treasurer. Mrs 
Caroline Roberts Earl was elected a 
lirector 

Mr. Felt is well known to Standard 
franchised dealers, re presentatives and 
suppliers, having served as vic 
president of the firm from 1941-1957 
His return to Standard as president 1s 
hailed as an effective step in the pres 


nt and future growth ot the organi 


zation because of his keen interest in 

th wood office furniture field ind 

part it plays in the offic equi} 
industry 

m a epting the responsibilities ol 

the presidency of the firm, one of th« 


dest in the industry Mr. Felt took 
ognition of the management's ob 
tion toward the employees, com 
nity and the extensive field repre 
sentatiotr Standard’s dealers range 


mm coast to coast, Canada, Hawaii, 


Alaska and Puerto Rico 


Giving assurance Of continuous Of 
tion on the basis of present de 
ry schedules and i d 
rormance with respect CX rtain 
roduct lines, Mr. Felt also announced 
that new product plans are w be 
yond the sampling Stage and (Nn I 
oun ments W 1] b forthcomi { early 





Andrew Wilson Resigns; 

Falconer Jones Becomes 

Art Metal President 
Andrew 


chairman of the 


Wilson has resigned as 
board of Art Metal, 
In¢c., and Falconer Jones has been 
elected president and chief executive 
ofticer 

Mr Jones 1S president and treasurer 
of the American Manufacturing Con 
cern, Falconer, N.Y., and resides at 
Bemus Point, N.Y. He is a director 
and member of the executive commit 
tee of Marlin-Rockwell Corp 

After being graduated from Choate 
School, Mr 
at Cornell and then joined American 


Jones studied engineering 
Manufacturing, becoming president in 
1945. He became a director of Art 
Metal, Inc., in 1959, and 
is also a director of First National 


Bank of Jame stown, N.Y 


December 


Carl C. Judkoff Forms 
Mfrs. Rep. Organization 


Carl C. Judkoff 
announces forma 


tion of Carl (¢ 


Judkoff 


ates aS manufac 


Assoc 1- 


turers representa 


tives for commer 





: 


\ 4 cial stationery and 


Office guipment 
Carl Judkoff 


and supplies. The 
address is 35 E. 35th St.. New York 
16, N.Y 

Mr. Judkoff has had 


years of sales and executive experience 


more than 33 


with Cantigny Printing & Stationery 
Corp., New York City dealer with 
whom he was connected until Decem 
ber 31, 1959. He has held four con 
secutive terms as governor of NSOEA 
District 13 and in addition served for 
president ol 
the Stationers Association of New 
York, Inc. Conceiving the 


Eastern Commercial Stationery Show 


ive consecut terms as 


idea of the 


he has served as general hairman 
and executive director since its incep 
t10n 

Representation is offered manufa 
turers in New Y ork Metropolitan 
Area, Nassau and Suffolk Counties 


Winchester County and the entire 


states of New Jersey and Connecticut 
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Harold Seigle Heads Wholesale 
Stationers for 60 — 61 Term 


The Wholesale Stationers Association in annual meeting recently held in 
New York City elected Harold J. Seigle, vice-president of Associated Stationers 
Suj ply Co., Chicago, as president for 1960-61 term. Other officers named are: 

Vice-president of office supplies division—Ralph Moser, senior vice-presi- 


Maxey Mayo Buys Control 
Rogersnap Business Forms 





Maxey Mayo, 


f 


Dallas printing 





executive and 
preside nt of 
Mayo Bros.. Inc 
announces that 
he has purchased 
the controlling 


interest in Roger- 


Maxey Mayo 


snap Business 
Forms, Inc. The 21-year-old business 
forms firm, with sales reported more 
than $1 million in 1959, is located at 
1924 Reading in Dallas. 


Mr. Mayo said the Rogersnap firm 
would retain that name and that he 
would be executive vice-president and 
general manager. Mrs. Will Rogers, 
wife of the late founder of the firm, 
will remain president in an advisory 


( a pac ity 


Mr. Mayo is president also of Rapid 
Reproduction Service, Inc., Merchants 
Printing Co., Waller Printing Co. and 
Adams Silk Screen Studio. 


Louthan, Jr., Elected 
Richmond Firm President 


Frank G. Louthan, Jr., an official 
of Concrete Pipe & Products Co., for 
nearly 10 years, has been elected 
president of Everett Waddey Co., 
year-old printing and stationery firm 
of Richmond, Va 

At Everett Waddey, Louthan suc- 
ceeds Alex W. Parker, who has 
been temporary president since mid 
November. Parker, who is still board 
chairman, filled in as president after 
the resignation of William W. Boxley, 
who had been in bad health 
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dent, Carpenter Paper Co., Omaha. 

Vice-president of school supplies 
division—Roy Kerr, vice-president of 
Kerr Paper Co., Amarillo, Tex. 

Chairman of board—William 
Boothby, vice-president, Central Ohio 
Paper Co., Columbus. 

Salesmen's division elected Herbert 
Hooke, Moore Push Pin Co., chair- 
man of executive committee; John 
Fisk, All Rite Pen, Inc., chairman of 
salesmen's division, and James Gil- 
martin, Higgins Ink Co., vice-chair- 
man 


Leedall Announces 
Copi-Mate Universal Ribbon 


Concurrent with putting on the 
market a typewriter ribbon wound on 
a spool that will fit almost any type- 
writer, Eugene De Luco, president of 
Leedall Products Mfg. Co., Inc., said, 
“The Copi-Mate universal typewriter 
ribbon will simplify inventory prob- 
lems for all stores and large users of 
inked ribbons.” Mr. Di Luco stated 
that the new ribbon will fit more than 
180 typewriter models manual and 
electric machines, portables, new and 
old models, both domestic and foreign 
makes 

The new ribbon is available in 
nylon, silk or cotton fabrics, with ink- 
ing in all colors and densities. A 
feature of the spool is the presence of 
all necessary reversing attachments for 
machines requiring them, yet the at- 
tachments do not interfere with op- 
erating performances on machines de- 
signed to function without reversing 


accessories on ribbon spools. 


New Location for Firm 


Sales and administrative offices of 
Tape Indexes, Inc., have been moved 
from 512 E. & C. Building, Denver, 
Colo., to the firm's plant in Ever- 


green, Colo 





W. A. Sheaffer Pen Co. 
Ups Reavey and Clark 


Edward P. 
Reavey, Jr., has 
been appointed 
manager of the 
retail sales divi- 
sion of W. A. 
Sheaffer Pen Co., 
it is announced 
by E. F. Buryan, 
marketing vice- 
president. He will make his headquar- 
ters in Fort Madison, Iowa. 


E. P. Reavey, Sr. 


C. W. (Jack) Clark succeeds Mr. 
Reavey as sales manager of the pen 
firm's North Central region with 
headquarters in Chicago. 


Mr. Reavey, a native of Summit, 
N.J., joined Sheaffer in 1948 as a 
salesman in New York and became 
manager of the eastern district in 
1956. He moved to Chicago as man- 
ager of the North Central region in 
mid-1959 


Mr. Clark has been Sheaffer sales 
representative in Cleveland continu- 
ously since he joined the company in 
1935. 


Some of Underwood 
Products Dropped 


The new management from Olivetti 
has decided to discontinue the manu- 
facture of Underwood portable type- 
writers, larger adding machines and 
bookkeeping machines, declared Gian- 
luigi Gabetti recently. Mr. Gabetti 
represents Olivetti, which last fall ac- 
quired a controlling interest in Under- 
wood. 

The Olivetti director pointed out 
that Underwood's consolidated manu- 
facturing operations in Hartford, 
Conn., are now producing only elec- 
tric and manual office typewriters and 
the small Add-Mate adding machine. 
He continued: 

“Without a full line of products, 
this company is walking on one leg. 
We are hoping we can give it a second 
leg by integrating the sale of Under- 
wood and Olivetti office machines, but 
this is a long-term program.” 
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G. 
F dealers 


benefit from a continuous 
flow of new products with 


proven customer appeal 


example: 


ITALIC STYLING, introduced in 1958, has 
opened up a new and lucrative “custom- 
styled” executive office market for GF 
dealers. Other major GF products and 
services introduced since 1954 include: 


Year introduced 
Tab Equipment 1959 
1000 Series Desks 1959 
GF Ferris Rotary Files 1958 
300 Line Goodform Chairs 1958 
GF Studios Decorating Services 1958 
Draft-a-Matic Desks 1955 
Consolidator Units 1955 
Movable Partitions 1955 
Magne-Dex 1955 
Generalaire Desks 1954 
Fireproofer Filing Equipment 1954 


The General Fireproofing Company, 
Dept. X-26, Youngstown 1, Ohio 


(z-Enenar 
° eee SUSINESS FURNITURE 


IREPROOFING 


ITALIC STYLING...a new concept of execu 
tive environment... provides almost 
infinite variations of design, color 
texture and arrangement. Thus it is 
possible for GF dealers to “customize 
this strikingly modern furniture.-to 
Suit the executive's individual tastes 
the size and shape of his office, his 
fo) a -Seokal- OMe sohm@. ak Sol hG- Mr lale Miss! -.aaleles— 





Random Notes 


Editorial features don't just happen in OFFiIc! 


APPLIANCES. They're planned 

We investigate, travel, survey, and report 

Three years ago Claret O. Schlaver, managing 
editor of OFFICE APPLIANCES, wrote a series of ar- 
ticles on store location covering downtown, shopping 
center, expressway ind suburban off: supply stores 

But he wasn't satisfi 

“T want to explor the subject in depth,” the M. | 
told fellow editors at a staff conferenc Give me 
a couple of years 

So, C. O. S. started building a file on the subject 
of store location. He read, traveled, queried. In keep 
ing with the OA editorial poli y of investigate, 
travel, survey he went out into the Id whenever 


possible He revisited Dallas to check on the store 
reaction after years at a new location. He spent two 


days in Kalamazoo tall Ray Dykema, office sup 
ply dealer heading a new downtown mall project 
He went to Toledo to study the ‘See-way” experi 
ment. Fort Wayne, St. Louis, Minneapolis, Stockton, 
Calif. and Salt Lake City were among other stops on 
the store location trail 

His conclusion: It's a itter of co-ordinated effi 
ciency in all phases of 
rather than location that usually measures financial 


office supply operation 


SUCCESS. 
And that’s the way wel trying to serve our read- 
ers better. See pages 22 to 31 in this issue 
Incidentally, there'll be a ‘‘first’’ in the May issue 
A design clinic has been taped for our dealers’ ben 
fit 


Next Month 


The annual Office Furnishings Issue will stress th 


role of design and its fun off ficiency. A 
taped interview with four Chicago dealer designers 
will be an outstanding feature. Architects will give 
their views regarding co ration with dealers. Two 


Office Appliances March 19 


Publisher john A. Gilbert 
Assistant Publisher Charles W. Gilbert 
Advertising Manager Herbert L. Sime 
Manager, Marketing Sert Stanley Roy 
Production Manager Robert J. Sku 
Treasurer . Richard M. Daugherty 
OFFICE APPLIANCES was founded by George H. Pat- 
terson and developed through 34 years by Evan Johnson 
ESTABLISHED 1904: Su ling and embodying Ameri 
can Stationer, New York, established 1873, the original 
trade journal serving the stationery field; Typewriter 
Trade Journal & Office Systems, New York, 1904; The 
Office, Franklinville, N.Y., 1904; The Office Appliance 


The death of Adriano Olivetti is recorded on an- 
other page of this issue together with an outline of 
his great success as a manufacturer of office machines 
and machine tools. Of equal, possibly greater, sig 
nificance was his success in contributing to the social 
and economic welfare of Olivetti employees and 
thousands of other Italians. For workers in his many 
factories he set up benefits that included children’s 
amps, tuition for higher education, apprentice 
schools, aid in building homes, and a sharing-man 
agement policy 

Following World War II, he instituted a program 
of town-planning to aid war-damaged communities 
and set up factories in rural areas to bolster their 
economy. He integrated the whol. population of a 
town area, including the farmers around it, into a 
single economic plan to raise the general standard of 
living. The effectiveness of the plan is indicated by 
the fact that it was adopted by more than 65 Italian 
and Sardinian communities. 

The good that a man does is not alw ays interred 
with his bones.’ Adriano Olivetti’s contributions to 
society will continue long after memory of his has 


faded from the minds of men 


Jeli 8 nme FPR 


Editor 

outstanding examples of office planning Ww Il be 
delineated—one a large installation and the other a 
typical smaller one. Many pages of ‘new for th 
office products, report of the NOFA convention 
ind dealer selling features comprise a choice menu 


Journal, Chicago, 1905; Business Equipment Journal 
Chicago, 1908; Office Outfitter, Chicago, 1908; the orig 
nal National Stationer, New York, 1909 


ADVERTISING REPRESENTATIVES: New York City 
Walla W. Fisher, District Manager: Monty ( ng 
Ir.. and Robert Slocum, 100 E. 42nd St.. New ¥ } 
N. Y. Phone MUrray Hill 2-2373 


Chicago: Herbert L. Sime, Vice-president, and Jack M 
McDonald 0 W. Jackson Blvd., Chicago, Ill. Phone 
DEarborn 


Los Angeles: Robert E. Ahrensdorf, Jack Quillman, Stan 
ley Ehrenclou; R. E. Ahrensdorf Co., 3275 Wilshire Blvd 
Los Angele Calif. Phone DUnkirk 2-7337 
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Sale S Ideas from Mosler 








No. 1 in a series of Newsletters describing 
successful sales techniques, proven sales aids and new products 
from The Mosler Safe Company to Mosler Dealers. 





How One Dealer Moved 
Mosler Insulated Files 


-»eIn Batches. When a 

New Jersey law firm renovated 
their offices, an enterprising 
Mosler Dealer suggested 

Mosler Insulated Files to 
replace the old steel files 
used to house law records, 
briefs, wills, etc. He used the 
Insulated File Visual approach 
to convey the message in 
compelling fashion. Result: 
he sold ten legal-size "C" 
label, four-drawer Insulated 
Files. 








Write for your supply of the 
brochure shown above or 
contact your Mosler Field 
Representative. 


This same dealer sold seven 
Driver's Depository Money Safes 
to a large discount house, 

even though no insurance 
Savings were involved. He 
stressed a better cash handling 
system internally in con- 
junction with an armored car 
pickup service. Interested in 
complete story? Just drop 

uS a note. 


Mosler Dealer Makes Radio 
Advertising Pay Off. our 
Mosler dealer in Columbia, 
Missouri, has been using one 
minute announcements of Mosler 
products on his local radio 
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station. You'll be interested 
in the script he's using: 





"A smart businessman knows 
his valuable papers and 
money are secure as the 
proverbial 'bug in a rug’ 
..--when kept in a MOSLER 
SAFE from WAYLAND OFFICE 


EQUIPMENT COMPANY. He need 
never worry because the 
MOSLER SAFE is built to 
stand and protect for years 
and years. Ruggedly built, 
the MOSLER SAFE can take 
almost any wear and still 
give you peace of mind that 
comes when you know your 
valuables are protected. 
See the MOSLER SAFE today at 
WAYLAND OFFICE EQUIPMENT 
COMPANY, Nineteen South 
Ninth Street." 


Why not give local radio 
advertising a try yourself? 
You may wish you had started 
a lot sooner! 





Use These Booklets As 


Salesmen. Everyone is con- 
stantly on the lookout for new 
ideas. These booklets are 

full of new ideas on how to 
increase filing efficiency, cut 
the cost of office operations 





and improve protection for 
valuable records. They have 
been extremely effective in 
turning up prospects because 
almost every business can and 
should put one or more 

Mosler ideas to work. Some of 
the ideas are based on new 
concepts, others explain 
cost-saving innovations in 
equipment, design and use. 


Put these booklets to work for 
you. Write for a supply or 
contact your Mosler Field 
Representative. 





Powerful Advertising 
Backs Revo-File®. of course, 
we knew it all along. There's 
a TREMENDOUS market for the 
Mosler Revo-File in your back 
yard. The response that has 
come from all over to the 
series of advertisements shown 
(notice, there's a coupon in 
each one) has been astonishing. 
Don't miss a chance to show 
your customers how to bring 
their volume card filing 
system up-to-date with the 
Mosler Revo-File. 


The Mosler Safe Company 
320 Fifth Avenue, New York 1, N.Y. 
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OFFICE APPLIANCES’ 


Advertising in OFFICE APPLI- 
ANCES has given me, and many 
other factory sales represent- 
atives whom I know, valuable 
assistance by pre-selling 
dealers. My job would be more 
difficult without this adver- 
tising support. 


I see OA everywhere and I know 
that many of the dealers in my 
territory furnish individual 
copies to their sales staffs 
Certainly, OA reaches the 
broadest possible trade audi- 
ence. This fact becomes even 
more important when you con- 
Sider the tremendous influence 
this magazine has upon 
dealers. They really rely on 
OA throughout the year 


Tehan, 


.. Office 
Appliances 


Supoties 


SE Sm ee 


2. Office Appliances 


Number 2 of a Series 


Jr. 


* ite 
‘".Y-)-1i) | 








Harry Tehan 
Manutacturers' Representative 


*Bentson Manufacturing Co. 
*Emeco Corp. 

* Posting Equipment Corp. , 
* Royal Register Co. 

* Smith Metal Arts Co. 


Mr. Tehan’‘s Territory A_ Neos 
W-,i virginia™ ¢ rales of 







Column: 
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THE'BIG TOP” GOES UP; 
THERE'S MUCH TO SEE! 
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The big news 
you’ve been 
waiting for... 

TOP VALUE gifts* 


for all 


GIO. 


dealer 





salesmen 


of 











*K Everybody wins! Every Cosco dealer salesman who registers for this program Be a winner, 
will receive Top Value stamps for every Cosco Office Chair he sells. Choose gifts for 

your whole family from the 88-page full-color catalog featuring top brand name mer- enroll today 
chandise. You'll be surprised how many books you can fill with the_sale of only a few 

chairs. Gifts galore when you sell more—Cosco Office Chairs. 


HAMILTON COSCO, INC. + Columbus, Indiana 
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FOR 9 €) seus 


Ennis 


PRODUCERS OF A COMPLETE 
LINE OF BUSINESS FORMS 





There’s never a customer you can’t serve. . 

never a job too big to handle .. never a new form 
you can't supply .. when you rely on Ennis. 
Ennis is the foremost producer of business forms 
in America, offering dealers every needed 

form from the newest Snap-A-Part, Register or 
Continuous forms to the full range of everyday forms. 
Service is fast, prices are competitive and 

the profits are yours .. because Ennis products are 
sold through dealers ..we're your supplier, 

not your competitor. 


Write today for catalog and complete information, 


th ANNIVERSARY 1909 * 1959 


Gnnis 





BUSINESS FORMS, INC. 
(formerly Ennis Tag & Salesbook Co.) 
Home Office and Factory 
Ennis, Texas 


Eastern Factory 
Chathom, Va, 


Western Factory 
Paso Robles, Calif. 


Warehouses — Birmingham, Houston, St. Lovis 











Letters 


Readers are invited to express themselves brief 
the office equip- 
ment and supply industry. Address: Letters 
Editor, OFFICE APPLIANCES, 600 W’. Jack- 


7) 


n Blvd., Chicago 6, Ill 


n any subject related t 


A Good Market for Office Machines 
Dear Editor: 


In Thailand, which used to be called Siam, I came 
across an item in Time Magazine stating that the Ameri- 
can share of the world typewriter market had fallen 
from 50 to 10%. I am not surprised; as any branch 
manager daily tells his salesmen, you are not going to 
get any business unless you knock on doors and canvass. 

With no import controls and a hard currency, Thai- 
land is a wide-open market in which the best man wins 
and it is a sort of testing-ground for other larger and 
more important markets. 

Limiting myself to adding-machines, calculators and 
typewriters, I was astonished to learn that one German 
typewriter has more than 50% of the entire market in 
Thailand. A Swedish calculator manufacturer has about 
the same percentage of the market. Two thirds of the 
idding machines sold here I would judge are of Euro 
pean origin 

What have the Americans been doing? Not very 
much. Two of the proudest American names in calcu- 
lators are not even represented here, or, if they are, 
no one seems to know the names of the distributors. 
The same is apparently true of two of the very largest 
adding-machine manufacturers. The American type- 
writer distributors seem to be helpless against the Ger- 
man attack; even our own American International Co- 
operation Administration (which pours out all the good 
dollars into the country) offices buy German equipment 


Europeans Knocking on Doors 


Price does not account entirely for this lop-sided situ 
ation. The main reason is that the European companies 
have gone out after the business in a way that the 
Americans like to think of themselves doing. They are 
knocking on doors. The German typewriter distributor 
has a full-time representative from the factory who 
works with the local salesmen and calls on important 
customers. 

It should be recognized that the distributors do not 
have the sales knowhow and they cannot properly train 
their salesmen. They are charming and helpful, but all 
they can think of is price. They wait for repeat orders 
from old customers, who are decreasing in number, 
and it never occurs to them to go out and look for 
new business 

Any salesman who regularly makes his quota, which 
is evidence that he makes his calls, could take over this 
I mean really sell. Why? There is 


mentioned 


territory and sell 
ractically no competition With the abov 
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xceptions, the trial-cycle and the canvass are just un- 

wn out here 
To give an idea of this market, there is the American 
Embassy which purchases for the other embassies in 
Vietnam, Cambodia and Laos as well as for all the 
litary advisory groups. Quite an important customer 
who would go on a national account list. The man who 
loes the purchasing has been here three years and as 
he can remember, no salesman has ever called 


hit 

There are all the American private companies, most 
onstruction, and they can requisition locally. There 
must about 30 in this area alone. I met casually a 
man down from Laos on a purchasing trip and he 

tioned that he was going to buy a certain type of 
idding-machine. He had never heard of a certain 
American make which I once sold, and he was quite 


for the information I gave him to the extent 
that he was requisitioning it from the United States 


Must Call on Prospects 


An export manager cannot do a job out here. He has 
too many markets to cover and can spend at best only 
short time in a country. What is needed is a man who 
iss, not a foreign-trade specialist. Get a good 
uota-making man from any branch and send 


him out to this area for about two to three weeks in 
Thailand, Malaya, Burma, Cambodia, Laos, Vietnam 
ind perhaps Formosa to call on prospects. The company 


that does it will get business if for no other reason than 

prospects are not being called on. 
Tl idvantages are many. The Americans with the 
various government agencies out here and the private 
rns talk more easily with a fellow countryman 


The top men of the European and local companies and 
inks are more ready to give a hearing to such a repre- 
ntative than they would to the local salesman. There 
s that little extra something about a person coming 


iy from the United States just to call on a 
Finally, something will rub off on the local 


salesman accompanying him 


Business Is Here if Sought 


he fact that American manufacturers seem not to be 
interested in the business out here is dis 
larger sense. We all know and feel in our 
«ketbooks the enormous amounts of American aid 

ng given these countries. Traditionally and 
tly, a large part of this money came back in 
of purchases in the United States, but this is 


so. Our dollars are being used to buy non- 


4 n equipment simply | use American equip 
ot being offered 
There is business out here for anyone who wants it 


HowaARD L. NELSON 
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STAY UP TO DATE 
IN STYLES AND SALES 


a 


— 
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WITH Gnnis 


FOR 50 YEARS THE PACESETTER 
IN QUALITY BUSINESS FORMS 


New machines and new methods have greatly 
increased the number and kind of business forms 
in use today. To stay ahead in sales and profits 

.. your forms must stay in step with progress. 

And to sell the complete field, you need 

a complete line. You get both with Ennis . . the most 
complete line, with all the most modern forms. 
That’s because Ennis is the nation’s 

foremost producer of quality forms for business 
in the nation. It’s your most profitable 

line and it’s the line that’s sold through dealers. 
We're your supplier, not your competitor. 


Write today for catalog and complete information. 


ANNIVERSARY 1909 * 1959 
th ANA I 
Ennis 
BUSINESS FORMS, INC. 


(formerly Ennis Tag & Salesbook Co.) 


Home Office and Factory 

Ennis, Texas 

Western Factory Eastern Factory 
Paso Robles, Calif. Chatham, Va. 





Warehouses — Birmingham, Houston, St. Lovis 
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Premier 
Trimmers 





Here’s quality through and through . . . from 
the precision calibrated base in new eye-ease 
green to the hardened tool steel replaceable 
lade, from the handsome long lasting plating, 
to the Premier guard, from the Selented ancien 
tension to the clean, sharp, effortless, accurate 
cuts. You can tell it’s quality and you can tell 
it’s a Premier. Your customers will PREFER 
Premier, every time. 


@ 7 Sizes 
@ From $6.00 to $55.00 
@ Wood or metal base 


REPRESENTED NATIONALLY BY 


* Stone-Newman Associates, 320 Broadway, New 
York, New York. 

e Jack Luke, 3950 Lake Shore Dr., Chicago, Ill. 
, a Lichtenstein, 223 S. 10th St., Philadelphia 
a 

© Harry Henkel, 1046 S. Olive St., Los Angeles 15 
Calif. 


© Emil Dalmas, P. 0. Box 1524, 9923 Estacado 

Dr. Dallas, Texas. 

* George B. Tapner, 641 S. Rock Hil! Rd., Webster 
, Mo 

¢ R. C. Hill, 1523 Kingswood Road, Jacksonville 


© Paui Holden, 213 W. Kathleen, Park Ridge, II! 


PREMIER 
QUALITY 


PRODUCTS aiid tut Lee) 


CO. 


2100 WEST FULTON ST. 
OF LL Or N Cl Os a | 
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| Affer Hours 


Season Is Bountiful for Members of Eight Point Club 





Members of the Eight Point Club of Dimmit County, Tex 





were successful in bagging 


their limit during the past hunting season and returned to their respective year-around 


iH « 
All mi’ 


duties with regret. The sr 
organization to pass up a shot at any 


roup of Texas businessmen has made it the basis of its 


Happily displaying such a set of horns is O.D. Mann, mfgs.’ rep.; Carl Lindsey, owner 


of horns; Lawrence Henrichson, owner of 
partment, Maverick-Clarke, San Antonio; 


Paul Cheney’s Daughter 
Cracks Big-Time Market 


Doris CHENEY WHITEHOUSE, the 
daughter of Paut W. 
entered the big paying 


youngest 
CHENEY, 
writer's market when her story, ‘The 
Phantom of the Woods,” 
lished in the March, 1960, issue of 
Readers’ Digest 

Cheney, sales 


was pub- 


manager for the 
Southworth Co. and no mean author 
in his own right, says, Compared to 
her success my meager writings seem 


dwarfed and inconsequential.’ 


Kennedy, Fisher Foe, 
Not Our Jack Kennedy 


PAUL FIisHER, president of Fisher 
Pen Co., has been competing in New 
Hampshire primaries with JACK KEN- 
NEDY for nomination for president of 
the United States. Lest some of our 
readers may be confused, the Jack 
Kennedy mentioned is not the one 
who has traveled 48 of the 50 states 
many times, perhaps the other two as 
well 

We refer to the Jack Kennedy who 
resident 


in charge of sales for Trussell Manu- 


for many years has been vice 


facturing Co., Inc., Poughkeepsie, 
N. Y. Jack Kennedy and 


products, loose leaf, memo books and 


Trussell 


columnar pads, are synonymous with 
stationers everywhere 


buck unless he sports a rack of eight points or more 
ranch; Frank Ducos, manager of furniture de 
and Les Agnew, Maverick-Clarke salesman 





Samuel Ortner with lion he bagged while 
hunting in Africa 


Sam Ortner Hunts Veldt 


From executive desks to African 
safari within days typifies the schedule 
of work and relaxation for SAMUEL 
OrTNER, president of Seal-O-Matic 
Dispenser Corp. and Flash Manufac- 
turing Co. of Newark, New Jersey. 

This past year, Ortner returned 
from a five week African hunting 
trip in Tanganyika and Kenya. He was 
successful in securing fine trophies of 
lion, elephant, buffalo, rhino, leopard 
and all of the major antelope as well 
as the rare great kudo 


Chicago Dealer Gets 
Brotherhood Award 


RUSSELL FRATTO, president of Vic 
tory Stationery Co., Chicago, was 
among the six Chicagoans and Sen 
Morse (D 
brotherhood awards February 28 at 


Ore.) who received 


the seventh annual banquet of the 
Chicago Conference for Brotherhood 
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Pre-selling AICO products to 3 


*Estimated number of __ Big, bold, excita new a¢ 

your customers who will oe 

cit ameeaico | Pere strat “! 

' ads in the magazines they save time and m money 
they read in 1960. _pre-selling prog r 











State of the Industry 


Notable Earnings Gains Predicted 
For Office Equipment Industry in 1960 


“The year 1960 will probably be one of major earn 
ings improvement for the office equipment companies 
says The Value Line Investment Survey. Backlogs ar 
up in all sectors of the industry. Es; illy encouraging 
is the prospective strengthening of irgins 

Bolstered by the growing trend toward office automa 
tion, demand for modern business machines, particu 
larly the electro-mechanical eq ipment and electronic 
data-processing systems likely to rand rapidly both 
in 1960 and for many years to f n the opinion of 


the Value Line Survey 
Untapped markets for these high speed devices aré 


still vast. During the late '50s the rgins of data pre 
essing equipment makers were depressed, not by ove 
capacity, but by huge ‘“‘make-ready”’ expenses in conn 
tion with revolutionary new prod 

In 1960, tor the rs } n Val Line Survey 
states, sales volum« ffice automation equipment 


promises to rise more than special expenses for research 


tooling and personnel training. Th jor investment 
of recent years in these items will begin to pay off 

The conventional pment section of the industry 
should enjoy appreciably improved business this yea 
it is observed. New : hine 1 lels uch improv d in 
styling, have been well received and new orders recently 
have been coming in at an improv 

Now that the off juipN ianufacturers h 
behind them most of the make-ready expenses in con 
nection with the new generat business machines 
it is predicted that they will show increasing profits overt 
the next three to five years. ¢ tition in the el 
tronics field can be expected to | ncreasit 
keen, but the potential rket is enor us—big enough 
the Survey thinks, for most well-managed, strongly 


financed companies t sper 


Factory Typewriter Shipment 
Figures Up for Past Year 


1959. factor shipt ts of typewriter: 


During 
amounted to 1,283, ts ued at $191 millios 
f.o.b. plant compared to 1 i ts valued at $ 
million f.o.b. plant it 58, reports the U.S. Depart 
ment of Commerce, Bureau of the Cens 

Domestic sales of typewriters increased from 1,202 
000 units valued at § illion at retail value to 1, 
255,000 units valued at $278 mil it retail valu 


betwee n the two vears 


1959 Pen Imports up 84%, 
Mechanical Pencils Up 95' 

The Fountain Pen & Mecha | Petr Manufa 
ft tes figures from the U.S 
Tariff Commission s} 


turers Association. 


} 
i 


The third most important sour 


h shipped in 150,418 units 


the U.S. during 1959 amounted to $4 181, an in 
ase of 84% above 1958 ports of $241,991. Im 
ports of mechanical pencils rose 95° » $93.0 } 
9 as compared with $4 8 in 1958 
he greatest quantity of Fran 
879 units valued at $85,730. West Germany shippe d 
82 pens into the U.S. last year, valued at $313,72¢ 


e of pens was Denmark, 


ued at $23,417 


Manifold Business Forms Industry 


Reports Record Year in 1959 


Lester | newly-ele 


Johnson, 


ted president ol the 


Business Forms Institute, at the annual meeting pointed 
the fact that the manifold business forms industry 
ord $400,000,000 sales year in 1959, a 14% 

, LOSS 
| wise, William C. Lamprechter, the retiring pres 


dent, called attention to the rapid 


tic ink and its character 


the industry, adding that mem 


uiert to office automation and the 


Musical Tone for End 
Of the Typing Line! 


} 


Signaling of the end ot 


rather than the traditional bell 

electric typewrit 

plans to spend a million dollars 
Tek 


vertising 


NOMDA Poll Runs 8 to 3 
Against Typewriter Duty 


zation and their eftect 
bers of the BFI were 
nt processing 

9 with chimes 


is reported for Royal 


The survey conducted by NOMDA on the proposed 


imported typew! 


ff levy tor ss : 
osed 1 303 favoring su 
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SELLS FOR 
ONLY 





DOLLARS? 


... looks like twenty 
in its new case! 





Justrite Notary and 
( orpo t No l 
Pocket Seal $8.00 
Deals Discount 40 











justrite’” products are sold exclusively 


gt lealers, never direct t onsumer 


Ever notice how tenderly a jeweler places a 
watch on a beautiful black velvet pad to display 
it? Or how attractive is the container of even 
modest perfume? 

Whatever it is, 


people like it .. . like to see good merchandise 


Showmanship? Psychology? 


treated with respect ... and they’ll like to see 


their official corporate or notary seal in its 


5 reasons to concentrate your orders with “Justrite”’ 


1. Same Day Service. 2. A Fair Profit for 
3. No Direct Selling by ‘“Justrite.” 
4. Engraved Letters (instead of punched) 
f Maximum Sharpness, Uniform Spacing 
5. Handsome Presentation Case with every 
Pocket Seal 
Ask for our FREE 86 page catalog of “Justrite’ Seals, Rubber 
Stamps, Daters, Numberers, Time Stamps, Pads and Supplies 


All merchandise sold exclusively through dealers 


LOUIS MELIND CO. 


Founded 1893 Telephone GR 7-4200 
3524 NORTH CLARK STREET *® CHICAGO 13 
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CF WHA, 


handsome new case of London Tan vinyl 
(moisture and scuff resistant) to preserve the 
gleaming chrome finish of the seal indefinitely. 


“e 


All your “Justrite” Pocket Seals now come in 


this handsome presentation case . . . another 
reason to concentrate your Seal orders with 
“Justrite.” And don’t forget our “same day 


service” on all orders. 


Use convenient coupon to obtain FREE “Justrite” catalog 





LOUIS MELIND CO. 


3524 NORTH CLARK STREET, CHICAGO 13 Date 


YES, please send us your FREE “Justrite” catalog 
NAME OF FIRM 
ATTENTION 
ADDRESS 

CITY 


ZONE___STATE 


19 








20 








OA Editorial 


When a salesman 
calis on a dealer 


OMETHING genuinely significant can happen when a manufacturer's 
S salesman calls on a dealer. In many ways they depend upon each othe 

for existence. There are other ways of channeling merchandise into con- 
sumer service but none has proved as generally satisfactory. To protect that 
method of distribution and bring it up to optimum utility calls for dealers 
and salesmen to recognize their mutuality of interest and responsibility 


] 


Very largely the solution lies in correct attitudes. When buyer and seller 





figuratively square off like pugilists, it is normal for one or both to get hurt 
If the goal is co operative and profitable movement of merchandise from 


ry 


consumer the shared attitude should be one favorable to mutual 


producer t 
assistance in every step of the distribution pattern 


Here are some questions ror dealer St nsider 


l Do you set aside céftain times O! the day to receive manufacturers 
salesmen ? 


; 


) Do you treat them Ch rdially as you expect youl customers tf 
you ¢ 

3. Do you arrange time for them to inform and train your salesmen ? 

it. Do you provide them with accurate information about the character 
of your market? 

5. Do you expect too much in the way of fringe ben 


lunches. dinners. Christmas gifts. and tickets to industry affairs 


Turning the coin over, here are just a few queries for manufacturers’ 
sales representatives 

1. Do you arrange your calls to suit the convenience of dealers? 

D you prepare yourself as an eltective sales trail 

men / 

3. Do you make “missionary” calls with local salesmen 

i. Do you help dealers analyze local markets to determine genuine px 
tentials for your lines ? 
Do you function as a sales counsellor, sharing “know how” rathe 


than gOSSIp ; 


No relationship based on anythu other than mutual benefit will endure 
It should be emphasized that the costs of entering into and maintaining re 
lati nships on an unsound basis are shared. With necessary operating costs 
at current high levels, it is foolish to add avoidable expenses 
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5600 SERIES 





— 





No. 5611-UB 


Boling’s 5600 Series The MODAN — is but 
one group in a long line of business chairs that 
meets every need for solid comfort, tasteful design 


and long lasting construction. Offered in a 





combination of top grain leather or Elastic 





Naugz > wi : 0) *r celecte : 
1ugahyde with Gros Point or other selected Ne. 5458-08 ne. $613.48 





fabrics over foam rubber. Available with 


interchangeable cane or upholstered backs. 


F Our 
: 56th 
Ye ar 


whe 





No. 5610-UB 


No. 5614-UB 


Chairs for all business 


BOLING CHAIR COMPANY 


SILER CITY, NORTH CAROLINA 
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by CLARENCE O. SCHLAVER 


managing editor 


Downtown Perks Up 
But Will Our Dealers Stay? 


J 
The primary function of a store today is to provide a center for 
obtaining sales volume. If such volume can be obtained by out- 
side selling, rather than by drop-in trade, the office supplier 
doesn’t need a downtown location. As merchants, our dealers 
pay for all their selling area in the form of rent or capital invest- 
ment. The degree to which they make use of this space by good 
merchandising determines their profit. Therefore, it’s a matter 
of co-ordinated efficiency in all phases of operation rather than 


location that usually measures financial success. 


HE nation’s office supply and equipment dealers are taking a long, hard look at their leases 
in downtown locations 


Pursuant to such a “dollars and sense” study more and more of these retailers are locating 
away from traditional downtown. 

That's the conclusion we have reached through a personal survey in many states coast to 
oast. The only way the march from the central city can be slowed down, our study indicates, is 
through the herculean efforts of downtown merchants to establish both shopper malls for cus- 
tomer pedestrian traffic and adequate close-in parking. 

Even such steps as those fostered in Kalamazoo, Mich., where Raymond Dykema of Dy- 
kema Office Supply Co. is spearheading the permanent mall establishment and downtown re- 
habilitation, may not halt the migration to oft-the-center-of-town sites 

Many dealers interviewed told us frankly that they are merely awaiting the termination of 
longtime leases before moving away from the established business community. Such thinking 
appears to counter the intense determination on the part of others such as Dykema to improve 
present locations and lend every possible civic rebuilding influence. 

Why will more and more of our dealers seek fringe, suburban, freeway or shopping center 
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This Depth Story on 
Store Location Tells: 


Why Raymond Dykema is sold on the 
shopping mall in Kalamazoo, Mich. 


What Toledo Ohio, thinks of the 
shipping mall “See Way’ experi- 
ment in that city. 


How Clark Peeper of St. Louis found 
a suburban location in Clayton, Mo., 
advantageous. 


What has been the experience of 
Clarke & Courts in a Dallas express- 
way location. 


What stationers are doing to improve 
the parking situation in their cities. 


How a Lafayette, Ind., office ma- 
chines dealer discovered that he could 
operate successfully in a shopping 
center. 


What ZCMI did in Salt Lake City, 
Utah. 


What some stationers did in deciding 
to remain in the central city. 


A Coast To Coast Survey 


Cities Visited: 
Kalamazoo, Mich 
Toledo, Ohio. 

St. Louis, Mo 
Dallas, Tex 
Stockton, Calif. 
Salt Lake City, Utah 
Minneapolis, Minn 
Fort Worth, Tex 
St. Paul, Minn. 
Baltimore, Md. 
Fort Wayne, Ind. 
Hartford, Conn 
Omaha, Neb. 
Clayton, Mo. 
Sacramento, Calif 
Oakland, Calif. 
Waterloo, Iowa 7 
Orlando, Fla 


Chamber of 
Commerce 
exectives 

City officials 

Chain store 


executives 


Other Sources: 
Committee for 
Econom 
Development 
What Parking 

Means to 
Business 
Automotive 


S. News and 
World Report 
U.S. Chamber of 
Commerce 


Newspaper editors 


Safety Foundation 


Interviewed: Victor Gruen & 
Office supply Associates 
dealers. Toledo Blade 





~ 
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ntkinted 
locations? The answer shapes up in this manner: 

Downtown rehabilitation in many cases has been a 
case of “‘too little’ or ‘‘too late’. 

-Office supply volume is obtained by outside selling 
which can be conducted from “offbeat” locations just 
as well as downtown. 

—There’s usually more parking space at an outside 
location and “good” customers will take advantage of 
this fact. 

—A larger building can be erected away from down- 
town where land costs are lower. Similarly, more attrac- 
tive leases, from a cost standpoint, can usually be ne- 
gotiated 

—The opportunity to have a larger suburban-located 
building often enables the dealer to combine his office 
supply store, his furniture and machine display and his 
warehousing in the same building rather than to have 
them separated. 

—It costs less to move merchandise to a suburban lo- 
cation, nearer to truck terminals, than it does to unload 
it downtown 

These are the blunt facts of merchandising life which 
run counter to the sentimental attachment of most mer- 
chants to the downtown where they gained business start 
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KALAMAZOO’S permanent mall provides for unimpeded pedestrian ex- 
posure on a street transformed into a relaxing scene by grass and flowers 


m RAY DYKEMA 
(right), office 
plies dealer and 
leading figure in 
Kalamazoo's down 
;town renovation 
accepts a heck 
s from Joseph Buch 
ley, secretary-man 
s ager of Chamt 
Commerce n 
= tribution to the ma 


ie effort 


nd where they might like to still remain 

Let’s face it, much is being done to save the business 
ind still more will be done. But for every Kala 
Toledo, Minneapolis, Baltimore and Oakland 
wntown gospel has been preached until salva 
be accomplished, there are dozens of other 

s where the future is bleak 
[t's simply good business to get away from down- 
dealers such as Tom O'Reilly of Fort Wayne, 
Ind., T. Wayne Davis of Waterloo, Iowa, A. A. Hop- 
Clarke & Courts, Dallas, Charles Peeper of 
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St. Louis and many others have told us. Theit firms have 
either deserted downtown locations entirely or have 
created suburban branches. “The move has been bene- 
ficial,” each has commented 

Whether a dealer is pro or con on the subject of mov- 
ing his store away from the center of his city appears 
to lie in his interpretation of this statistic: 

Twenty-five years ago there were only 20 million mo 

r vehicles in the United States. Today there are in ex- 
cess of 50 million 

Excessive congestion is sending traffic and customers 
elsewhere than downtown. Paradoxically, this is the 
same traffic which downtown once coveted. 

Dealers who think they can live only by in-store sell- 
ing can no longer look on the auto driver as a prospec- 
tive purchaser until they get that driver out of his vehicle 
onto the sidewalk almost directly in front of the store 

Thus, unless parking convenience is established, drop- 
in trade suffers to the point that an office supply dealer, 
like any other merchant on Main Street, U.S.A., mast 
accurately decide if his volume is really determined by 
convenience-inspired trade or by selling to the large- 
order buyer who is contacted by salesmen in his place of 
business 

Once he has analyzed his sales and determined that 
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‘The mall is a symbol, 
a spark plug to ignite 
all types of business 


and generate new ideas’ 





THIS IS WHAT ZCMI 
including office supplies 
provide convenient clos¢ 
shoppers’ parking fees is 


sete" ee 





tinued 
NHCA «2 


store traffic is not essential, today’s office supplier usually 
rts investigating the merits of a site away from the 
tral city 
And it isn't a question of locating in a shopping cen- 
ter with acres of asphalt beckoning to rubber-tired cus- 
rs which puzzles the office supply dealer. In such 
enters he could have plenty of shoppers but he would 
have to change his traditional commercial stationery sell- 
to that of stressing impulse items such as greeting 


ys, hobby items and social stationery 


For this well-defined reason there are relatively few 
truly commercial office supply firms swinging to the 
shopping centers as such. Exceptions to the rule include 


Brain's in Omaha, Farnham’s in the Southdale shopping 
enter of Minneapolis and Ulbrich’s in Southgate Plaza, 
West Seneca, N.Y. 

Few men have worked more tirelessly to make down- 
town more attractive for shoppers than has Raymond 
Dykema, president of Downtown Kalamazoo Associates, 
whose vision like that of others in the Dutch-settled 

ty (85,000 pop.) projects that by the year 1980 Kala- 


mazoo’s 52-square block downtown core will be entirely 


she PI ing malls, except for access to service and povern- 
ntal vehicles. Around the core will be a circular loop 


Motorists will park just inside the loop and stroll the 
rest of the way 
10t located on 


Dykema, whose office supply store is 
the first mall but is fairly close by, has some well-docu- 
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nented reasons for his zeal in rebuilding downtown 
Kalamazoo. He has been enthusiastic in projecting a 
long range downtown redevelopment program geared to 
1 study made by City Planner Victor Gruen & Asso- 

ites. It was Gruen, a mall advocate, who prepared a 
Fort Worth, Tex. plan. 


Why is Dykema sold on the first mall and hopeful 
the future? He says: “It is a symbol, a starting point, 
1 spark plug that will ignite all types of business and 


renerate new ideas.’ 


~* 


Dykema stood with this writer on Burdick St. Once, 
he emphasized, it was crowded with cars, trucks and 
buses. Now, its stores enjoy the benefit of unimpeded 
pedestrian exposure on a street transformed into a rest- 
ful, relaxing scene by grass, flowers, shrubs, trees and 
ven tots’ playground apparatus. A toy shop operator 
greeting his fellow merchant Dykema commented: 


“Twenty Years Too Late’ 


The only thing wrong with the mall is that we 
didn’t do it 20 years ago. We just had the biggest Au- 
gust ever. In fact it was the biggest month we've ever 
had outside of Christmas 


Dykema himself was quoted in U.S. News & World 
Report I haven't had a single phone call from any 
businessman complaining about the mall, whether they 
are located on it or not 


The acid test was expected to come this past winter 
Then, if the mall retained its popularity, more Kalama- 
zoo streets were to be turned into landscaped walkways 
Early in March the Kalamazoo dealer-civic leader re- 


ported to us 


Great things are happening. We have just com- 
pleted a separate corporation (redevelopment) to buy 
sites and land for parking lots. Easy parking and easy 
access is downtown's first order of business. We expect 
to close some deals right soon that will add substantially 
to our present parking and all within one short block of 
the center of downtown. 


Dykema tells how merchants have given enthusiastt- 
cally of their dollars and time to the project. As an ex- 
ample, one businessman, whose name remains anony- 
mous. donated $7,000 to buy new awnings for 36 ol 
the stores before the mall opened. His only condition 
was that the storekeepers had to accept the colors se- 


1 


lected by a mall artist hired for that purpose 


Penguins in Toledo’s Mall 


When it appeared that the new awnings wouldn't be 
ready for the mall opening day, a Chicago manufacturer 
flew them down in his own private plane just in time! 


[The mall reaction was less enthusiastic in Toledo, 


albeit it was a spectacular experiment complete with pen- 
guins loaned by the local zoo. The wanderlust of these 

birds added a bit of complication but that isn’t 
ssential to this story 


Downtown real estate values were slipping in this 
Lake Erie city more than five times as large as Kala- 
FOO Two blox ks ol Adan s St and two blocks ot 
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How Much Parking Is Needed 
In Today’s Shopping Centers? 


During the past few years many com- 
mercial shopping center developers have 
used the ratio of parking space to gross 
floor area as a means of arriving at suf- 
ficient parking facilities. 


The Urban Land Institute recom- 
mends a minimum of 2 to 1; that is: 2 
square feet of parking to 1 square foot 
of gross area. Many late developers, 
however, are using the ratio of 3 to 1, 
super markets are striving to get a mini- 
mum of 4 to 1 and as much as 5 to 1 if 
they can arrange for it. 


Office supply dealers thinking of lo- 
cating in a shopping center should keep 
in mind, however, that any plan used 
should be projected as far ahead as 1970, 


rather than for today. 


Downtown Problem 


Not Parking Alone 


“Despite the strong public conviction 
about the necessity for adequate park- 
ing, it must be recognized that other 
problems also affect the downtown situ- 
ation. Some are related to the uneco- 
nomical use of much of our urban land; 
some to the decrepitude of the physical 
plant of many cities, including buildings 
and highways. Moreover, we are in a 
period of tremendous change rapid 
suburbanization, shifting travel and 
shopping habits due to unprecedented 
mobility, a minor revolution in merchan- 
dising operations, and a definite re-or- 
dering of downtown function.” 


What Parking Means to Business 
(Automotive Safety Foundation) 
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Downtown Perks Up .. . continue d 





THIS IS O'REILLY’S, office supply and equipment store in Fort Wayne, Ind. 
Move from downtown was made to gain room for a building ‘designed as a work- 
ing tool to serve our customers better, quicker. . .’ 


‘We must impress upon 
our downtown customers 
that they can wear Bermuda 
shorts . . . come as they 


are in shopping’ 





ON THE COVER Ruggles, Inc., pioneer Seattle office supply 
and equipment firm, recently moved into this remodeled four-story 
building in downtown Seattle. The firm was cited by the Seattle 


Central Association as an outstanding example of what free enterprise 
can do in restoring “gray” metropolitan downtown areas to former 


respectability 
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Madison Ave. were transformed into pedestrian walk- 
ways at a cost to the city of $15,000. The experiment 


was greeted with more fervor by storekeepers on the 


1all than those located away from it. There were com- 


nts of traffic jams and bottlenecks created further 


nlookers during the mall building suggested fish 
the pools, bathing beauties in place of penguins, 
trees for more shade 
‘oledo City Manager Russel Rink declares that the 
Ils are the ‘only practical solution to what ails down 
these days. Phillip J. Zeller, Jr., executive secre 
of Downtown Toledo Associates, is of like opinion 
merchants, including office supply dealers removed 
the experimental mall location, haven't been as 
in their praise. Divergent municipal official 
1s have resulted in no concrete plan for sharing 


of a permanent mall 
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MARKET SQUARE Shopping Center (above) 
in Lafayette, Ind. is the site of the Gregory R 
Bower Typewriter & Gifts firm, interior of which 
is pictured at left. Note the wide range of items, 
from typewriters to wall plaques, sold in order 
to capture walk-in trade of shopping center cus- 
tomers 


More women wearing Bermuda shorts and a contri- 
bution to greater mental health were listed as by-products 
of the Toledo, Ohio, downtown mall experiment by 
Zeller. 

Zeller told the managing editor of OFrFice APPLI- 
ANCES that he attributed great significance to the num- 
ber of women wearing Bermuda shorts and sports 
clothes on mall. 

“This is the kind of atmosphere downtown needs to 
encourage,” he remarked. “It represents part of the suc- 
cess of the suburban shopping centers. We must impress 
upon our customers to come as they are.” 

He also noted that Toledo's health commissioner had 
called the malls ‘tranquilizers,’ saying “all the greenery 
on the malls gives everyone who works nearby or visits 
them a psychological advantage 

Other cities such as Boston, Des Moines and Fort 
Worth have experimented with blocking off downtown 
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Downtown Perks U; continue 


The best location is where the office supply 


dealer finds he can profit most 


; 


streets and turning them into pedestrian plazas. It is 
estimated that nearly | 
plans for installing pedestrian malls. (U. S. News & 
World Report ) 

Office supply dealers in cities where there are no malls 
operating or planned have either attempted to work out 


I 


ities in the United States have 


their own parking destiny or in many cases have moved 


away from the center of town to find elbow room, con 
venient parking for employees and customers both, and 
larger facilities for outside selling push 

Latta’s, Inc., the off supply and equipment firm 
featured in OFFICE APPLIANCES’ “Complete Dealer 
series, is a notable example. This firm found itself stran 
gled in a small location lacking parking and moved sev- 


eral miles out along a main-traveled street. There, dis- 
play space was ample, parking was a step away from the 
front door and a better, complete selling job could be 
done in the opinion of T. Wayne Davis, general man- 
ager. 


O’Reilly’s Moves Out 
O'Reilly Office Supply Co. of Fort Wayne, Ind. cou- 


pled a modernizatior b with 1jor move from the 
central business section to ho parcel of land about 
a mile west of the outskirts of Fort Wayne, adjacent to 
a large wholesale drug company 

In this new site, Tom O'Reilly says he has been agres 
ably surprised at the large volur f drop-in trade 
“Many want to see our beautiful new store and they 
come to us with definite shopping plans. We have roon 
for display and we are doing a better job of outside sell 
ing than we ever did b 

Siekert & Baum Stationery Co. has chosen a new sub 
urban location at 10830 W. Burleigh St., Milwaukee. 
Wis., operating fron yne-story building which has 
15,000 square feet of warehouse sp 

Clarke & Courts of Dallas, 7 has now been k 
cated on an expressway for thr irs after deserting 
downtown. 

Commenting on the merits of this location change 
A. A. Hopkins told Orrice AP NCES 

“Business has been very satisfactory and it is getting 
better although we be! t will take about five years 


to form a conclusi\ 


Regarding drop-in trade, Mr. Hopkins observed 


Customers come in now with a purpose. They're ready 
to buy and when th rchas ff supplies they dé 
so in quantity 

“With eight outs eral lis lesmen our 
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mercial stationery business is good and we no longer 
have a parking problem.” 

Bill Bishop of Bishop Office Equipment Co., Orlando, 
Fla., is enthusiastic about his location away from the 
center of town where one of the most outstanding store 
modernization jobs in all Florida has been accomplished 

The Clark Peeper Co. of St. Louis about three years 
ago established a store in suburban Clayton, Mo., aug- 
menting its downtown services. This expansion has 
proven worthwhile from a sales standpoint and the firm 
has been agreeably surprised at the drop-in trade. A 

Welcome Packet’ of often-used office items has been 
a definite stimulant to trade from new businesses and 
professional offices 

What about the shopping center as a location for our 
dealers ? 

Let's take a visit to Lafayette, Ind. where Gregory R. 
Bower, in the typewriter business for 27 years variously 
as repairman, salesman and dealer, moved two years ago 
into Market Square Shopping Center 

Since then he has learned two things which should 
apply to all dealers in a like situation 

The very nature of a shopping center exerts forces 
which are not compatible with all businesses. These 
forces are on the side of small specialty shops, grouped 
around a large department store; on the side of a busi- 
ness keyed for drop-in trade. A high rent is paid to have 
these forces on a dealer S S¢ lling team. At the same time 
1 business catering to the commercial trade finds these 
same forces working against it 

This was the first thing that Bower learned. Imagina- 
tive merchandising has kept his sale of standard and 
portable units on the upswing, but typewriters can not 
be sold exclusively to drop-in customers. To rally the 
natural forces of his location under his pennant, Bower 
added greeting cards and gifts. After six months’ time 
these items were covering his overhead and bringing in 
enough ustomers to whom he sold still more type- 


writ 


Space Proves Problem 


Because of his new location, Bower's business has 
taken n new emphasis Noneth less, he has been able 
to keep up his commercial accounts 

The second thing that Bower learned when he moved 


to a shopping center was that he became bound by space 
The board of directors of th nter imposed a limit on 
the amount of space which any one retailer may have 
This again follows the nature of a shopping center. Its 
su dependent upon the variety of shops it can 
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What Nation’s Cities Are Doing To Save Downtown: 


TOLEDO, Ohio Experimented with spaces planned for 4.000 autos. 


BOISE, Ida.—Several merchants and 
property owners joined in establishing a 


a shopping mall for 95 days. Continua- 


tion studied 








get KALAMAZOO, Mich.—Built a per- Pigeon-Hole parking facility on four 
manent downtown mall and has ambi- decks, supplying 120 stalls. The first 
in 1 ), ' awe : .. y 
a tious plans to extend it hour is validated for customers who pa- 
1 the as 
store PHILADELPHIA—Has broad pro- tronize the members of this group. 
she d rr rene : ar - > ’ . ; 
~ gram to renew the heart of the city. OAKLAND, Calif—Merchants and 
aug ST. LOUIS, Mo Downtown in St. landlords organized a Downtown Park- 
has Louis, Inc.” plans to spend $200,000,000 ing Association, taking leases on ground 
"| in major construction during the next or purchasing the land for parking fa- 
bate five years. cilities. 
) } P 
: . . 
and BALTIMORE, Md.—lIs creating a EL PASO, Tex.—Established a park- 
sa modern shopping and business center in ing district and held an election for the 
the heart of the city termed the ‘Charles purpose of making an assessment on 
yR Center Project’. Underground parking property owners. 
usly 
igo 
yuld 
ae a 
ITCeS 
hese 
jped 
us! 
avy 
im fer the public. Any one firm which would monopolize cated. Examples of this can be found in Seattle, in Balti- 
res¢ th ilable space would do so to the detriment of itself more, in Wichita, and elsewhere 
ll others in the center. Since the amount of space For example, in Seattle, George Ruggles took a run- 
ina ivailable is for the most part established at the time of down building, one abandoned for business purposes, 
and t ter’s construction, the growth of a business 1s and rejuvenated it for offices, a store and equipment 
not greatly confined center. (See front cover picture). It is in the center of 
. 
a nately, at the time Bower needed more room, the one of Seattle’s most blighted areas but Ruggles has 
wer firm in an adjacent shop was having difficulty. Through demonstrated what can be done by private enterprise 
_ the approval of the shopping center board, Bower was to upgrade the downtown business district. 
, ble to buy the failing firm’s lease. The common wall Likewise, Coleman's in Wichita, Kan. has modernized 
pt was removed, and Bower Typewriter & Gifts became and remained downtown. So the story could go on and 
the few retailers in the center to have a double on, just as evidence can be marshalled for a case in favor 
>m However, at the time of approval the board of of joining the suburbs or central city fringe area. 
tors drew up an injunction against further expan Baltimore Stationery Co. is located across the street 
has Bower reflects, “The failing firm could have been from a splendid parking facility. ZCMI School & Sta- 
KI, - ~ 
™ ther end of the center tionery division of the huge ZCMI store in Salt Lake 
Now, two years later, Bower needs still more space City benefits from one of the largest quick-parking 
ed H s his only recourse is to rent a nearby garage or buildings to be found in the nation 
ther storage space and move his backroom stock out to Ingenuity, the establishment of a merchandising ob- 
' for more selling at jective, tradition and a calculating look at the profit and 
” Instead of moving to shopping centers or suburban loss ledger all figure into this matter of location 
Its y firms of this industry are putting their It might be simply said, ‘The best location is the one 
at n downtown, even where malls haven't been lo where the office supply dealer finds he can profit most.” 
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You can’t bluff your way 





by FREDERICK G. VOGEL 


eastern editor 


S automation continues to gain a foothold in 
more and more offices across the nation, the 
office supply and machine dealer will be called 
upon to absorb an entirely new terminology, to offer 
realistic answers to a host of technological problems 
involving machine posting and automatic record control, 
to provide new equipment and services and new counsel. 

Such has been the finding of the Rochester (N.Y.) 
Stationery Co., one of the country’s largest office equip- 
ment and supply stores and an acknowledged leader 
in developing new sales techniques designed for the 
modern business world 

It was under the stimulus of such thinking that this 
upstate New York firm decided to establish in late 1958 
what is believed to be the first systems and procedures 
division among dealers in the United States. 

Officials at Rochester Stationery say that in no other 
area will the impending changes in dealer-customer 
contact be more pronounced than in that of salesman- 
ship. The dealer's store can no longer be regarded as 
merely the local dispensary of traditional office supplies 
and accessories; rather, it also must serve as the indis- 
pensable helpmate in the proper selection and distribu- 
tion of products identified with a bona fide systems and 
procedures program 

Rochester Stationery’s vice-president, Alan Goldstein, 
sums up this thinking when he says, ‘The dealer him- 
self is rapidly becoming an active participant in the pa 











perwork revolution brought about by the growth of of- 
fice automation and can no longer afford to be simply 
the interested, if somewhat aloof, observer that he had 
once been.”’ 

After a comparatively short period of less than a 
year and a half, Goldstein has the opportunity to assess 
the division's contribution to the well-being of Rochester 
Stationery, and to determine, as it were, whether this 
latest offspring is living up to the hopes of the parent 
company. 

The reply is as simple as it is resounding: It is! 

Basing his evaluations on the results of the past 
division's first 14 months, Goldstein already has re- 
ceived the answer to the one important question which 
other dealers, perhaps considering a similar set-up, 
might ask: 

Is it necessary to develop a new sales approach to 
succeed in the specialized area of data processing selling ? 

Once again, the reply is affirmative. 

Referring to what has been termed the “‘salesmanship 
of suggestion,’ Goldstein comments: 

“We have to remember that data processing selling 
has nothing whatever to do with ‘general’ stationery 
selling. It is not a high-volume business, and should 
not be entered into by the average stationery-and-office- 
supply salesman. Each order takes time and a great deal 
of consultation between salesman and prospect. On the 
other hand, every order placed represents a large profit 
for the dealer concerned 
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Rochest Stationery’s president, Hyn 
Diebold Super Elevator File to operator ae 


nmendations concern 


salesman Ss I 
hh pment are almost as portant as the lines he 
going into this type selling should count 

ne to three years of hard work and struggle 
st of it uphill. All I can suggest is that they read 


all they can about the growing field of inte- 


L lata pro essing. 
S ling Goldstein’s appraisal of the situation arc 
) n Manager Donald M. Gleason and his sales as 
Richard Stauber, who joined the company re 
a i tly ter 10 years as Rochester representative for 
a D 
The installation of data processing equipment can 


isually is, a costly undertaking,”’ Gleason will 
It not only requires 


in the selection 


tensive planning by 
computer or other 
ichinery. It also requires that management 


refully the various lines of accessory equip 
th ontinuous forms 


nd 


files, punched tape 
card and tape housing units which in- 
n the changeover from manual to machine 
g. It’s at this latter stage that our division pro 
st management in its planning.” 
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an Goldstein (left), looks on as Division Manager Donald Gleason points out 


v 


All three men agree with the consensus among deal- 
ers that efficient selling of systems lines implies a knowl- 
edge by the sales staff of some of the principles of auto 
mation, and at least a working acquaintance with it 
jargon. But, as Stauber points out, the typical manage- 
ment customer expects more. He expects the salesman 
to be able to suggest the equipment which will most 
nearly complement a particular data processing installa- 
tion 

“It's actually ‘specialty’ selling,” he says. “Salesmen 
must become experts in systems, especially insofar as 
their own lines are concerned. The giving of wrong ad- 


vice or suggesting the purchase of certain equipment 
when it’s obvious the company doesn’t need this equip- 
ment can be a very costly error. It also can do ir- 


reparable damage to the prestige of the salesman’s own 
store.”’ 

Walk-in trade, Stauber continues, is almost negligible. 
Outside contacts, with their concomitant on-the-spot in- 
vestigations of specific procedural problems, are the 
mainstay of the division's outstanding sales record to 
date. Currently, these calls account for more than 90 
per cent of sales. By the close of 1960, the division is 
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DISPLAY AREA of the systems and procedures division of the Rochester Stationery Co 


Automation Sales nued Sometimes you can talk and talk and talk, but your 
I prospect just can’t seem to grasp what it’s all about. The 

expected to produce 10 per cent of Rochester Statione ry's next step is to let him examine the equipment firsthand, 

gross. to give him a look-see into what it can or cannot do.’ 


= oe ee 


At times, an order ‘may seem to fall out of the 
clouds,’’ Stauber states, quickly adding that this is rarely 
the result of good luck. Such “unc xpected” orders are 
normally the outgrowth of previous discussions with 
prospective customers 

“You can’t discount these discussions.’ he says 
“Quite often, and even though your talks appear to be 
leading absolutely nowhere, they have the effect of get 
ting the prospect to this k in terms of automating som« 
procedure. Once this initial exposure to systems has 
been achieved, anything can ind often does 
happen.” 

But in data processing selling, Stauber warns, the 
customer demands concrete results He doesn't cart 
about facts on the styling of a certain piece of equip 
ment or, for that matter, on its price. He wants to know, 
How will this equipment help me to save time? Or, 
How will it help in cutting overall office expenses ? 
The salesman will be called upon to supply the answers 
If he can’t, he’s most likely lost a customer 

The ability to converse knowledgeably, however, is 
only one half of the data processing s ilesman’s tec hnique 
He also must be able to demonstrate the equipment h« 


For this reason, the division's bright new quarters, 
located on the mezzanine of the store’s main building, 
acts a dual role as showcase for the various lines carried, 
and as testing ground for customers. A sample of each 
product is displayed. Certain filing supplies are stocked 
to meet “emergency” requisitions, although usually an 
order is relayed direct to the manufacturer for delivery 
Equipment may be purchased outright or leased. For 
those who prefer the latter plan, the division maintains 
a tie-in with a Rochester renting concern, which pur 
hases equipment ordered from the division and, in 


turn, rents it to the custom 


Every Company Is Prospect for Automation 


Operating on the theory that every company has a 
records problem and is, therefore, a potential customer, 
the division contacts both small and large offices. It also 
keeps a checklist of new building projects, and, in co 
operation with Rochester Stationery’s other divisions, 1s 
le to offer the complete packag d offi from in 
terior design and furnishings to office accessories and 


data proce ssing equipm¢ nt 


feels is “‘right’’ for his custom Showroom salesman In laying down a program tor hiring salesman, Man 
ship, therefore, has likewise become an invaluable tool ager Gleason states a preferet for the man with wide 


in the salesman’s kit. As Gleason comments 


perience as sales representative for a manufacturer 
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When Planning a Systems Center . . . 


Goldstein, Gleason and Stauber, the automation 
triumvirate at the Rochester (N.Y.) Stationery 
Co., recommend these “do's” and “don'ts” for 
dealers who are considering the formation of a 
similar data processing and systems department: 


© Decide what the offices in your community most 
urgently need and stock your shelves accordingly. 


e Consolidate all data processing supplies in the 
one department, even if this requires absorption 
of certain existing lines in the commercial depart- 
ment 


e Allow an initial expense of about $1,500 for 
purchase of demonstration models 


e Segregate the department from the remainder 
of the store. 


e Don’t expect quick sales and quick profits. 


e Beware of overstocking. Do not line shelves 
with stock for which there has not been a demand 
established. 


© Don’t outfit the department with supplies from 
competing manufacturers. 


¢ Don’t count on salesmen to adjust overnight to 
the nuances of data processing selling. 


e Don't expect the new department to solve all 
problems; at first, it will most likely create many 


new ones. 


data processing field. In lieu of this and he 
idily admits such a person is often hard to come by 
he would look for a man who is curious and eager to 
Likewise, he should be equipped with an analyti- 

ind and be interested in solving complex problems 
possible, he should have worked closely with a systems 
rtment, or have had a background in accounting. 
yn also would rely to some extent upon such tests 

the Klein Aptitude Test for measuring the applicant's 


al 


He would not, however, exclude from consideration 


; 
y 


general-line salesman who has proved his value to the 
ore in other areas of selling. But this man would be 
ted to study his new field, and not depend solely 


upo! carry-over contacts’ for his leads 


In this respect, Gleason cites the availablity of various 
ent releases, which often supply necessary edu 
onal data for the neophyte data processing salesman, 
well as the training-applications programs sponsored 
ch year by many of the larger manufacturers. Too, 
of these companies will send their own experienced 
ntatives into the field to accompany dealer sales- 
yn their calls, and to acquaint them with success- 
g methods 


Establishment of its Systems and Procedures Division 
i big step even for Rochester Stationery. Accord- 
Vice-President Goldstein, the purpose behind his 


» enter data processing selling was essentially 
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To keep pace with the burgeoning requirements of 
automation-bent offices in the vicinity; to act as retail 
liaison between management and manufacturer in sup- 
plying vital systems equipment; to turn Rochester Sta- 
tionery into a “one-stop” shopping center for both gen- 
eral office and IDP supplies; and to maintain his store's 
leadership in servicing every phase of office operations. 

Thus, despite the manifold problems and pressures 
associated with its development, the division opened for 
business in November 1958. Gleason was recruited from 
the Commercial Division, where he had worked for 
seven years, and appointed manager. Company salesmen 
were alerted to spread the news and to watch for possible 
leads. The data processing products of a number of 
major manufacturers were segregated and placed under 
the new division’s control. In late 1959, it was installed 
in its own showroom, and Salesman Stauber was added 
to the growing division staff. 


20% of Gross by 1965? 


How well the operations of the division have suc- 
ceeded is attested to by Goldstein's confidence that it 
will account for at least 209% of the store’s gross by 
1965. In time, he hopes to incorporate the division as a 
separate, wholly-owned subsidiary company, thereby con- 
tinuing Rochester Stationery’s policy of decentralizing 
its ‘specialty’ selling divisions 

The response to the new S & P Division by Rochester 
businessmen has been gratifying, Goldstein continues. 
At its inception, the division retailed only the filing 
supply lines of Acme Visible Records, Inc. But as inter- 
est in the division increased, the products of other com- 
panies were added until now, at the beginning of the 
firm's fifth decade of service, a total of four companies 
is represented. Others included are Diebold, Inc., Gen- 
eral Fireproofing Co., and Dresser Industries, Inc. Lines 
carried are confined to the integral input-output and 
reference stages of data processing, and range from 
posting trays and tape winders to the massive Super 
Elevator File and safes. 

New lines will be taken on as the need for them is 
determined. One of the first will probably be punched 
card control panel units, since, Gleason reports, the mar- 
ket for them is “definitely on the upswing.” 


Act Now, Or Fall by Wayside 


“Those dealers who don't plan on selling some lines 
of data precessing equipment will be missing a vast and 
growing market,’ Gleason warns. ‘Dealers have come to 
the point in the road where they must keep up with 
trends, or be left by the wayside. Former processing 
methods are being replaced rapidly, and each month 
brings new advances in office procedures. The dealer 
must be prepared for these changes. If he is, his stake 
in the future of automation is tremendous.” 

But remember, he advises, one of the most important 
steps is to condition your sales staff to the new type of 
selling which automation requires. And this means con- 
centrated study and more study. Nothing else will 
suffice. 

“Don't try to bluff your prospect into thinking you 
know everything there is to know about systems. It just 
won't work,” Gleason says. 
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LEASE... 





Cash in hand today — the big 
customer lure of a lease plan— 
is also the greatest selling 


feature your firm can offer. 


[he Author Omar L. As! 
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To Sell More 


by OMAR L. ASH 


ECENTLY a Beverly Hills, Calit., oftice equi| 
ment dealer mentioned his volume in office fur 
niture had increased 25% since employing a 
lease program, A business machine salesman stated his 
sales for 1959 showed an increase of 15% over 1958, 
simply because he had started to “‘sell’” leasing. The lat 
est survey by the National Industrial Conference Board 
showed that out of all firms surveyed having rentable 
products, 24% are now leasing and another 8% are 
onsidering lease programs at this time 
Why isn’t everyone taking advantage of this new 
sales tool? Research shows that dealers, and their sales 
men, have not been properly educated in the art of leas 
ing, nor have they been made aware of the benefits 
They are not sold on leasing. They make the same mis 
take the prospective lessee makes—that of comparing 


nly the actual dollar outlay of leasing versus purchas 


Many dealers, as well as the smaller manufacturers 
supplying them, have been reluctant to install a leasing 
program through fear of the financial burden involved 
It is a simple thing to make alliance with an independent 


leasing firm, where every lease sale becomes a cash sal 


It should be understood that a ‘lease’ is an agre 
nt for continuing use of the equipment, whereas 
rental” indicates a brief period of use, ordinarily on a 
daily, weekly, or monthly basis. However, monthly pay 


nents on a lease may be referred to as rental payments 


Most office equipment leases are for either three or 
five years, but occasionally will run for seven or eight 
years. Office “equipment” refers to both machines and 
furniture, even down to the desk accessories and waste 


i} baskets The “lessee IS the user the lessor’ 1S 


the leasing company, which may be the manufacturer, 


the dealer, or an independ nt firm 


The 200d salesman does not sell a piece Of equip 


he sells a service. The average businessman does 


OA—4 /60 





1 aoes 


\—4 /60 


vest $5,000 in furniture because of its appearance ; 

itures of construction, durability, and versatility 

nsidered. Nor, does he buy a $1,000 office machine 

for its eye appeal. These things are purchased on the 

basis of what they can do in future services. To sell 

these services the good salesman presents the features 

of tl quipment, omitting none; for sale is often made 

because of just one seemingly unimportant feature which 

ild easily have been overlooked in the demonstration. 

The lease should be considered as another feature, a 

part of the services you are offering. It is a way to make 

sier for the prospect to obtain all of the services, 

ind you may be doing him an injustice if you do not ex- 
this feature 

How many times have you had prospects say, “Yes, 

rything you say is true, and perhaps I would benefit 

by having your equipment, but I just can’t buy at this 


The salesman’s ability to answer effectively the pros- 

objections has a great influence in the final steps 

losing the sale. You wiil find objections to leasing 
ind should be qualified to answer them. 

The main objection encountered is that “leasing costs 
more.’’ The prospect sees only the actual out-of-the- 
pocket dollars in a comparison with purchasing. A 
$1,000 piece of equipment leased for five years may 
ost $1,350 in lease fees (including insurance). If pur- 
chased on a two-year installment basis, the equipment 
may cost only $1,100. The exchange may be $300, 
leaving a net cost of $800. 


Cash in Hand Is Biggest Selling Point 


Seldom is this a fair comparison. Other factors must 
be considered, such as taxation and re-employment of 
: The chart on page 38 shows, that under certain 
nditions, a business firm needing $10,000 in equip- 
t will have $16,836 additional cash available in five 
years if they lease rather than buy on an installment 
basis. The amount of additional cash available will be 
ven greater if the comparison is made between a lease 
and a cash purchase. 
You cannot be expected to memorize these figures; 


your prospect may not even comprehend them. How- 


you ever find yourself with your back against 


the wall in a discussion of tax accounting and cash flow, 
give your prospect a copy of this comparison. If he dis- 
putes it, suggest that his CPA verify its accuracy. Or, 


prospect says it is not applicable in his case, rec- 
1 that his CPA work out a new comparison 
this same formula 

[he other main objection to leasing is unspoken, 


ry real—pride of ownership. Ownership is tra- 
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ditional, natural, and desirable, something we have been 
taught from childhood. And, unfortunately, ownership 
has always been a measure of social prestige. The only 
way to overcome this silent objection is to make it seem 
insignificant compared to the many advantages which 
the lessee can expect. 

One of the greatest advantages of leasing is that it 
frees working capital for other uses which may earn 
more than the cost of leasing. Some prospects may have 
idle capital which can be used for equipment purchasing. 
However, there are many more businesses today that 
can afford annual rental charges than there are those 
who can afford the purchase price. 

Leasing also makes possible expansion and replace- 
ment. Obsolete or inefficient equipment can be replaced 
as needed, and therefore, expansion is based on earning 
capabilities, rather than on current cash strength. 


Cost of True Lease Is Tax Deductible 


For example, a small supermarket chain may have an 
ideal site located for a new market, but lack the neces- 
sary $250,000 capital. It then becomes most practical 
for the firm to lease the building, equipment and fix- 
tures. The shelves are stocked on credit, and, theoreti- 
cally, they can open the doors of a new profit-making 
market without one cent of invested capital. 

Lease costs are tax deductible, if a true lease is used. 
This is a bit of a sticky wicket, as the British would say, 
and care must be taken in stressing this advantage. Ac- 
cording to recent test cases in the tax courts, the Treasury 
Department considers some types of leases merely as 
conditional sales contracts under another name. Conse- 
quently, the lessee may be required to take normal de- 
preciation on the equipment leased. I am referring to 
leases which contain an option to purchase at the end 
of the lease for a price considerably below the fair mar- 
ket value; or, a renewal option with rental rates based 
on a below-market value. Therefore, I must define a true 
lease as one having no options to buy or to renew, or 
a lease containing these options based on the fair market 
value at that time. 


Internal Revenue Service Watches Closely 


An automobile dealer told me about leasing all of his 
office furniture and equipment on a one-year lease with 
a very high monthly rental rate. At the end of the one 
year he exercised an option to buy the equipment for 
$1.00. The Internal Revenue Service discovered this, 
would not allow the rental to be charged off in the one 
year period, and forced this dealer to take a normal 10- 
year depreciation. A large West Coast firm recently sued 
a truck leasing company, stating its lease contained an 
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The 


The successful sal 
cash advantage gained through a 


equipment cost of $10,000; 10 ye 


le ase 


knows the advantages of his pri 


ri 


if di pre C iable 


calculating depreciation; salvage value 
tract, 24 months, 6% carrying charge: 
tax rate 54°, state tranchise tax 
re-employment 5% 


Payment for Conditional 
Sales Contract 
Down Payment 
Annual Cash Payment 
Insurance 
Total Cash 
Less: 
Deprec 1ation 
Interest 
Insurance 


Total Deductible Expense 


Payment 


Cash Payment in Excess 
of Deductible Expense 


Pre-Tax Earning Required 
To Recover Excess Payment 


Cash Flow 
Tax Cost (Sav ing) 
Down Payment 
Annual Payment 
Insurance 


Total Cash Loss 


Cost on Lease Plan 


Annual Cash Gain (Loss) by Lease 
Plan Before Effect of Employing 


Cumulative Cash 
Add Pm Addit it 


Employment f 
Total Annual Cash Gain 


nal Net Profit by 


Cumulative 


Cash 


on cost 
insurance, 


tn, fede ral 


Gain 


Cumulative Cash Available (End of Year) 
For Employment of Lease Plan 











as opposed to 


di The following figures show the 
onditional sales contract. Exampl 
life of equipment; use of sum of the digits n 
20%. Other calculations used 
all risk, $50 deductible, based on replaceme 
| tax 52%; return on working 


Ist year 


$2.000 


t,4350 


$4,545 


$9,880 


$5,335 
2.000 
t. 4380 


$11,815 


$9.000 


S06 


$9.506 


$9,506 


2nd year 3rd year 4th year 


1,480 
$ 60 $ 60 


$4,480 $ 60 $ 60 


1,309 1,164 1.018 
480 

60 60 

$1,789 $1,224 $1,078 


$( 1,164) 


$(1,018) 


$(2,530) $(2,213) 





Lease As a Sales Tool 


ustomer § 


assumes 


1ethod for 


onditional sales con- 


nt value: 


capital 


Sth year 


$ 60 
$ 60. 
873 

60 

$ 933 
$( 873) 
$ (1,898) 


$3,159 $(1,366) $(1,195) $(1,025) 


1,480 
60 60 
$7,639 $(1,306) $(1,135) 
2,615 2,615 2,615 
$5,024 $(1,309) $(1,480) 
1,382 1,754 1,795 
$6406 $ 445 $ 315 


$15,904 $16,349 $16,664 


60 
$( 965) 
2.615 


$(1,650) 
1,822 


$ 172 


$16,836 
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tion to buy (which they exercised), and that the leas- 


rental was 100% deductible. The suit was to recover 
their tax money based upon the difference of the rental 
paid and the allowable depreciation 

, Assuming that a true lease is used, the lessee has the 
advantage of paying rentals out of income before taxes, 
whereas pure hases must come out of after-taxes profit 


Sell Prospect an Increased Credit Rating 


Leas ng also improves credit rating, compared to in- 
stallment buying. Normally, the lease will not appear 


on the lessee’s books as a liability, which permits a more 
attractive statement that will not impair regular credit 
lines 

While on the subject of credit, let me advise you to 
not waste your time trying to lease accounts having ques 
tionable credit ratings. If it is obvious that the prospect 
is interested in leasing only because his credit standing 
is not good enough to purchase, forget him! 

Leasing simplifies accounting and depreciation prob- 
lems. Rentals are set up as a contingent liability, the 
same as office rent; depreciation schedules and reserve 
funds are not required 

Yet another advantage of leasing is that it reduces 
risk. For a predetermined rental fee, the lessee is re- 
lieved of unknown and perhaps expensive losses becaus« 
of obsolescence. This is particularly important when 
considering today’s electronic equipment, which may 
become obsolete at an early age—in some cases, even 
before delivery is made 

Leasing further permits equipment costs to be charged 
to specific jobs on contracts. This is especially advan 
tageous to manufacturers and defense plants whose 
primary work is on contracts 

Although 33% of the manufacturers having rentable 
products are now either leasing or considering lease pro 
grams, leasing companies are springing up in every 


large city. At the beginning of 1960, Los Angeles had 
21 active equipment leasing firms. The national volume 


for equipment leases in 1959 was estimated at $250 mil- 
lion. Predictions are that this volume will reach $400 


million by the end of 1960, $1 billion by the end of 


1964 


No Commission Charge-Backs 


Part of this growth in the number of leasing com- 
due to the feeling of many firms that leasing 

brings forth a completely new set of problems which 
should be handled by specialists in the field. Even 


though a manufacturer has his own leasing program 
it is not unusual, as a matter of convenience, for its 
dealers and/or salesmen to work through a leasing com 
pany. The leasing company pays cash for the equipment, 
there are no problems of financing or collections, and 
the salesman has no concern about commission charge 
backs in the event of re possessior 

Quite often the lessee will wish to lease other things 
besides office equipment, such as machinery, laboratory 


ng equipment, movable irtitions, automobiles 


and trucks. The leasing company can write all of this 
on one master lease, thereby simplifying the lessee’s 
record keeping. Also, in many cases, the leasing com- 
pany's rental rates will be less than those of the manu- 
facturers. 

For the dealer who does have sufficient capital, and 
wishes to support his own leasing program, I suggest 
he see his banker. Today, the banks are very receptive 
to lease financing and can offer a great deal of good 
advice. In addition to the regular advantages shown be- 
low, this dealer will find that his leases bring in a steady 
income during periods of recession. 

Leasing may not be beneficial for all of your pros- 
pects. But, by properly presenting the lease feature at 
every opportunity, dealers and salesmen will enjoy the 
following benefits: 


Number of Prospects Soar 


1. The number of prospects in any given territory is 
substantially increased. As previously stated, there are 
many more businesses that can afford annual rental 
charges than there are those who can afford the pur- 
chase price. 

2. A greater volume of service and supplies is as- 
sured. Almost invariably the lessee agrees to a yearly 
maintenance agreement on business machines. He is also 
more inclined to purchase supplies from the dealer who 
made the equipment installation 

3. Competition is kept out. A competitor finds it al- 
most impossible to trade in equipment that is on lease. 
First of all, the user has no authority to trade, as the 
equipment belongs to the lessor. Even if the lessee 
became sold on competitive equipment, the early ter- 
mination penalties involved in cancelling his lease would 
make the cost of other equipment prohibitive. Imagine 
your despair if you called on one of your old accounts 
and found him tied up on a lease of competitive equip- 
ment! 


Lessee Will Lease More Than He Will Buy 


i. Size of the average sale is increased. The lessee is 
inclined to accept a much higher grade of equipment 
than will a purchaser. He will also take a greater num- 
ber of “frills” in a complete package of furnishings. 
The cost of these extras, spread over the term of the 
lease, become a negligible amount in terms of monthly 
rental. 

5. Most important, perhaps, you are assured of almost 
100% replacement in three to seven years. The pur- 
chaser may keep his equipment 10, 15, or even 20 years 

or, without your knowledge, trade it in on some com- 
petitive make. 

Wouldn't it be a marvelous thing if you knew in 
advance when every piece of equipment in your terri- 
tory was due to be replaced? You have this opportunity 
with the lease! 

(NOTE. The author will reply to all inquiries ac- 
companied with a stamped, self-addressed envelope 
Address to: Omar L. Ash, P. O. Box 36356, Los An- 
geles 36, California.) 
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understand why confusion is compounded on confusion 
I'll have some suggestions to make on this score 
later on, but first let’s get down to cases. Let’s tackle 
some of the common misunderstandings that are found 
oday among dealers across the country. More important, 
let's see how easily these obstacles can be overcome 
with the proper help. 
Perhaps the number one 
do not have pension plans for their key personnel is 
cost. Invariably I have. found that it is the “stock 
model’’ plan, rather than the individually-tailored plan, 


ason why more companies 


that is the offender. 
Let me explain why this happens. Just as when you 
buy a new car off the showroom floor—and have to pay 


for any extra equipment whether you want it or not— 
the ‘stock model” pension plan usually has special 
frills that you really don’t need. Naturally, these extras 


mean extra cost. 


+ 


My answer to this is that the place o start is not 


with an existing plan, but with your own requirements 
Decide what you want your plan to do—then have it 
designed from scratch to meet these requirements. 
One of the first requirements, and also one of the 
itest reasons pension plans are becoming sO popular, 


I 
s the additional income they offer the owner himself. 


A lot of people are self-conscious about this point 
They feel it is a selfish reason. I say this is ridiculous 
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Double Your Money with a Pension Plan 


PROBLEM: The owner of a small close corporation, age 55, desires to withdraw a suffi- 
cient amount from his company’s earnings during the next ten years to create a fund with 
which to retire. He feels that he can safely withdraw as much as $30,000 a year, before 
taxes. The same idea applies to companies and owners in lower tax bracket. 


SOLUTION: 
PLAN A 


Withdraw as much as possible of the 
$30,000 as additional income for each 
of the next ten years. 


TAX 

From the earnings of 
the corporation $30,000. 
52% tax bracket 15,600. 
Left after taxes $14,400. 


In order to withdraw the $14,400, it must be 
declared as additional salary 
50% personal income tax bracket $ 7,200. 
Maximum amount possible to 
withdraw $ 7,200. 
Result at end of 10 years: maximum amount 


possible to accumulate in a fund $72,000. 


PLAN B 


Create a qualified Pension Plan for his 
staff with himself as a participant. 


RESULTS 


Out of the total contribution of $30,000 to 
fund the Pension Plan, an amount of $15,000 
is deposited to the owner's account. 

2) There is no tax on the $30,000, as it is 
written off as a corporate deduction. 

b) The money deposited each year is not re- 
ported as taxable income for the owner and 
other participants. 

Result at end of 10 years: amount accumulated 


to owner's credit in fund $150,000. 











ISion 

score 

rack] 

ound , , ae. 

i a Who is more entitled to take money out of the business core of key people, you achieve your basic aim in hav- 

sale than the man who owns it—especially since he has ing a plan—and automatically reduce your cost. So I 
obably plowed most of his earlier profits back into recommend that you keep your eligibility requirements 

esi business all through its growing years. If a pension as tight as the Internal Revenue Department will permit 

at he plan happens to give him the biggest share it’s because for tax-deductible plans. | 

innate he’s earned it Take the matter of minimum age, the point when an 

plan Here, too, is a matter of tax-free income vs. dollars employee becomes eligible to enter the plan. Set this 

that are drastically shrunk by personal and corporate at age 30 and you will keep out most of the younger 

; alae 1X The example shown in the accompanying chart “job-hoppers” who are merely waiting for the offer 

‘ pay sa good illustration. The pension plan way enables of a $10 raise from another firm. Next, go as far as 

- the company owner to more than double his money Internal Revenue will allow on minimum length of 

odhid over a 10-year period service. That's now five years. This eliminates many of 

ies That isn’t all, the earnings from the money deposited the young girls who are more interested in romance 
nto your plan are not subject to taxes. If you made than retirement. 

- three or four per cent, it is three or four per cent net. Now we come to a maximum age—and that's a dif- 
ite If you took the earnings out and invested them your- ferent story. Certainly, if a new man comes in at age 60, 
a self, you would have to pay income tax on the earnings you hardly owe him a pension. His previous employer 
te ur savings should have provided it. On the other hand, some of 
ve Aside from your personal requirements as the owner, your key men (or you) may be pushing 60. So the best 
line: there are many other specifications you may want to rule is to set your maximum age as close as possible to 
mr write into your plan which will be to the benefit of your 55. That's as low as Revenue will let you go. 

a and employees All of these factors can have a tremendous effect 
fee For example, you certainly don't want to include on the cost of your plan—so choose your eligibility 

in your plan. By confining it to your hard continued on page 108 
-4 /60 
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decorative accessories 


Planters in keeping with 
modern design 


Nei aE oat LANTS and their containers, vases and 
planters — are playing an increasing role 


in the design of today’s office interior. 
Seldom seen in the office of 10 or 15 years 
ago, greenery is receiving greater use in recent 
years because of modern office procedures. The 
coffee break and a lighter, less stodgy mode of 
office conduct are hand-in-glove phases of this 
same trend. 
Interior designers, quick to reflect modern 
thought in their plans, began giving office 


workers what they already had in a small way 


Planters of philodendron, rubber plants, etc., 
were introduced in their designs and are now 
standard equipment in most executive offices 
and lobby areas. Other greenery is being de- 
signed into the decor of general offices. Fresh 
cut flowers are specified for reception area. 
This new “life” in the office is possible be- 
cause management recognizes the value of the 
restful mood created by the plant over and 
above the five minutes needed daily to care for 
if 
Manufacturers, quick to supply the demands 
of their market, began creating new designs 
and color combinations for their lines of plant- 
ers and vases designs in keeping with the 
designer's insistence on simplicity colors 
in keeping with the designer's call for bright 
ness and brilliance 
The variety of items in this group of acces- 
sories is without limit. Should there be any 
FIVE VARIATIONS a fl theme of gracetuln 7 tg collection designer with SO specinc a need, he can have 
of 19 by Laverne, 160 E. 57th St., New York N.Y. In satin white 5 I 
sculptured steel, these planters serve equally well as ash trays o1 this need custom-filled 
display forms. Heights from 8” to 33 Diameters from 4” to 151% The prolific variety of current designs avail- 
able should in no way discount the adaptation 
of old style ware if suitable, as may be the case 
with the Oriental brazier shown on the facing 
page 
42 oAa-4/60 ‘ 





PINEAPPLE VASE in orange and 
brown tones can be used to great 
effect in reception area. Haeger 
Potteries, Inc., Dundee, Ill 


ORIENTAL BRAZIER of cast iron provides 


often needed variety of textural contrast. 12” 
wide, 914” high. Chrissie Marshall and Assoc., 


1592 Merchandise Mart, Chicago 54, Ill. 


h available 
mn tones, Or 
orange own. Large, medium and ill. Richards 


Morgentl 4 Fifth Ave., New York 1 N.Y 


ITALIAN indcrafted floral containers. Eac 


in tw r combinations, blue and 


LOW, BUT DEEP high fired stoneware, treated to retain 
the original off-white color. With or without drainage holes 


Line includes more than 40 designs. Architectural Pottery, 1107 


Kines Rd., Los Angeles 46, Calif 
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THE AMBERG FiLE & INDEX Co., Kankakee 
Iil., is manufacturing tl Am-Pak portfolio 
for grade and high school students. The two 
end pockets are printed with a personal data 
form and a complete listing of mathematical 
measurements. Decoration red on tan col 


ored stock 


Inquiry Card No. 3 





THE CHICAGO DEsK 
Pap Co i640 N 
Chicagt 
Ill., has devel 


Oketo 


a new type of 


er for sheets 


which provides 


and docum 


) 5! 


oped 


ents 








plete visible record 
aintenance in 
. doors or outdoors 
( alled Poly Zip 
these holders are 
nm ade of strong 
transparent poly 
ethylene and feature 
a umique, patented A same-size camera designed specifically for use with 
closure which gives the Ektalith and Gevacopy processes has been introduced 
an air-tight, weath by the M. P. Goopkin Co., 112 Arlington St., Newark, 
er-resistant seal sin N. J. The vertical ‘SS’ camera fits on average desks or 
by pressing the tables and will also produce same-size line and halftone 
fastener together negatives up to 11’ 14”. The "SS" features the “bal 
with the fingers anced lighting” of the larger sive cameras 
Inquiry Card No. 1 Inquiry Card No. 2 





THE SPARTUS COoRP., 
st Chicago Ill has 


built-in wall clock kit 
a self-starting 
nent with cord and | 
panel, numerals 


piec Inquiry ¢ 


A keyboard designed 
for greater conven 
ience, efficiency and 
speed is the main 
feature of the new 
Royal electric type 
writer made by the 
ROYAL McBeE! 
Corp Westchester 
Ave Port Chester 
N. Y. A_ full-time 
unit regulates spring 
tension on each key 
and smoothe 

rhythm is provided 
by uniform key dip 
Other features in 
clude a double case 

impression regula 
tor, high speed shift 
key and a half spac 
er key. Available in 


hive colors 


Inquiry Card No. 6 Inquiry Card No. 7 
For More Information Use Inquiry Card on Page 59 


synchronous 


hands and 


A new 
been int 


ex hor 
110 Walnut Deat , 


center 
‘ard No. 4 


Versatile, one shelf 
ind two shelf build 


Ip | steel units, 
pletely assem ' 
1, have been de " 
signed by DOoLIN 
MeTAL Propucts 
IN¢ 315 Lexing 
ton Ave Brooklyn ,y 
N Y Called 


Stack-Shelves, the 
inits are rigidly 
welded with = full 
backs 


Shoulder front con- 4 


sides and 


struction adds rigid 


some 


ity and gives a hand- 
front office 
Each 
reinforced 
Doors 


without 


appearance 
shelf is 
inderneath 
wit! or 


1 


ocks, are optional 











lin yt light-medium duty casters has 
roduced by the CoL_son Corp., 7 § 


1 St.. Chicago, Ill. The Series Two 


includes ste asters for tubular, angle iron 
designed a é; 
or pipe legs, and plate casters available in 
Included are - Se 
swivel or rigid models. The rigid model caster 
move —£ 
. has specialiy designe rved legs for addi- 
lug, wood face 
tional strength 


Inquiry Card No. 5 
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Today more people are Galaxie is easy to sell, too just lay the facts 
on the line, in a point-by-point comparison 
buying Smith-Coronas with any other portable. 

Soon parents will start thinking about gifts 
than any other portable. for graduation. Now’s the time to display, 
promote and sell the Smith-Corona Galaxie as 
R Here’s why: the perfect portable for graduates. (To help 

you, Smith-Corona is offering a free gradua- 
First and foremost, a Smith-Corona is a good tion promotion kit. Send for yours at the 
portable typewriter. address below.) 


IM 





Take the new Smith-Corona Galaxie, for in- 
ce. In its basic design and engineering, 

he Galaxie is a perfect example of honest 
ality in a portable. Its style is superbly 
dern in feeling. Inside, the Galaxie is the 
yroduct of the most advanced typewriter en- 
neering. (This explains why service head- 


nes are so rare. 


What’s more, the Galaxie feels good to type 

The touch is comfortably right for begin- 
ners and pros alike. Every feature is both 
: a eful and easy to use (and it has more new 
tures than any other portable 


New Master 
Merchandiser Display 
This compact point-of-purchase 
display sets up in seconds, ready 
to help boost your portable busi- 
ness. Takes less than six square 
feet of floor space...tells the 
Smith-Corona quality story 
through easy-to-follow flip cards. 
Priced at only $30.00—far below 
production and shipping costs. 
Sent pre-paid direct to you. Order 
yours now! Write Smith-Corona, 
Portable Typewriter Division, 
701 E. Washington St., Syracuse 

1, New York. 





The Galaxie comes with a free carrying case 
looks like a piece of good luggage. Some 
different type styles are available, includ- 
a remarkable script type. Colors range 
bold red to conservative gray some- 
ng for everyone. 


3 In a nutshell, this is a good portable type- 
writer ...the finest Smith-Corona ever. The 





SMITH - ‘EORONA 


DIVISION OF SMI INA MARCHANT INC 
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precision built, of course 


Roneo 750——the world’s most advanced duplicator. 
Built for long runs at speeds to 180 copies per min- 
ute. Will produce printing press quality text and 
halftones. Sell the duplicator that is easy to dem- 
onstrate—it’s fully automatic and absolutely clean. 


Write : “addo-x inc”, 300 Park Ave, New York 22, NY 


| ‘ a 
ger. -* 
- ~~ 


a Roneo 750 —a 
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New—Roneo 350—an economy priced, electric du- 


plicator at a cost but little more than a manual ma- 


hine. Will produce printing press quality text and 
Sell the machine that’s easy to demon- 


halftone 5 


strate it is fully automatic and absolutely clean. 


Write: “addo-x inc”, 300 Park Ave, New York 22, NY 


UE | 








Roneo 250—the handiest portable duplicator—weighs 


only 29 lb. It’s compact, too, only 10 x 12 x 13 inches. 


Accommodates a full size stencil. Will produce print- 


ing press quality text and halftones. Sell the ma- 


automatic inking. 


chine that’s easy to demonstrate 


Write : “addo-x inc”, 300 Park Ave, New York 22, NY 


R°NE® 


-_ Roneo 250 _ 
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New Products .. . continued 





Mite 
Broadway, 


manufact 
Milwaukee 


the new postal rate charts effective Feb. 1 


s¢ ale Ss, 


pound postal scales have rate 
cate land and air parcel 
delivery rates, filn 


st rates to two 
and ’ Nn script ; < 


if rate 
Inquiry Card No. 8 


wre rene ne 


car ano 


ast 
irow cOLOe 





chart face pl 


and is available’ in 

ING 121 N chip-resistant white 

furnished with ename!, wood tones, or 

1960. The one a pre-paint finish which 

ates that indi an be rayed or 
inds. special painted in any color 


Ideally suited for in 
Stallation in the office 
a new built-in spot re 
frigerator has been de 
veloped by Astral div 
of Morpuy-RICHARDS 
IN« 23 Van Brunt 
st Englewood, N J 
Because it has no mov 
Astral is 
silent and 
holds 


an even temperature 


con plete ly 


the cooling unit 


The refrigerator oper- 


ates on AC or DC 


Inquiry Card No. 9 


DHI 


} j 


1 Jumius St 


























ARROW 


FASTENER Co., Inc. 
Brooklyn 12 N Ya 


has developed the new 210 deluxe 


stapler. Its features include full 
Draws-A-Lot, a new felt-tip mark time staple control, eliminating 
er, has been announced by the Appo-X, IN« 300 Park Ave., New York 22, N. Y., has taple bunching, combination sta- 
CaRTER'’S INK Co 99 ~=Ist St announced an additional improvement on their printing pler-tacker, an extra large loading 
Cambridge 12, Mass Tt pen ilculator, model 3541E which now comes equipped with apacity, visible refill indicator, an 
sized marker comes in eight non onstant feature, new digit indicator and improved cot icoustical rubber pad and a deep 
toxic, washable colors rection bar. The 3541E both calculates and adds 14" throat 

Inquiry Card No. 10 Inquiry Card No. 11 Inquiry Card No. 12 
A hiling syst i 








the organization and 
control of mote 
and hotel keys is 
been developed 
P () Moo! I INC 
Glen Riddle Pa 
The Moore-Motel 
Hotel 
} 


enat 


unit pictured 


; 


sles the user t 


control and dispense 


guest room and serv 
ice keys fron one 
centrally located 


cabinet. A 


storage 


cross index provided THe Forp FURNITURE Co., 111 W 
with the system lists I has designed modern tables for 
the proper hook as itility and general use, one of which 


signed to each serv mahogany, softone, and other wood 


ice key and a cor nates are used on all exterior parts 
plete description of covered with high quality plastic 
the locks opened by equipped with adjustable leg levelers 


every key 
Inquiry Card No. 13 


For More Information Use Inquiry Card on Page 59 
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Washington St., Chicago 
conference rooms 


Walnut, 


grained high pressure lami- 


executives 


is illustrated above 


Tops and pedestal ends are 


pedestal ends are 


Inquiry Card No. 14 
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Wise buyers know... 


Planned 


Purchasing 


with R-B Products 


means higher profits 







JN . 


PROFITS really begin with “smart buying”. And 
the Rockwell-Barnes line of quality Office Papers & Paper 
Products increases YOUR profits by making it easy to 





maintain balanced stocks—at advantageous prices— 
through “PLANNED PURCHASING”, 

PLANNED PURCHASING is simple and profitable— 
and to your benefit. From a complete line of quality 
Office Papers and Paper Products, you may order 

(in carton units) any combination of items, in proper 

ratio to keep you amply stocked until your next order date, 
Orders for a total of (10) cartons are billed at 
DELIVERED PRICES—we pay the freight. Guesswork 

in markup is eliminated, because the billing prices 

(on shipments of ten (10) cartons or more) are 

your DELIVERED COSTS. 

The R-B line is a complete and varied one—enabling you 
at any time to place one order with but one supply source 
—receive shipment on one Bill of Lading—and pay 

one invoice with one check—labor-saving and time-saving, 
with more selling-time as a result. 

Write for further information—complete catalog— 

and price list. Prove to yourself that PLANNED 
PURCHASING is for YOUR benefit. 


R-B means REPEAT BUSINESS — Prove it to yourself! / Cotclos, price list ond somples 


available to qualified dealers 
upon request. 





Spotseald Adding Machine & Other —s 
Rolls « Desk Blotters, Embossed & Plain 


* File Folders, Manila « Notebooks, Eye- Rockwell-Barnes Company 


Tint & White « Pads, Plain & Ruled * 


Printed "COPY" Second Sheets « Bond Specialists to the Stationer Since 1903 | 
& Sulphite Papers « Duplicating Papers | 
* Mimeo Papers « Manifold Papers « 35 EAST WACKER DRIVE 0 CHICAGO 1, ILLINOIS | 
Manila Second Sheets « Offset Papers. Kou a * 
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MINNESOTA MINING and MANUFACTI 
900 Bush Ave., St. Paul 6, Minn. 


tape featuring a new h; 


has 
a new 
terial which 


magnet 
is tear, 
Inquiry Card No 


stretch and moisture 


15 


Two new folding machines have been 








Los 


alif 


Angeles 
Manuta 


a Specia 


46, ( 
tured from 


duplicator stock, the 





tape 1s packaged in 


own self-dis 
pensing hkox. It is 


Kent Ave., 


Hemisphere 


HEMISPHERE STEEL Propucts Cor! 263 
available in 1/¢ : 
N. ¥ 


Brooklyn 11 has 


, nodular desk group The flexible 
aiso nl 
| 


. I designed the 
»/6 and 5/¢ 
unit allows multiple 


widths and ; : 
arrangements. The Hemisphere features a Formica 


with squi 


Co 


introduced 


RING . 
sheet forn 


: floating top and drawer fronts, 
Inquiry Card No. 16 : = 
full furniture 


suspension file drawer and heavy gauge 


icking ma 
resistant steel construction 


Inquiry Card No. 17 


veloped 








by the Print-O-Matic Co., IN 124 Washing g , 
ton Blvd., Chicago, Ill. Both are table-top models ' A clip-board made of light 
which will fold sheets fro « 4” ‘a LYON Mera Propucts, INc., 2 Plant Ave weight al num equipped with 5 
22” at speeds up to 9000 | hour. in types Aurora, Ill., has announced two new steel the spring steel punchless paper 
of parallel folds. Both the All-Purpos rd the bookshelves. They are manufactured in two ip is being anufactured by 
Heavy-Duty models featur t tion benefits SIZES two-sheltf lesk-high model, and ADVANCO PRropucts, INC., 76-05 
Inquiry Card No. 18 seven-shelf libra Both feature adjust Ist Ave., Elmhurst 73, L. I 
ble sliding shelves N. Y 
Inquiry Card No. 19 Inquiry Card No. 20 
\l 
t 
The DeViLsiss Co Mime-E-O STENCI 
Toledo 1, Ohio, has Fires Co., 1051 
designed a ompact P ina St Chica 
degreasing booth g Il] has de 
The leg-type booth signed a _ cabinet 
requires only a 3 x especially for copier 
3 ft. space and can ( pment requiring 
| be used for degreas tra top space. The 
| 1Z mist oiling top surtace is 30” 
cleaning and touch x 24” and the cabi 
up painting. An ex net base features 
i haust systet carries two storage con 
off fumes and a re tments. Construc 
covery syste! pro t10n heavy guuge 
vides substantial st with a baked 
Savings in the s ena finish avail 
vents used f three colors 
ing. An air « F « adjustable 
pressor that can bs glides are included 
f nted beneatl Inquiry Card No. 22 
the booth is av 
ble S ? cces 
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Inquiry Card No. 21 
For More Information Use Inquiry Card on Page 59 
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Put them 
— all together 


and they spell 


COUNTER 
| SALES 














Peerless always has been famous for its 
counter engineering service. Here’s how to cash-in 
on this dealer-aid service. 


All you need do is spell out the customer’s 
filing and storage requirements. Peerless does 
the rest. Submits to you engineering drawings 














2 that embody all that’s efficient in counter 
operation . . . a combination of multi-purpose 
Peerless cabinets . . . with a wide choice of 
work top material and functional counter 
glass ... plus all the latest innovations 
that mean sales with a big profit. 
Get your share of the hugh counter 
market. Banks, Building & Loan 
Societies, Insurance Companies . 
wherever handling of the public is a 
problem. Ask for Catalog No. 112, it 
gives you all the sales material you 
need to make the BIG counter sales. 
pies 


PEERLESS 


STEEL EQUIPMENT CO. 


6600 Hasbrook Ave., Philadelphia 11, Pa 





NEW YORK « CHICAGO « HOUSTON « SEATTLE « LOS ANGELES 
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New Products 


a 
Mich., has 


Holland, 


partition 


MODERN PARTITIONS, IN« 
duced an acoustical wall and 


trol aid in offices. Actually three walls 
ern Acoustical wall has a perforated fi 
fiberglass packing, and an inner sound 


Inquiry Card No. 23 


continued 

















A new mobile self-con 
tained work station for 3 
use with all makes of 
shelf filing has been an- 
nounced by Remington 


Rand di of SPERRY 
RAND Corp., 315 Park 
Av S.. New York, 
10, N. Y. Called a 
Mobile Shelf Filing 
Truck it enables an 


operator to handle cor- 
respondence both to be 
fled and to be pulled 


fron shelves as one 
con bined 


and offers a step stool 
platform for the opera- 


operation, 


intro 
tor to reach top shelves 
as a sound con TI ; 
r t , ; 
one the mod Casily —_ piatrorm 
seals to the floor when 
outer surface 
’ T in use, then restores to 
barrier wall 
casters 
Inquiry Card No. 24 
CONGOLEUM-NAIRN, _ IN¢ 195 Bel 


grove Dr., Kearny, N. J., has designed 


mee ' ao 1 
Ma a new 2.00 mm. (.080) gauge desk top 
linoleum featuring a plastic sealed 
| matte-like finish that eliminates glare 
f and is washable with soap and water 
; Available in five colors and two sizes, 
4 the linoleum has unusual flexibility and 
j i cushion felt backing 
} : Inquiry Card No. 26 
t 
EATON PAPER Corp 75 S. Church St An automatic electric sta which is 
Pittsfield, Mass., has announced new addi triggered by the insertion of the ma 
tion to its Nascon “At-A-Glance” products terial to be stapled is nufactured by 
line, the Week-At-A-Glance Professional Ap the STAPLEx Co 177 Fifth Ave 
pointments desk book. The 8! x Brooklyn, N. Y. Compl. tomatic 
pages have listings of quarter-hourly appoint tl Staplex $-54 can 's aple to 25 
ments for the entire week on a double g sheets i time with depth adjust 
spread with a flat writing surface. A bonus ent up to 44 nd ) be loaded 


“13th month” is included 
Inquiry Card No. 25 








with standard Staples 


Inquiry Card No. 27 


been in 
into the 


) arr 
STYLEX 
Co 91 
St Phila 
Penn 


~™” 


Two nev Noblot ball 











* 


ey, 


X 


pens for desk use. each 


uble-ended and writing both red and blue 
been announced by the EBERHARD 
FABEI PEN & PENG Co Crestwood 


Wilkes-Barre, Pa. TI jual-purpose pens 


yng ti user ft ¢ 


the Noblot combination regular pen and 
Noblot combination Thinrite 
Inquiry Card No. 28 


nstructions 





MULTI-PUNCH 
AND GAUGE 





The seat of the arn 
chair is composed 
of no-Sag springs 
covered with sisal 
and topped by rub 
ber padding and 
felt cotton. The A new pocket-sized, transistorized 
frame is of all tape recorder and dictating ma 
welded construction chine is being distributed by 


with rubber cush Scopus, I> 
ioned self leveling New York, N. Y. Constructed in 
glides. Arm _ rests i rigidized case, the 


are high impact sty 


rene pl 


[R-10 weighs 314 Ibs 


astic 


NC i104 Fourth 


erates on Penlite batteries 


hon An inexpensive all-purpose paper 


nch has been developed by 
the New ENGLAND PAPER PUNCH 


executive 


- Co 89 Washington Ave., 
Natick, Mas It is accurately 
gauged for 3 and 2 ring binders 


Inquiry Card No. 29 


Inquiry Card No. 30 


For More Information Use Inquiry Card on Page 59 


Inquiry Card No. 31 
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EY CONSIDERATIONS 


The MAN 


The CHAIR that holds the man who does the work 


= The GIRL behind the man 
7 
/ 
\ 
\ 





or Over 230 VEARS 


ECIA STS in SEATING ANO SEATING CONLY 


The most important piece of furnture a man or 
woman uses in an office is the char Other furniture helds 
the work the chair holds the worker! The worker's 

rine and efficiency depend largely upor. the chair he sits 
© can't sit ma better chair for top 
wwhment than the new Harter Criterron nie 
for « fuller day's work. Inwest in 







or 
sad tivity dividends 

me euneti Gs Gute. Cripdine tet need iat Se Na cate Sato by rate me et 8 
ng chant tite Oren teem cornteuns o@ seat and bart fe ee ee 

‘ 
HY HARTER CORPORATION 

\ Sea, Gatien 

- ‘ered NS Gemnge Getene 


This two-color ad appears in the March issues of 
NATION'S BUSINESS, FORTUNE, MANAGEMENT METHODS, DUN'S REVIEW 
AND MODERN INDUSTRY and OFFICE MANAGEMENT 


top management “knows” HARTER 





—— 


313,150 FORTUNE readers 
762,914 NATION'S BUSINESS 
readers 

60,243 MANAGEMENT 
METHODS readers 

30,990 OF FICE MANAGEMENT 
readers and 

116,193 DUN”S REVIEW AND 
MODERN INDUSTRY readers 
know HARTER 

through this ad and others... 


... another example of 
HARTER dealer 
promotional support 


HARTER also 
advertises in: 


BEST'S INSURANCE NEWS 

BURROUGHS CLEARING HOUSE 

ROUGH NOTES 

INSTITUTIONS 

JOURNAL OF THE A.M.A. 

ARCHITECTURAL RECORD 

INTERIOR DESIGN 

and 

SWEET’'S ARCHITECTURAL 
CATALOG FILE 


top management “knows” YOU through HARTER advertising 














TAIRVT EIR, 


SPECIALISTS IN SEATING AND SEATING ONLY FOR OVER 30 YEARS 








management makes the final decision on what seating 


[They're decision-makers. They’re important to you. 
\ds and other selling tools acquaint them with Harter. If 
‘ell Harter they know you through the product. Take 
intage of this. Mail the automatic coupon at the right 


Ay with your name and letterhead. We'll send you the new 


1960 story of Harter Dealer tools 
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PLEASE CHECK ONE 
lam a Harter Dealer [] 
| would like to be « Harter Dealer, oO 
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FULTON MARKING INKS 
AND MARKING DEVICES... 


the ALL NEW 1960 QUALITY LINE creates 

a demand for MORE SALES and GREATER 
PROFITS! ... “Time Tested Methods” prove 
THE FULTON LINE is the ultimate in Marking 
Devices. Nearly fifty years of Highest Stand- 
ards in Production, Mr. Dealer, assures 
you the Finest Merchandise possible. 


(itm 


6 NEW 
DRI-KWIK 
STAMP PADS 


NU-TYPE 
FOAM RUBBER 
STAMP PADS 
* 


FULTON DATERS 


Write for free catalog and price list. 
Order your requirements now. 
Prompt deliveries. 


FULTON MARKING EQUIPMENT CO. 


82 Fulton St., Elizabeth 1, New Jersey 


Manufacturers of Marking Devices for Over 50 Yeors 












Every conceivable populat 
business form is included 
the just-released 92 page col 

italog published by the 
H. W. NICHOLS SALESBOOK 
Co., 1340 E. McMillan St 
Cincinnati 6, Ohio. The 
Nichols company has divided 
its ““Whole-in-One-Line 


alog into five individual Se 





tions of related items: aut graphic register forms, con 
tinuous forms, salesbooks, manifold books. and one 
ne carbon sets. The new catalog is handily designed 
for speed in ordering, with complete illustrations of 
every business form offered, all simply indexed for 
quick easy use. 
Inquiry Card No. 109 


—_ 
OxFORD FILING SUPPLY - 

Co., Inc., Clinton Rd., Gar ‘ 

den City, N. Y., has pub 


lished its new 60 page 1960 





catalog listing the complet 
Oxford line of filing sys 





tems, supplies and equy 
ment. With 24 pages in full 
color 30 pages of prices, 
stock numbers and product 
information, the new catalog represents the first com 
plete listing of Oxford Pendaflex and General Line 
lucts combined in one edition 
Inquiry Card No. 110 


CARTER’S INK Co., 239 Ist 
St., Cambridge 42, Mass., has 
released a new loose leaf cat 
bon and ribbon catalog and 
data book available to all sta 
tioners and office equipment 
dealers handling Carter's 
bons, ribbons and duplicating 

lies. The catalog shows 





dealer and his sales: 
how to diagnose the cust rs requirements and to fit 
h typist with carbon and ribbons to meet the special 
f the Specie job beir y done 


Inquiry Card No. 111 


A 16 page catalog carrying full details on four new 
fold doors has been published by AMERICAN Ac 
CORI N-FoLtp Doors N¢ 17 Liberty Av 

»N Y. Des vl 1 for us¢ by archite ts, build 

1 designers, as well as dealers and distributers, the 

g gives complete information with detail drawings 

truction and speci wins on il] rou! styl S Prod 
ucts covered in the Accordian-Fold catalog are Cust 
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if you're in business for any reason other than making a profit, don’t read any further 


ROYAL ANNOUNCES 

PROFIT PLAN ‘I FOR 

_ 1960 BUILT AROUND THE 

)YAL DIANA 
T THE SPECIAL 

_ RETAIL PRICE OF $89* 


We promised it to you. Here it is: the first of Royal's portable—the Royal Diana—nationally advertised 








PROFIT PLANS for you in 1960. These plans have at $89.88 (price to last until June 1 only). 
one major purpose: to help you increase your volume 3. You'll get chance after chance to step up your 
and profit. They are NOT designed to “‘load you up,” customers and increase vour Futura sales! 


or carry excessive inventory. Royal portables on your 
shelf don’t do either of us any good. 

Profit Plan #1... what it is... how it works... 
what you get. This plan features the Royal Diana 
Portable at a special limited-time retail price of $89.88. 
This is a short promotion, so buy in quick. Don’t 
wait too long and miss your chance. The promotion is 
announced to the public with a full-page ad in LIFE 


the week of April 18. mmc mm 


SEND THIS COUPON NOW 


Royal McBee Corporation 
Port Chester, N. Y. 


4. You'll get store traffic... volume. . . projits. 


Remember... Royal is the best-known, most accepted 
name in the typewriter industry. You can sell 3 to 4 
Royal Portables in the same time that it takes you 
to switch and sell 2 of any other brand. This is a 
statement of proven fact—based on a survey of Royal 
Dealers carrying other makes. 


1. You'll get tie-in material for store display-stream- 
ers, counter cards, giant hang tags that SHOUT the 
price, platen cards that show both Diana and Futura’ 
features, newspaper mats that tie you right in with 


; the national ad—the works. Please send me full information on Royal Profit Plan #1 
| featuring the full-sized Royal Diana Portable at the 


2. You'll get a full-sized, high-quality promotion special limited-time price of $89.88. 


® } " 
OYA Product of Royal McBee Corporation, 
World’s Largest Manufacturer of Typewriters 





sete ee 


Address = hee 


Lhe es cee cee cee es ae cD Ge DD eS GD GD 








1/60 OA-4/60 55 








Burroughs Corporation brings you the biggest ribbon news in years 


NEW NU-KOTE TYPEWRIT. 





ae 
-U 

















OUTLASTS OTHER RIBBONS 3 TO l 





PACKAGED TEN TO A CARTON 


ee 








Now-—this one, all-purpose, multi-machine ribbon takes care of regular correspond- 
j ence as well as Thermofax and Multilith process needs—for noiseless, portable, most 
| standard and electric typewriters. ~ 


And that's not all! Consider the sales advantage of Nu-Kote's 3-to-1 durability. Also the 

inventory and pricing assist of the new 10-to-a-carton Deci-Pak*. Stocking Nu-Kote 
is as easy as counting by 10’s—without an annoying assortment of spool and ribbon 
styles to run up your overhead, confuse your clerks, get in your way. 


Your customers? You and Nu-Kote are ready for them with a sales-clinching list of 
strong, supportable benefits. Namely, three times the wear, one-third the ribbon changes 
e Cleaner, sharper typing ¢ One ribbon for all jobs, almost all machines ¢ A Nu- 
Kote red that reproduces clearly for both Multilith and Thermofax processes. 


Line up your supply today and start raking in the profits. Your Burroughs Dealer Rep- 
resentative has all the details. Or send coupon at right. Dealer Sales Department 
Burroughs Corporation, Detroit 32, Michigan. *Deci-Pak, T.M 


OA-—4/60 2 








RIBBON 


ribbon 





gum ONEK RIBBON FOR ALL TYPING JOBS 





4 


Fill in and mail today to 
DEALER SALES DEPARTMENT, BURROUGHS CORPORATION, DETROIT 32, MICHIGAN 


Gentlemen, tell me more about Nu-Kote ribbons. 




















| | 
| | 
| | 
| | 
| | 
| Name — a | 
O | 
inges 7 Firm a ee | 
\ 6 | 
. fart Address oe ineenteintaiibiiniiaa 
| —— | 
The sign of an , | 
Rep | »utstanding dealer City : Zone State | 
bis ! | Nu-Kote® is a product of Burroughs Corporation, Mittag Division OA-39 
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New Products ntinue 














' OLD Town ( 
- 4 Pacit St I 
j A 8, N. Y¥ 
, ae, } Tow | 
mai OG ; Ne 
(seit 1uf ) 
/ ay To 
f . n TI ont 
ty ose By key 
fact S: res 
iper pri ' rigl 
ers of th A new furniture glide f Irin base has been for 
th “an inexy eveloped by the Bassick Co Howard Ave 
a a on, W. Mason py of written. t Desgepert ; ( -_ ay new non-st mnng Prete ge ng 
St., Green Bay, Wis., has Fiberglass stack _— or iv bl : + geo’ to | on Bs ne nego — y suit 
type, arm and side chai r t table : zi - ms bh A The .: : 1 a, ee je oO! Ri sr gal is a 
[ ff pror ! ion 1 glid “d of 
seating line. Special ste ge desig a | t sib: dell Aiatieas the “ae 
oo oe ™ ‘ § Inquiry Card No. 34 Sa 


mobile storage truck 


Inquiry Card No. 3 














Inquiry Card No. 32 ™ 
mati 
Fri IN 128 A leal aoe 
id St., Brooklyn 5 Se righ 
Y has intr ed sigr 
new p by the R ERT pro 
rpose I ( S 
De pitched H St 
specia PI 7 
£ ( w I fits 
if fan light Ne 
f vitl ture 
plat Safe t of To ¢ 
front an p ( a lists 
in | Ww up num 
f : lals spor 
tal ( in Cat 
It is S\ in fevw 
n 8 ble » 
nd p Sat 
Uy | ’This 
:, ¥ olers 
Inquiry Card No. 35 Inquiry Card No. 36 





NICHOLS SIMPLIFIED PAYROLL RECORD 
roe SOCAL FECUNTY = CWEMTLOTMEWT. Cun ace PomErTTn 
ore | waam s Soums AnD Srrmmcasane baTéaae soonone 


Pept a a20-05-285.37 _— 
Lae Cuter 





THe H. W. Nicnots S K ¢ I 

McMillan St., Cincinnati O ; ; the >t 
1960 edition of its sit 

which includes excerpts { the § S 

Law, W-4 withholding n 
showing deduction for | g U 
with 1960, and table - 
income tax deductions / 
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Inquiry Card 
38 


For More Information Use Inquiry Card on Page 59 
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| QUICK SERVICE = 22k? Bureau. . 


A's : OFFICE APPLIANCES 


INQUIRY CARDS” r1ccre osx tye mantocturers, indicated by the key 


numbers | have circled, to send further information 
without delay. 





This service is restricted to dealers and whole- 
salers in the office equipment and supply field. 











New Products 


To obtain more information about any of the NEW PRODUCTS 

new products in this issue which carry the 

key numbers 16 to 90, simply circle the cor- ' 23 4 56 6 7 8 ¥ 0 tt 12 13 14 16 
responding key numbers on the card at the 16 17 18 19 20 21 22 23 24 25 26 27 28 29 30 
right and mail at once. Your inquiry will be 31 32 33 34 35 36 37 38 39 40 41 42 43 44 45 
forwarded without delay. 46 47 48 49 50 5I 52 53 54 55 56 57 58 59 60 


61 62 63 64 65 66 67 68 69 70 71 72 73 74 76 
76 77 78 79 80 81 82 83 84 85 86 87 88 89 9 


SALES STIMULATORS, CATALOGS 


10i 102 103 104 105 106 07 108 #109 «+410 


Sales Stimulators ltt 412) 113) 114 «115067820 
121 122 123 124 125 126 127 128 129 130 
To obtain more information about any of the 
manufacturers sales aids described in this April 1960 issue of OFFICE APPLIANCES 
ssue, circle the key numbers on the card at Card void after June 1, 1960 
right which correspond to the numbers as- 
signed to the Sales Stimulators. Mail the card 


promptly 





Name 


Position 








Company 
Business Address 























Clty Zone State 
New Catalogs 
To obtain copies of recent catalogs or price 
lists described in this issue, circle the key sars3e2z 7 
, ; <=: 5 
numbers on the card at right which corre- 32 ead § ae > 
spond to the numbers assigned to the New ° $ z - = 
Catalogs. These requests will be promptly 2 | = = oy 
forwarded to the manufacturers 2 4 0 | 
4 a = | 
: eo | 
* e8 
‘This service is restricted to dealers and whole- i { ___—— 
olers in the office equipment and supply field | on 
i | | = ¢ 
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} e ~ wT 
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| 0 Qn ait aah al oO 
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anay § P . | ® 70 & & @ 
right is enclosed here for | | | : 95 7 a a D> 
convenience. Use it to |» oc vo 
2 - z§ 
or renew your own sub- = ae vc * 
or tear it out and 3 ‘= ms =~ a - 
= — 
to a friend, salesman or A a.° me A A > ° 
‘ ; , ee 
»ye active in the retail ‘ 3 =. 3 3 Q Zz 
e stationer nachine, or 3 $s =F S 3 2 
ys hd _ 72 _>- oO a 
business m a” = = = nm ° 
er way you will be helping a 39 w " 
. a m™e “e “=e 
OA to be of greater service to 5 4 2< Se £ 8 
ae Sine 3 a*5 €€ & - 
Oustry. z> 2 2 ®@ 
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CALENDARS ARE Pat pnced fi 
DD CALENDARS...BUT | ate 
THE BEST ARE MADE BY 


UCCESS 





No. 198—Handy, efficient, 
book-style calendar. 
Pad lithographed in 

two colors with 
daily date in red. 

Pivoting lock arches. 

Shows present, past, 

future months. 












TEAR-KLEEN WALL CALENDAR 
Large daily date easily seen 
15 to 50 feet away. 

Four sizes. Backs are 
green, water-proof panel 
board, handsomely 
embossed. 


h 


Many 
sizes 
not 






3 
il 
i cizs 


Success gives you 


i 


Users of Success desk calendars 
start the year right. This 

handy pocket calendar included 
with every refill pad, serves 

as a constant reminder of 
Success Calendars. 


When you 
think of 

SUCCESS 
think 





CALENDARS 
When you 
think of 
a CALENDARS... 
An st! A beautiful, 4-color booklet All refills specially packaged for easy purchase think of 
proves why Success calendars are better and use. Pads are banded or string-tied. SUCCESS 
made, have more selling features, are easier, Simply remove carton or protective overwrap. 
rmeore profitable to sell. Inner band holds pages, eliminates loose pages. 
Be sure to see Write for new SUCCESS 
SUC catalog showin 
‘SUCCES COLUMBIAN tu. \NORKS, INC. say tine ont cafes 
Write for copy. 2300 WEST CORNELL STREET © MILWAUKEE 9, WISCONSIN available. 
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New Products nued 





@ fit 1 in ligh 
\ Inquiry Card No. 40 





Sunny Calit < 
: \ ine of Da [ int ens 
\ based ¢ Ss 
the anuta arbx 
1KS n b n green 
luce €aSii and quickly all 


res and other written n 


S & K ENTERPRISES N. ¢ t St. B 
Inquiry Card No. 43 


2, Md., 1s dist 
which aut 


ber of 


nore 
wrapper 
rect nun 
ers which can then 
or standard wrap} 
of ebony polyethe 
indicators 

Inquiry Card N j 







Riem« Meepe: > 


. 2 minute lolophone (mer 





Products div f K 
& McCDOoUGALL, 4 I I : . META pus . 7 1 & 


Pat 


Ave Roseland N | f ' | 
a Time-Keeper whi ns to t , bp ie a 
front of the 


means of a 


telephot ‘ ¢ the ¢ h of a button. The nit w 


: 
rising bubble t th of i 


imi 


4 y utes 
caller when minu Inquiry Card No. 46 


Inquiry Card No. 45 


MICROPOINT,. IN« E. Tay 
developed ‘ 
using Caf 
According to 


The VocaLine ¢ f AM ( INc., Old Saybrook 
Conn., has introduced an improved and newly stylé 
wireless inte! the Vi CC Since th 
Vocatron unit can be plugged into any AC outl¢ 
the need for nventional wiring and installation pr 
cedures is € Eacl ft is col plete 


Inquiry Card No. 41 


lor St 


yn-based 
will re 


| 
i¢ dge rs 





aterials 


riters has beet 
, PRODUCT 
\f Co.. I Van Liew Ave 


ALT 





{ 1, N Copi-Mate Un 
ippon has reversing 
nts f ichines 
Inquiry Card No. 44 
A £ ints sud 
Ss > f 
¢ lesigt jing machine line 
tr SM CORONA MARCHANT, IN¢ 701 E 
Washin S S N. Y. A positive 





atur t the new odel< 


Inquiry Card No. 47 


For More Information Use Inquiry Card on Page 59 
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EXTRA PROFITS 


Only the Enormous Shaw-Walker Franchise 
gives you all 9 profit-making features* 


To you, a 
single source for 5000 items increases net profits 
because it means— standardized selling .. . 
simplified inventories... less capital invested... 
concentrated purchasing . . . quantity and car- 
load discounts . . . better service . . . account- 
ing with one supplier . . . one line selling which 
makes better informed salesmen. 


Cee eee time § This is the most 


complete dealer franchise in the industry. From 
the enormous Shaw-Walker franchise of 5000 
items you can fill nearly every office require- 
ment. Broader line means extra profits. 


KY is PLM To dealers, the Office 
Guide means plus sales every day. It is the 
only complete sellers’ and buyers’ catalog in 
the industry. Quantities distributed bear dealer 
imprint. — This “Junior Salesman” produces 
extra profits for you. 


Ce Ste titt ea ee em Among the 5000 


items in this enormous franchise are many fast- 
selling repeat items that can be purchased only 
from the Shaw-Walker dealer, extra profits. 


Shaw-Walker sup- 
plies sales training and a constant flow of pro- 
ductive sales aids that make salesmen more 
productive, — extra profits for you. 


To the buyer, 
the slogan “Built Like a Skyscraper” is the 
symbol of quality and time-saving. Since 1899 
the man jumping in the file drawer has be- 
come the best known office equipment trade- 
mark. Consumer acceptance means extra profits. 


Ce eaitio me Full pages in 9 na- 


tional magazines sell time-saving, space-saving, 
record protection, the Office Guide. Monthly 
circulation, 54% million. These ads produce 
qualified leads, build prestige and lift you 
above the crowd, — extra profits for you. 





Pee ie tite For your 


use in closing the big jobs, Shaw-Walker main- 
tains panoramic displays in 14 major cities. For 
faster service, warehouse stocks are strategi- 
cally located, — extra profits for you. 


* Right now there are a few cities in which we are willing to make a change. 
Yours may be one of them. Write Muskegon today. 


“Built Like a 
. Skyscraper™ 





OA—4 /60 











63 








Sales Stimulators 





A companion pen set 


troduced by the LIND 
IN« 9601 W. Jef 
Culver City, Calit 


sists of the Feather-w 
deluxe Cavalier 
enc ased 


Inquiry Card No 


and in a plasti 


Designed 


for imp 
new display case by 


Magnifier Division 


Exporters, INC., Si 
pire State Bldg. Ne 
N. Y., is being offer 


of sale display. A 
included 
Inquiry Card No 


with eact 
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I F ABI 

Co IN« 

Wii 
P Nupas 

1 60 « S 

: ong _, “ 
aly poe 

a 2 
ee ere A report on the actua 
a who have been using the 
ners the past few years has 
Card No. 101 IN« 32 DiCarolis Ct 

lrawings are tear, sm¢ 





A 

a“ mht 
, I I nts ackages are Ma 
on ng te t B & § H, IN« 380 Se] 
Madison A N York 7 N. Y. This new line sical 

casing home ha 

rKets sets of Ten 
I s nts are tlal 
ao Inquiry Card No. 104 
A colortu 
nation dis] 


36 pen ass 
unit has been 
luced by 
rERMAN-B I ¢ 
CORI 

P| 
The 


unit 


nan 
Conn 
use 
less than 
and 
the 


space 


on 





naining, shock 
sorber actior 
protects th 
non-slip finger 


Inquiry Card No 


Inquiry Card No. 107 


For More Information Use Inquiry Card on Page 59 


perienc f top engineering hire 
Mylar-D irafting method ow 
een published by J. S. STAEDTLH 
Hackensack N J Mylar-D iral 


and co! 


Inquiry Card No. 102 











waterproot 


display erchandiser for Scot 
lored plast tape has been 
b MINNESOTA MINING 

AC RING Co 900 Bush Avy 
Minn. Called the CP-6, 

etal erchandiser features 
issorti nt of colored tapes 

es, each 1 ellophane wrappe 


Inquiry Card No. 105 








: | 
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y Look how J 
to help you score more sales in ’60 


‘4WITH THE FIRST NEW APPROACH 
™TO INDUSTRIAL SELLING 
IN THE STATIONERY FIELD 


blaisdell is ‘‘going to bat for you” 








9. Blaisdell’s revolutionary “Dealer Merchan- ‘New Look’’—from new packaging and prod- 
, dising Sales Program” is already making ucts to Blaisdell’s new advertising, sales aids 
a big hit with dealers everywhere. Under and exclusive marking surveys. 
this dynamic plan, Blaisdell representatives 

are preselling hundreds of purchasing (Cash in on this money-making program now. 


powers in. business and industry right now! Get the facts fast from your local Blaisdell 


But there’s more in it for you than that! representative . . . or write Blaisdell Pencil 





For it covers every other phase of Blaisdell’s Company, Bethayres, Pennsylvania. 


ih) blaisdell PENCIL COMPANY : Bethayres, Pa. 
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assure 


a el 


Can unauthorized pers@ 
correspondence through 


paper? 


You don’t have to wort 


Beaver high quality rego 


Panama-Beaver sheet i 


before it has outlived ifs 
almost impossible to - 


on it—the rich full body 


Everyone who uses Pana 
record carbon papers is/b 
ing of security and satjsf 


job well done, with the 
record. Remember, your 
last as long as the papey 


Convince yourself— Cal 
always d 





RIBBONS 


Coast to Co 


MANIFOLD 
Brooklyn, 





GMGAAG 
eave 


quality carbon papers 


SECURITY 







you of 















nsgread your confidential 


our discarded carbon 


then you use Panama- 
carbon papers! Each 
ed many, many times 
sefulness and then it is 
er any message written 
color guards against it. 


a-Beaver high quality 
nd to get the deep feel- 
tion, that goes with a 
eation of a permanent 
nama-Beaver copy will 
is written on. 


ur Panama-Beaver man, 


e wire! 






aj CARBONS 


stiDistribution 


PLIES CO. 


w York 


7 
































Always send a “TIME SAVER” courtesy carbon copy. 
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New Catalogs 


/ 


VPaRE 4 


nHea Trom 


fold doors, built to architect or designer specifications 
for commercial application; Stackdoor, for residential 
use, available In a wide range of S1ZeSs; Accordonfold 
Royale, 


woven door of mahogany and nylon-fortified vinyl. 


a hard-core folding door; and Wovynfold, a 


Inquiry Card No. 112 


ROCKAWAY METAL Propucts Corp il E. 42nd 
St.. New York 17, N. Y 


catalog designed to provide layout and decorat 


has issued a 16 page ‘Parti 
tioner 
ing assistance to company executives, office planners and 
purchasing agents. Space-saving advantages of office 
layout flexibility are described in the new catalog as are 
the “simplified componentry bonderized finish and 
factory installed snap-lock attachments. The new desk 
partitioner is also featured in the new catalog and sam- 


ples of the 13 partitioner colors aré displayed on the 


} 


inside back cover 
Inquiry Card No. 113 
K & C METAL PRopucTs Co., 1005 Greene Ave., 
Brooklyn 21, N. Y., has issued a new four page catalog 


desks, desk-files, 


cabinets and combinaton units Complete descriptive in- 


displaying its line of files storage 


formation on each item includes construction details, 
colors, weights and dimensions 
Inquiry Card No. 114 


Vic Johnson Retires from Wilson Jones 
Wilson 


man, retired at the end of Jan- 


Vic JOHNSON Jones 


uary after 39 years service 

A group of his friends and fel 
low workers honored him it a 
in Pittsburgh, his home city 
C. }. BERNER, Acme Stationery & 
Printing Co.; ApE WILL, Standard 
Office Supply; HARRY SCHNEIDER, 
Alexander-Penn Office 
Tom Srout, E. W. Curry Co.; J. R. BRown, Weldin’s; 
GLEN HAyEs, Harrison J Hayes Co. and J E. DUGAN, 
| Dugan Co., were there Associates from Wilson 
Jones included CAPppy THOMAS, LES MADAN’sS, HAROLD 
GRAVES, TED Myers, BoB MILLER, TOM CRILLEY, PAT 
FoLeY and BILL BAINEs 

Johnson joined Wilson Jones in 1920. His first job 





Vic Johnson 


Supply 


was handling eastern division sales correspondence. The 
first territory he covered as a salesman was New Eng 
land, Western New York State and 
Two years and 2,000 miles later he covered the western 
Texas Panhandle. In 1928, 
gion sales training courses, 


Ne WwW 


Eastern Canada 


division from Canada to th 
after conducting Midwest 
he returned to familiar territory England and 
New York State 

In 1936 he moved to his present territory, western 
Pennsylvania and northern West Virginia. Throughout 
this large area he is known not only as a good friend 
but also as a source of wise business counsel by hundreds 
or suc sstul stationery dealers 

V iS 
for the 


St., Springfield, III 


a bachelor: he has not announced his plans 


future. At present he is residing at 1112 N. 3rd 
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it holds more... 
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new Camel ink-cartridge’ goes miles further 


without running dry! 


e’s an oasis of ink in the remarkable new Camel 


ink-cartridge. That’s why the famous “cross between 
the pen and pencil’’® gives you far more writing mile- 
age...far greater economy than any other office 

ng tool. Other Venus ball PEN-:cil features: 


New cone-shaped extended point that never 9. 
wobbles, writes easier from any angle; slim; 
lighter wood barrel; permanent ink; nothing to 
twist, click, turn. Nine styles : 29¢, 39¢, 49¢. Less 
by the dozen. Blue, black, red, green ink. Sold 
through stationers and stationery departments. 


— ~ . Ma rh 
Order today. WENUS ball PEN-cil 


VENUS. ball PEN-al Gouble-Duty 








_— 





Venus “"365""" 


the de luxe retractable model, Guaranteed to write 1 year or new refill free. $1.29. 


A Venus Stationer Exclusive as advertised in TIME, NEWSWEEK and U.S. NEWS & WORLD REPORT. 
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NEVER BEFORE! 
INO) 0). Bian 
STANDARD 

DESK STAPLER 


at only > A (6 


\ 
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\ a 3 FASTENER CORPORATION 3415 North Ashland Ave., Chicago 13. 
































industry News 


NSOEA To Sponsor 
‘61 Exhibit in West 


A new major convention and exhibit will be inaugu 
rated for the western states in February, 1961, in Cal 
fornia by the National Stationery & Offic Equipment 
Association. 

The announcement was made by W. NEILL STEWART 
Jr., of Dallas, president of the NSOEA, which will 
sponsor the event with the co-operation of the Stationers 
Association of Southern California and the Stationery 
& Office Equipment Association of Northern California 








Known as the NSOEA Western Stationery and Offic MUTUAL CONGRATULATION Richard McFadyen 
Equipment Convention and Exhibit, it will be held Fel (ieft), president of Pat | ts d n of Ketcham & 
ruary 24 through February 26 at the Biltmore Hotel in McDougall, Inc, and W Sherman of Park Sherman 4 
Los Angeles ot: OMe on ot sight ia Alan Ponvdone, vice 

The essential reason for the new Western States event aia delle ata Ketel & McDoucall 
said Mr. Stewart, is the region’s vast industrial and com 
mercial development in recent years Park Sherman Line Purchased 

The dramatic growth has been in the aeronautics in 


In a move that brings together two t € w 
dustry, which has now made the West Coast the world love that brings together two of the best known 
brand names in the gift and stationery field. Ketcham & 
McDougall, Inc., of Roseland, N.J., manufacturer of 
Pat Products, has purchas d manufacturing equipment 


nd sales rights for the Park Sherman line of giftware. 


capital of the jet age, and in electronics. But equally 
important has been the massive « xpansion of broadly 
diversified industry. which has made that part of our 


nation one of the country’s leading markets for offi 
tathonery and desk items 


4 


supplies and equipment 
Announcement of the agreement was made in a joint 


statement by RICHARD MCFADYEN, president of Ketch 
& McDougall, and WILLIAM SHERMAN, vice-presi 
dent of the Springtield, IIL. firn 
According to ALAN FREEDMAN, sales manager for 


General chairman of the convention and show will 
be DEAN L. Despite, vice president of E. P. Wilmer, 
Inc. of Los Angeles: Co-chairmen will be GEorG! 
CORNELL, president of Cornell's in Chula Vista, Calif 
and KENNETH N. Brown, owner of Corrick’s in Santa 
Rosa, Calif. 


The exhibit aspect of the event will feature new prod 


Pat Products, his firm will retain both the Pat and the 
Park Sherman brand names 


It was further learned that the Park Sherman line 
ucts that streamlin ffice efficiency products and ugh pay’ ; 
will be produced entirely at the Roseland, N.] plant, 
methods geared to the specific requirements of the re ’ 
where additional facilities are planned to accommodate 


gional market 
the new line as well as the expanding Pat line. For the 
} 


Said Mr. Stewart Park SI : 
rm = , present ar lerman snij nts W D made from 
The \ est has specin needs wh ch require aistine . / 7 


tive methods of conducting business. This exhibit will 


TOV  ¢ mMportunit to show how t Sé eeas can pe 
spongy <meta ' eigte ach Edward Kallman Attends President’s 

The principal the: ind purpose of the convention Conference on Occupational Safety f 
phase will be the training of our industry's sales and PRESIDENT EIisENHOWER recently invited EDWARD 
management personnel in advanced selling and met O. KALLMAN. executix president of the Stationers 
chandising methods, to meet th requirements Of an a & Publishers Board of Trade. Inc.. to attend the Presi 
celerated age lent’s Conference on Occupational Safety, held recent 

The exhibit and convention will be supported by a ly in Washington, D.( 
full-scale program of promotion and publicity, designed The conference brought together more than 3.000 
to draw peak attention not only to the show but also to leaders from industry, labor. agriculture and govern 
the progress of the stationery industry and its importan tal agencies from the nation. The purpose was to 
to the general business and industrial community levise and then apply voluntary, co-operat ve means for 

ing the 13,300 deaths and nearly million dis 

New Address for Chicago Firm ee ree GENE, SURREY SOCEMNE Se SRTN 

Albert Hancock & Co., I teran Chicago oft ¢ program emphasis was upon broad functional 
supply and equipment firm, announces the removal of topics pointed toward new hazards anticipated in the 
its office and stockrooms to 2409 N. Clybourn Av s, rather than th lustry-by-industry ipproach 
Chicago 14. Phones are BU 1-8077-8-9 used in many safety confer :, a 
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[ cuaranreeo BY EBERHARD FABER 








FEEL FREE 70 MAKE MSTEAKES 


When You Have EBERHARD FABER "PAPER-MATED" ERASERS! 


“\y WH Ys 

yp GEE 0 orgy 
¢ 

Es 


Pan Ki fporck tasers Me dt Cie. high 





/ V; Tm ey ‘ 


©] ERERHARD 1 
“i SeEee USA 15¢ 


qs Balt han, BERLARD 
. Te) ERASER FABER USA 


VV" 


















" typewriter erasers. They erase clean 


isk <@> ABER STaADA ow. ERASER. : th a 


over 75 ways to do a 








All in all, = 


gs “9 rubout” right on any kind of paper! 





EBERHARD FABER makes America’s largest, most complete line of erasers. 


Ask your EBERHARD FABER Sales Representative about the 
world’s largest eraser line...or write today to EBERHARD 
FABER — your one source of supply for all writing needs. 


SINCE 1849 


EBERHARD FABER 
pila 4 Qual. nw wrstong, 


Wilkes-Barre, Pennsyivania-New York-Toronto, Canada 
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NO OTHER CHAIR SITS SO EASY AS THE 


Canin Delawce Folding cru Chain... 


and folds soflat...only 3” 


Priceless comfort, rare luxury, ex- 
treme serviceability . all yours 
to enjoy with this unique Clarin 
creation. The upholstered, bonded 
foam rubber seat, back and arms 
provide relaxing delights never 
before achieved in auxiliary seat- 
ing. Practically designed to serve a 


Auxiliary Seating. 
Firm Nome 

Street Address 
City 


Individual’s Nome 


1¢ 


Pioneers in Auxiliary Seating. Est. 1925 


~“ 
N 


CLARIN MFG. CO., 4640 W. Harrison, Dept. 33, Chicago 44, Ill. 


variety of seating purposes for 
office, school, hospital, church 
and other institutions. 

This is only one of several Clarin 
patented originals that were cre- 
ated to give you extra seating 
facilities without using extra 
space. Colors galore for any decor. 


Without obligation, send complete information on Clarin 


Write 
or 
Send 


Coupon 


CLARIN Manufacturing Co., 4640 W. Harrison, Chicago 44, Ill 


GUARANTEED 
10 FULL 
YEARS 


h 





pet 
Model 


3417-GGac “fa 


hig 
ju 
no 
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DETUR-AMSCO CORP., under the dire 


tion of | B. Sterling, regional sales man 
ager, Midwest division, assembled Steno 
rette sales representatives from 67 hrms 
and iwest cities for recent two day 
sales training clinic in Chicago. This meet 
ng is the second in a series begun by W 
E. Griff Ir.. New York, sales manager 
of the off equipment division. With Mrz 
Griffin was John Maloney, national a 
counts and New York City sales manager 
He was assisted in the conducting of the 
meeting by John O'Donnell, Albert Carlson 
and Robert Grupe, regional salesmen for 
the 


Esterbrook Pen Buys 
Cushman & Denison Firms 


The Esterbrook Pen Co. has agreed to purchase thi 
Cushman & Denison Manufacturing Co. of Carlstadt, 
N.J. and Cushman & Denison, Ltd. of Great Britain, 
SYDNEY E. LONGMaID, president of Esterbrook has an 


An agreement reached with the owners of the Cush 
man and Denison properties has been approved by Es 


terbrook directors. Action taken by management in 


concluding a formal agreement will be submitted to 
the stockholders of the Esterbrook Pen Co. for approval 
it a Ss} il meeting in the near futur 

Cushman & Denison, President Longmaid pointed 
out, will operate as a division of Esterbrook under the 
same management and with substantially the same pol 
cies as in the past. Davip L. PARKE, currently president 


of C.&D., will continue to direct the activities of the 


new SiO 
This acquisition, President Longmaid continued, is 
in keeping with the recently announced policy of Ester 


brook to expand its activities in the stationery and school 
supply fields. It joins together two of the oldest compa 
nies in those fields. C.&D. is in its 77th year as a pro 
lucer of felt tip pens and office specialty items. Estet 


brook observed its centennial anniversary in 1958 





Thousands Enter School Writing Contest 


Ch to 150,000 entries have been received in this 


Scholastic Magazines writing awards, sponsi red 
the W. A. Sheafter Pen Co 


KENNETH M. GOULD, editor-in-chief of Scholasti 
uid that 30 prominent U. S. authors, educators and 
s have agreed to serve as judges in this 
ury contest for high school students in this 


1 Canada. Winners will be announced dur 
k of May 2 


y 4 
Py totaling $3,300 in cash plus Sheaffer fountain 
ns W iwarded for the best entries in seven lit 

del 

- ae P Pe } . —c ip 2 8 

GGAC ir if Ss for students in public and parochial 

high hools, and in three categories for students in 
junior high schools. In addition, two winners will 

44. i MoOminated for college scholarships in creative writing 
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DeJur-Amsco in Regional Meeting 





Scale model of Ferrari “Grand Prix’ automobile adds novel 
touch to Commercial Stationery Co. showcase of Olivetti port 
ible and office machines lines. Designed by Commercial’s sales 
anager, Dan Austrian, the New York City window display 
is featured at a branch store in Manhattan's bustling financial 
listrict, and is expected to run for the next several months 
[he store was franchised by Olivetti in mid-December (1959) 
ind, according to Mr. Austrian, the show window represents 
the first step in an “intensive” campaign planned by the store 
to promote the new lines. Below is shown an in-store display 


ind demonstration counter at the Rector St. store 


Grandson Born to Truelick, Chicago 


Mr. & Mrs. PHILIP TRUELICK of the Economy Of 
fice Supply & Equipment Co. of Chicago became happy 
grandparents February 21. The Truelick’s daughter, 
Lois (Mrs. Eart BLock), gave birth to a 7 pound, 3 
ounce boy on that date. The new addition to the family 
has been named NORMAN 
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Only 
could make this Picture! 





Steel Shelving and Drawer Type Files all in one! 


Only STAX carry all the load on a skyscraper- 
type steel structure with each individual corru- 
gated fibre-board file unit suspended within the 
framework. 

The photograph above clearly shows the full 
steel support front and back on horizontal 
stackers that carry the load at four equal points 
to permit stacking to any height; the factory 
applied side plates that interlock units side by 
side to conserve floor space and give double 
strength. No fibre-board unit touches any other. 
fibre-board, drawers always work easily—never 
sagging, jamming or warping. 

Compare these features with other transfer 
files and you'll agree that STAXONSTEEL 
are the best you can sell... and the best buy 
for your customers! 


This is the STAXONSTEEL unit — Steel shelving and an 
easy-cccess drawer type file, all in one. 
@ All-Steel Framework 


®@ Finest Corrugated 
Fibre-Board 

®@ Attractive 
Appearance 

@ Five Stock 
Sizes 


WRITE FOR CATALOG, PRICES AND DEALER KIT 


BANKERS BOX COMPANY 


2607 North 25th Avenue ® Franklin Park, Illinois 
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Ad Clinic 


by JACK BEDFORD 





advertising consultant 


Small Space Advertising; 
Repetition for a Reputation 


PROBLEM: An office equipment dealer writes: ‘Sev- 
eral times in the past you have suggested small space 
ads as an inexpensive way to promote an office ap- 
pliance business. This idea appeals to me, but I need 
a little more information. Will you please answer 


these questions for me? 


SOLUTION: As you know, I am a firm believer in 
the value of small space ads used consistently. And, I 
welcome this opportunity to go into more detail by 
answering this dealer's questions about small space 
ads. Here are the questions asked 


How big should a small space ad be? 

Large and small are relative terms. If you have been 
using one-column one-inch ads, a two-inch ad may seem 
like a large ad. Or, if you have been inserting full-page 
ads, a two-column five-inch ad will seem small. 

Most newspapers have a minimum size ad that they 
will accept. Usually this is one-column by one-inch, how- 
ever, you should check with your local newspaper for 
its specific minimum Space re quirements 

You will need to watch very small ads (one-column 
by one-inch) to be sure they can be seen. Most news- 
papers place the large ads at the bottom of the page and 
the small ads above. The make-up of a page of a news- 
paper usually starts in the lower right-hand corner. 
Thus, your small space ad may be placed above the 
larger ad for a good position, or placed in the lower 
right-hand corner of the page for a buried position 

A small space ad that is one-column wide and four- 
inches deep is favored by many advertisers. This keeps 
the cost low, attracts attention, and is easy to prepare 


It will usually get good position in the newspaper, too 


How should the ad be divided? 

Your objective in small space ads is two-fold. First, 
you want to get your sales message over to the readers 
Second, you want to be sure your name is highlighted 

the advertisement 

When you provide a one-inch space at the top of the 
small space ad for your headline, you have enough space 
to attract good attention. Providing another inch of 
space for your store’s name at the bottom of the ad will 
turn the spotlight on this important element of your ad. 

The balance of the space is devoted to your copy and 
the illustration (if any). In a four-inch ad you would 
have two inches for your copy. This can be expended or 
reduced depending on how complete you want your 
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the fabulous 1400 series 
all new and low cost 
expressly designed for large users 


Here’s a new series of chairs for office and institutional use 
chairs which create an entirely new concept of a quality package, 
w at dramatically low cost. A thorough inspection 
that only Precision-Posturect could have 
1 group so big in value. Of course, you can't see 
ll feel it) the moulded foam rubber seats, the foam 
r backs and arm rests. Before you make any decision on 
ok at Posturect. You'll truly be amazed at what a 
1 get for so little money in the new and fabulous 


e you 


seating 
big | 
1400 series 
10-YEAR 


nha 


GUARANTEE. All 1400 Precision-Posturect 
ke Posturect’s other quality series, are backed by a 
10-year guarantee on the metal construction. 


series 


SION-POSTURECT CHAIR CORPORATION 
‘ T CARROLL AVENUE; CHICAGO 12, ILLINOIS 
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ONLY SOUND YOU HEAR 


recision-Postureet Chairs 
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READY NOW—THIS FREE BOOK 


An X-Ray view of the facts which prove, at a glance, 
the real value to be found in Posturect chairs. It's 


your guide to quality. 


. vee 
at tc PRECISION-POSTURECT CHAIR CORPORA 


Department OA-40, 3100 West Carroll Avenue 
Chicago 12, Illinois 


Gentlemen: We want complete information on the Precision- 


Posturect line of seating—the line that gives quality a new meaning. 


OEE 
TITLE 
COMPANY 


ADDRESS 


CITY ZONE STATE. 
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From any Point of View... it’s 


BENTSON 


OFFICE FURNITURE 


Office furniture dealers don’t normally hang by 
their heels to inspect our equipment but if they 


can stand it, we can! Because Bentson looks good 
from any point of view (and especially, the deal 
er’s). It’s sharp, clean lines are his assurance that 
here is a desk that sells on sight. It’s rugged bra 
ing “down under” is the customer’s guarantee of a 


lifetime of trouble-free servic: No need to hang 
from the rafters: our complete line catalogue is 


your's for the asking! 


Expanding dealer 
program may have 
an opening for you 
It's worth checking— 


BENTSON MFG. CO. 


652 Highland Avenue . Aurora, Ill 
TWinooks 7-9237 
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sales message to be and how large the illustratior is in 


tne ad. 


How can my headline attract attention? 

There are three ways your small space ad headline 
in attract attention. First, is the size of the type used in 
our headline. The shorter the headline, the larger the 


type you can select. A one-word headline set in large 


pe 
size type is your best bet to attract attention through 
physical size of your headline 

Second, is the word or words selected for your head: 
line. One way is to use a word that selects your audience 
such as “Men” or “Women’’. Another way is to select 4 
word that stresses a benefit for the reader such as “Save” 
r ‘New 

Third, is the style of type you choose for your head: 
line. This should be in character with your advertising 
message and yet be distinctive. Your local printer cag 
give you some good advice on the type selection as if 


applies to your particular advertisement 


Should it have a border? 

A border on your small space advertisement will help 
set it apart from the other small space ads in the paper, 
With a distinctive border you can make it easy for peo- 
ple to recognize your ad « ach time they read the news- 
paper. Thus, they are reminded of your business day- 
ifter-day as they scan the newspapet 

The size of the border should be in relationship to 

size of the ad. If the border ts too large you will 
not be able to deliver your sales message effectively 
1 if it is too small it will not set your ad off to ad- 


tage 


How much copy should it have? 
You do not have enough space to write long copy in 
small space ad. Prune out all unnecessary words and 
make every word a selling word. In two inches of space 
you can only use about twenty or thirty words of copy 


effectively to tell your sales story 


Should it have a picture ? 
Illustrations help you tell your story quickly. How- 
ina small spact id you do not have enough Space 
to use a large illustration. If detail is important in your 
tration, be sure your ad is large enough to make 


| illustration easily s 


Can you give me some ideas? 
Small Space advertis ng is using tin bullet technique 
rifle rather than the scatter-shot of a shotgun. With 
selective headline for your small spa ad you can hit 
sales bullseye 


For instance, you can direct your ad to people in one 


upation (teachers, accountants aoctors, etc.) Or, 
headline could be add essed tO one group ol pco- 


(National Office Managers Association, Certified 


Publi t 


Accountants, 





P ople who are working for on 
1 target for your small spa 
out one section of the city, on 
lding for your small space ad tor 

At first this will seem like a tr 

tising dollars. Selecting the peoy 


street for your ad elimina 


ompany might be a 
Or, you could sin- 
street, or One office 
h 
qaous waste ol ad- 
le who live only on 
other peopl as 
Pa 80, Please 
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ANOTHER LYON PRODUCT 


SO EASY TO USE 


‘ SS ‘ 


stack IT? | Sch, 

3 

RACK IT? | / « ( , 

Ypy it / =\ J — 
py 9 carT IT? | | : a 


copy | 2) © - 
PROBLEM ? PLAN CUT 


STORE IT? (> 


- 
=? 
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How Remember the erector set you enjoyed as a kid 

all the different things you made—ladders, 
bridges, carts, windmills and dozens of others? 

Lyon Slotted Angle brings you that same ver- 
satility and simplicity in slotted lengths of cold 
rolled steel angles—with heavy galvanized finish— 
ready to handle an endless list of man-sized jobs! 
niaqu You don’t need an engineering degree to use 
Witt Slotted Angle. Just make a rough sketch, indicat- 
ing the length of each part you need. Cutting 
angles to size is a breeze because there’s a guide 
mark every 3 inches. A couple of wrenches is all 
you need for easy, on-the-site assembly. 

Catalog #180 tells the complete story. Drop us 
a note and your copy will be on its way, pronto. 


LYON METAL PRODUCTS, INC. 


General Offices: 428 Monroe Ave., Aurora, Illinois 
Factories in Aurora, Ill.—York, Pa.—tos Angeles 


A PARTIAL LIST OF LY 


Desks Storage abinets ® Bookcases ° 
Tables it Drawer ‘ © Coat Racks ° 
Stools Drawing Tables © Shelving © Work Benct 
Lockers Filing Cabinets ® Bin Units an Drawer 


{ 


art 
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LOTTED 





Another New Product 
Profit Opportunity 
for Lyon Dealers! 
WRITE FOR 
SLOTTED ANGLE 
CATALOG #180 





ON PRODUCTS 
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St. Louis Lions Club ‘Automated’ 


ST. LOUIS 


J. R. MacMILLAN, manager of the accounting ma 


Co 


on 
. 


oda 


chine division of the National Cash Register Co., was 


* 


















the speaker February 17 for the Downtown St. Louis 
Lions Club in the No. 1 session of the three-week work 


iy 
i 

: 
i\ 


shop on Business Automatior 


These unusual programs for a service club were at 
ranged through the enthusiasm of N. H. VON SOOSTEN 
St. Louis business machines’ dealer who is chairman ot 
the Lions’ program committ 

Following MacMillan’s talk the Lions were to hear 
P. Ee. JOHNSON of IBM, A. Y. WILSON of Burroughs 


and possibly one other speaker 


Defining the programs Lion Von Soosten said they 





were planned to include the broader int rpretation oO! 
what the new hardware of computors, electronic data 
processors, and all the related devices can produce re - 
_ which spells 1utomation in business SS > a 
Guests at th meeting included CLARENCE O AUTOMATION IN THE LIONS’ DEN J. R. MacMillan 
SCHLAVER, managing editor of OFFICE APPLIANCES (right), manager ot A iting Machine Division for - 
, ' National Cash Register (¢ n St. Louis, Mo., explains the 
and RALPH Cox, editor of Mid-Continent Banker maga ; bo E 
nes of one of his nes to Shelby F. James (center) 
zine. sident of the Downtown St. Louis Lions Club. Looking on 
Fach speaker not only tells about new devices in au N.H. Von Soosten, St. | s business hines dealer who 
r " 1 for this first of tl etings on the subject of office 
lisplays and operates some ot the new ) 
tomation but also displays as perates some of the n fats: ies ‘eecls alll in ee len, 
machines designed to speed up office operations IBM and A.Y. Wilson for B ghs ¢ 


Memo Flex, a new visual control/scheduling board, 
will keep your customers on top of the important 
key details of their responsibilities. A glance tells 
them where things stand, where trouble may be 
developing. A visual picture of concise details—a 
spur to action. So easy it actually invites use. Kept 
active, accurate and up-to-date in moments with no 
gimmicks or gadgets to confuse its use. 













Completely flexible, it comes with all the materials 
necessary for the user to create a custom system at 
a fraction of the usual cost. 







Dealerships are available and sample units for your 
inspection will be sent without obligation. Write us 
now for complete information. 












Memo Flex Division 


Die 
7" 515 Bannock Street, Dayton 4, Ohio 
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This is Memo Flex . . . visual con- 
trol at its very best. It’s brand new 
and profitable. I suggest you write 
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for dealership information now. , i 
“cotgma (ties tieme Strep eo gresne pone ems Stripn tde up ane | wimp Security Shase attewt 
e Replace to change just wpe p clear Gown, snap and out contents of Board to be 
trips ait? trsswe or cloth te conceated from wew 
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No lost P# apers- 

ted or remove ed fast, anywW 

ee cLiP.* Base, and spring steel, 0 
compressors minimizes wea and tear ° 
waa _— nts. NO wires, no coil springs: 


n be inserte 





and the N NEW 
MINUM CLIP BOARD 


KOV Anco ALU 


Featuring th 
C0 punches Paper Hol 
ight of ordinary { 


ADVAN 
Eliminates * e bulk and wels 
clip boaras slides into any brie case. 9 * 12% 
handsome, practical, 
Beauti- 


14" pinding capacity: 
durable item wit smmediate eye apped 
ed in polyethylene, lean and 


fully packag 
fresh in stock. 


Write 
attractively — and disco 
| y priced, volume peer on these fine-profit 
ing items . o ») 





“al 


* 
= 





MADE IN S 
U.S.A 
REG. U 
. U.S. PATENT 
OFFICE 


te 





76-05 51 
: st Avenue, Elmhurst 73, L | 
‘ Tel.: Hickory , LL, N.Y. 9 
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and ECONOMY 


macarhy 
niged to sell 


Four Drawer, Two 
Drawer and One 
Drawer Files with 
Nylon Rollers and 
Compressor Blocks. 


lemzriee Of QUALITY 


DURABLE 


FILING EQUIPMENT 





Seven Styles 
and Sizes in 
Durable Grey, 
Mist Green and 
Desert Sage. 
Beautiful 
‘‘DURA-STYLED” 
Plastic Molding 
in matching 
colors. 








BLUEPRINT CABINETS 





Write for our attractive color 
Catalog Illustrating the com- 
plete line of Tables...Desks... 
Filing Equipment... Sectional 
Desks... Bookcases and Sec- 
tional Bookcase... Telephone 


and Utility Equipment and Engi- 
neering Blue Print cabinets. 





PROMPT SHIPMENTS FROM OUR WAREHOUSE STOCK 


DURABLE DESKS ARE CAREFULLY PACKED IN 
STURDILY CONSTRUCTED WOODEN CRATES 


DURABLE FILES ARE PACKED IN INDIVIDUAL CARTONS 


DURABLE: 


DEPT. O-11 


38-42 REVIEW AVE LONG ISLAND CITY, NEW 
Calif. Warehouse—Damien M. O'Brien Co. 
El Segundo, Calif 


YORK 
900 N. Sepulveda, 





Ad Clinic 


Zl yn Dp 
Uo? Mea from Page /f 


readers. However, natural curiosity will tempt others to 


read the ad even though it is not directed to them 


And, the people who live on the mentioned street will 


feel complimented and read your advertising 


message 
completely 


Can I protect good ideas? 


You could go through the formality of getting an of 


ial copyright for your advertising ideas. But, the work 
s hardly worthwhile 
Th j 


in th 


and worry involved in this 


Your newspaper will protect you do not want 


all ot their ads to appt ar the same paper so they 
will persuade other advertisers adopting your ideas to 
Also 


published an idea others will hestiat 


their business not to use th id once you have 


to Opy it becaus¢ 
ators by the readers of the 


they will be labeled as imit 


newspaper who know the idea was o1 ginated by you 


Can good small space ads be repeated ? 
fallacy of ad 
It can 


Yes. Repetition builds reputation. One 
vertising is that an ad cannot be repeated 


Not all peopl will s your ad the first time it ap 


pe People secing it the second tim (and remember 
ing they saw it before) get a stronger impression the 
second time and the first impression must have 
n good for them to remember it 
Before you repeat your ull spa id be sure that 


you heck the COpy It should be nang d to keep it in 


tune with the times brought up to dat 


Accountants Meet, Award Multiplier 


Addo X 


warded to George 


automat push-butt 


' 
Nisl t of 


multiy lier was 
} 
| 


Haute, Ind., at the 


tants Conven 


National Society of 


tion held in Chicago 





a 
AWARDING MULTIPLIER at Accountants Convention 
f tt to right, John P. Ber brancl nag and Cl} 
s rep., both of the A X Sales Corp. Happy re 
$4 prize is G Nisbet. M D s Johns 
side I 
his new model was the grand c« ntion prize of 
d by Addo-X, Inc. in New York through their mid 
western branch office, the Addo-X Sales Corp., in Oak 
ark, Ill. Included with multiplier .was a carrying 
Nisbet is a public a intant 
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INYL gives you values 


unequalled by fabrics 


ee 












































. , . and Masland Duran gives you values unequalled in vinyl 


RIGHT HERE, LET’S MAKE ONE POINT CLEAR: 
we are not suggesting that all vinyls are superior to all 
fabrics. Naturally, the question of relative quality enters 
into such evaluation. 


What we are saying—and emphatically—is_ that 
Masland Duran elastic fabric back gives you overall 
advantages that you cannot afford to ignore . . . and 
that these values, deriving from unquestioned top qual- 
ity, give furniture certain essential features that con- 
ventional upholstery materials cannot. 


Take its decorative scope, for instance. You can 
select this versatile vinyl in deep, rich textures, printed 
or embossed patterns or aristocratic antique leather 
effects. Colors, too, are entirely different from any you'll 
find in conventional upholstery materials . . . incom- 
parable beauty in everything from delicate pastels to 
deep colors 


Look at it from the standpoint of economy. Even in 
factory offices and reception rooms where seating is ex- 
posed to grime and wear, Masland Duran requires no 
special maintenance. In fact, frequent cleaning with 
soap and water is all that’s needed to keep it fresh 
looking. Wonderfully resistant to scuffing and fading. 


Consider it, too, from the angle of easy evaluation. 
With this quality vinyl you don’t have to be an expert 
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on pick, ply warp, denier, etc. Just run your hand over 
its textured or leather-like surface, bearing in mind that 
this lovely color-fast vinyl can be kept clean with the 
greatest of ease and the smallest of expense. Only top 
quality vinyl gives you this important advantage. 


Finally, because Masland Duran lives up fully to its 
claims of inherent strength, color fastness and resistance 
to wear, you are not faced with the costly need for 
too-frequent reupholstering or replacements .. . a fact 
that explains why Duran is so widely preferred as the 
upholstery covering for every type of office seating 
from reception area to board room. 


Make a breakthrough to greater beauty and economy 
in upholstery by making a break with tradition. Re- 
member, vinyl gives you value that fabrics do not .. . 
and the unquestioned best in vinyl is Masland Duran. 
Be sure to specify it on all types of office furniture. 


THE MASLAND DURALEATHER CO. 
Dept. 59, Philadelphia 3%, Pa. 


ELASTIC FABRIC BACK 


Masland Duran 


vinyl upholstery 








IYPICAL of the many 
groups in attendance at 
penter Paper Co. merchar 
na Sales Clinic Was tn 
Story-Wright, Inc 
[ex., pictured at the Dor 
shing Co. booth. Fror 







Carpenter PapeiH, 








DEALERS cag si ee ae nged 7 ree , cme - C. W. CHANCELLOR, JR., district governor of Region 
tingle : m Pies: ee hee ee es 9 NSOEA, welcomed the dealers to attend the forth- we 
oming regional in Houston tie 
Ever since Adam and Eve invented the first loose thi 
leaf system, filing supplies have been a problem for our or 
customers,” declared Globe-Wernicke’s BILL AYLWARD - 
He told the dealers: ‘Let's sell filing for what the cus- oni 
tomer needs rather than to match something he already 
DALLAS. TEX has or thinks he wants You know more actually set 
B 1 as “A Full Day of New Sellinc ibout your customer's problems than he does You we 
Ideas for Stationers,” the Carpenter Paper can obtain new customers by product knowledge and of 
Co. merchandising and sales clinic held in Service 
the Statler Hilton Hotel here Saturday, Feb The speaker asserted, “The smallest things you have G 
ruary 13. proved just that to sell are most essential to business Cl 
Th hallenge of automation received th 
much attention in the Sp aking program featuring Products Bought for Purpose Ire 
Britt AYLWARD, The Globe-Wernicke Co., ‘The Emphasizing that “A customer buys a product for col 
Sales Value of Filing Supplies what it does rather than what it is.” Avlward demon- yo 
Ep WHITTEMORE. Wilson Jones Co.. “New Ideas strated several of his company's items. In rapid fire ins 
for Selling GrayLine.” fashion he told his audience 
CLARENCE W. CLEMEN, G. J. Aigner Co.. Automa Your market lies in the 32 million people who 
tion Opportunities for the Stationer in Guides and work at desks . 3307, of the labor market 
Indexes.” About 35% more is spent on supplies than equip 
Neit STEWART, president of NSOEA, ‘What ment. . aut 
NSOEA Means to the Stationery Business and What It “The greatest selling word is ‘new get your COs 
Can Do for You product in the customer's hands and let him feel it bet 
DAVE LIVINGSTON Shoppers, Buyers and Custom Graphic demonstration was given of how items such 
ers.” is Every-Day files, waste baskets and book ends can be the 
In addition, RALPH R. Moser, senior vice-president pushed by the dealer wh 
of Carpenter Paper Co., was heard in a stimulating ad ; ; } spz 
dress which summed up his company’s policies and plans New Catalog Makes Bow 
for continuing yperation with office suppliers Arrival of the new Wilson Jones business forms on 
Exhibits by around 60 manufacturers, displaying new atalog added excitement to the talk given by Ep WHiIT- tut 
products and fostering ideas for dealer merchandising rEMORE, enthusiast for GrayLine sale in a developing be 
them, highlighted the all-day program which attracted uutomation and ‘‘save tit and money” market cot 
more than 400 dealers and travelers from Texas, Louisi There is more and more machine bookkeeping today tak 
ana, New Mexico and Mississ ppi manual record keeping has changed to one writing tio: 
Hosts were P. D. HANDLEY, division manager, and Unfortunately you are losing your volume to direct Dos 
JAMES DUNCAN, stationery manager, both of ¢ arpenter sellers,’’ he told the dealers. “We in the stationery trade to 
Paper Co nust get into the record-h ping suj pl es business ; 
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ON THE SPEAKERS’ rostrum for the Carpenter Paper C 


nd sales clinic were (trom left): R. R. Moser 

Sef sident of Carpenter; Bill Aylward, The Glob 
Wernicke ¢ James Duncan erchandise manager of con 
Carpenter Paper (¢ chairman of the meet 





ing; Clarence Clemen, G. J. Aigner Co.; Neil Stewart, presi- 
dent of NSOEA; Dave Livingston, noon luncheon speaker; 
and C. W. Chancellor, Jr., District Governor, Region 9. Not 
pictured because of faulty photograph is Ed Whittemore, 
Wilson Jones Co 


PeiHost to Dealers; Automation Stressed 


. Th lvantages of selling stock forms and binders 
th were told and Whittemore gave informative demonstra 
tion of his company's nylon post binder application to 

LOOSE the housing of the records used in today’s automation 
our or machine record keeping. “If you sell these binders 


ly in the field of automation selling,’’ he 
Jones’ policies of helping the dealer through 
irs for salesmen and a comprehensive new catalog 

I ; 

You nla lew € 


were told by the speaker, who explained the advantages 


nd of snap-out forms and various one-writing systems 
Displaying some of the products manufactured by 
r Co. as a supplier for automation, CLARENCI 
CLEMEN prefaced his remarks with the observation 


that for definition purposes “Automation is to change 


1 operation to a machine operation.” He 
ontinued, “Automation can be the adding machine at 
your grocery store or even the little gum machine chang 


ng fi hand purchasing to machine purchasing 


Savings Make Difference 
ull this fuss about automation? Simply becaus¢ 
s making possible savings in time and labor 
business these savings may mean the difference 
and loss 
rurning to tabulating card guides Clemen pointed out 
in Dé that the Aigner Co. in 1952 “redesigned the inserts 
to our tab card guides so they match the 
a spacings on a typewriter or automatic printing machine 
ns to the user that if the inserts were prepared 


nat writer just a flick of the spacing lever would 


/ HIT iutomatically position the insert so that the title could 

ectly on center up and down. A person 
these inserts in half the time it would 
Ke wit ther inserts. Now, doesn't this fit our defini 
- tor tomation? From hand positioning to machine 
ositioning! And aren't the automation benefits there 
vings in time and labor! 


l nstration continued with insertable indexes 
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index tabbing, rip-proof sheets, and so forth. The 
speaker asserted “Your market is actually selling the 
same products you have always sold . . . but now with 
automation features that your user/customers are looking 
for 
Instead of old-fashioned post binders you now sell 

the new, thin post tabulating binder 

“Instead of old style indexes you now sell a new style 
of index for thin, post tabulating binders. 

“Instead of old-fashioned one-up type forms, you now 
sell continuous forms. 

“Instead of old style posting type trays, you now sell 
new trays for tab cards 


Dealers Must Reach User 


In selling these automation supplies, Clemen advised 
the dealers that they must reach the user even when it 
means bypassing the purchase agent and calling on the 
tabulating supervisor instead; they must expose their 
products and literature to the user; they should join 
the local chapter of National Machine Accountants 
Association and above all “expose your mind to automa- 
tion.” 

Closing his remarks, the speaker asserted, “If station- 
ers equip themselves to sell automation products, they 
will reap the harvest of one of the greatest growth 
markets our civilization has ever seen. If they chose not 
to solicit this business, another market will be lost to 
the stationery industry.” 

NSOEA President Nett STEWART, JR. and his father, 
a former president of the association, were guests at the 
noon meeting addressed by DAve LIVINGSTON of Iowa, 
who cleverly classified “Shoppers, Buyers and Custom- 
ers 

Many of those attending the merchandising and sales 
clinic were present for Texas Travelers Club Valentine 
party, a dinner dance, held that evening with Jim Pryor 
chairman. It was a fitting close to a profitable day. 
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Rockwell-Barnes Plans 
New Plant, Offices 


Rockwell-Barnes Co., 57-year-old paper and paper 
products manutacturer, 1S consolidating its factory, 
warehouse and offices into a new 90 OOO square root 
building to be erected in Centex Industrial Park in 
Elk Grove Village northwest of Chicago 

Mrs. T. J. SALSMAN aided by T. J. SALSMAN, presi 
dent of the company broke ground recently for the on¢ 
story structure on a five acre tract. Completion is sched 
uled for next October. Northern Builders is general con 
tractor for the building 

At present, Ro kwell-Barnes operations are spread 
t at 1511 West 38th 
Street, a warehouse at 3930 S. Winchester, and general 
offices at 35 E. Wacker Drive. THOMAs J]. SALSMAN 


president, said the company had reached the limits of 


among three locations—a plas 


expansion at both th plant and warehous« 

“The new plant will give us more floor area than we 
now have, and we anticipate a 50% increase in manu 
facturing capacity. More space proportionately will b 


devoted to manufacturing. Better ceiling heights tor 


storage of finished goods and raw stock will permit 
more efficient warehousing. Consolidation of general 
and factory ofr s will conserve space Perhaps most 
important, we will have ampl ground for future ex 
pansion, as we ll as for parking Salsman stated 
Rockwell-Barnes specializes in producing office suj 
plies for the stationery trade, including such items as 
adding machit 1 other rolls. desk blotters, file fold 
ers, notebooks, pads—plain and ruled, printed “Copy 
second sheets, bond ind sul phite papers, duplicating 
mimeo and manifold papers, Manila second sheets, and 


offset papers 


IDG Offers New Contract Service 


Industrial Designers Group, Inc., 58 E. 58th St 
New York N.Y., is now equipped to provide fur 
nishings of special design for dealers through the firm's 
various factory sources. This new contract service ts 
available in addition to regular line provided by the 


company 





Wi 


START NEW PLANT I J. Salsman president of Rockwell 


Barnes Co.,’and wife turn first earth in Centex Industrial Park, 





Elk Grove Village Il! fr 90,000 square foot factory, ware 

ise and general office building. (Pictured at top). Als@ 
participating in February ceremonies were (left to right) Gor 
on Juttner, vice president of company; Milton Podolsky of 
Davis, Pain & Co., real estate broker for the purchaser in sité 
icquisition; Charles A. Hodlimair, president ot Elk Grove q 
Village, and Bud Cohen of Salk Ward & Salk, mortgage bank 


who arranged financing 












Art Steel Point-of-Purchase Aid 


The Art Steel Co., Inc., of New York City recently 
distributed to its dealers across the country an eight by 









12 inch pressure sensitive decal sign featuring its ling 





of Steelmaster of: 






nce equipme nt. 





Designed fot 






application to 


store windows Of 





glass doors, the 





sign includes 





halftone picturé 
of a desk and 






chair as well 





the company’s trademark, Art Steel used the waterles 






pressure sensitive type of decal with the thought of mak 





Iny 


+ the advertising that much easier for the dealer 













EFFICIENCY is the keynote @ 
this installation made by Chuck Le@ 

Lee's Offi Supply, Fort Collin 
Colo., tor the Production Credit Corp 
city. Shaw-Walker Expand 


installe d toge the 
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EN LEFT UNCAPPED! 


TS NEW... 


it's revoluti 
“ i Push down—Presto! 
. . 
= again—regardless of h 7 
n 
g the cap has been off! ot 


HERE ARE SOME OF THE BIG 
ADVANTAGES WITH THE.. 


HARHDRY \NK MARKER: 






Writes on any surface—even 


metal! 

Never dries UP when | 
uncappe 

Contains more ink than 
higher priced markers 
8 brilliant colors 


2-miles of writing 


PS a 


Can't evaporate 


Completely leak-proof 
ble tips and inks 
mean greater economy 
@ FOR FREE SAMPLE, ADDITIONAL 
DETAILS AND DISCOUNT 

SCHEDULE WRITE: 


Replacea 


ING COMPANY 
N. J. 


° Newark , 


MANUFACTUR 
169 Murrey Se 












“Makers of 

. the Famo ‘ 

Knife and Flash Box cual a 
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Plans Progressing for NOMDA Coronado Convention 
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pull into Union Depot, Los Angeles, at 8 a.m., and 
with a train leaving for San Diego at 10:30 a.m. from 
the station. will not need to change depots. Then just a 
short scenic run to San Diego, five minutes of sea breezes 
Coronado 


the ferry, and t hot s waiting 





Diebold Member of 100 Year Assn. 


Diebold. Inc.. was officially inducted recently into the 
Hundred Year Associat of New York, Inc. Attend- 
the Diebold rece it the Hotel Plaza were som \ 
bankers, insurai pe | 
s as well as 70 representatives 
Presentation olf 


ide by JAMEs A. I LEY, presid f the association 


} ] 
the s IDO! I persn piaque Was 


hairman ot Coca-é 1 Export 





YEAR AW ARD i nd K nt president of Die mil 
r . - stul 


Ly 

N, chairman of Diebold, in a short sj h of accept = 
C said that his ha O 1 1tS name as i 
nternational symbol for the best in engineering skill ud 
gn and quality ae 
We look forward to the next 1 years working | 

iten 


issociation with all of you he said We know that 
through serving r needs, heeding your sugges 


ns and meeting vour exacting demands will we con 


Ernest W. Gross til recently harge of all mar 
ng operations phi Stenorette d 
ng machine and ty writer divisions of the DeJur sO 
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4 and sales manager nt consult nirm to | 
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OFFICE GRO PING typ ical of 18 private offices furnished by 
Valley Off Supply for Kern County Court House. Desk is 
St Davis Furniture Co., chairs are from the W. H. G 


“““ 600 Chairs Installed In 


County Court House 


The Valley Office Supply Co. of Bakertield, Calit 

ntly rnished the court rooms and offices of the 
Kern ( ty (Calif.) Court House with more than 600 
hairs of the 
H. Gunlocke 
Chair Co. and a 
large number of 
desks from _ the 
Predictor series of 
Stow Davis 

The new build- 
ing (actually 





three buildings 





ourt house, ad 


and sheriff's office and jail) is a 
] ng statement ol! modern, efficient quarters fora lo 
Ci E. STICKLER president of Valley Office Sup 


hed the job with enthusiasm and put in 

h work in the fulfillment of the demands set down 

utecture. The private off court rooms, and 

iges’ chambers were all walnut paneled and carpeted 
wall 

For t most part, Stickler was able to use standard 


hout the buildings 


3-M Enlarges Indiana Plant 
M ta Mint 


irg { p| iting products mani 


1g and Manutfa turing Co will en 


facturing plant in 


Hartford Cit Ind., by more than 60%, the company 
4 : square-foot addition will be built on the 
tf ] rt the existing plant on the ity S east ed ge 


will start late this spr ind is expected 


early in 1961 


T} I DI S me led to meet the rapidly increas 
gd | for Thermo Fax’’ brand opying machines 


3M Microfilm Reader-Printer products 


1 L. A. SOLBERG, plant manag 
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Eberhard Faber Awards 
Window Contest Prizes 


Winners in the Eberhard Faber ‘Carnival of Color’ 
window-display contest, which attracted the participa- 
tion of 401 dealers from coast-to-coast, have been an- 
nounced by C. PAUL MAILLOUX, vice-president and 
sales manager 

The contest proved a vividly effective promotion for 
the Eberhard Faber line of colored pencils and other 
chromatic writing materials. 

The prizes were awarded to the individuals who de- 
signed the winning window-displays 

First prize, an RCA color television set, was won by 
DouGLas H. Russen, of the Zac Smith Stationery Co., 
Birmingham, Ala. 

Second prize, a Motorola portable TV set, went to 





TAKES FIRST PRIZE—A Birmingham, Ala., stationer has 
won first prize in a nationwide window-display contest spon 
sored by the Eberhard Faber Pen & Pencil Co. It was awarded 
to the Zac Smith Stationery Co. The prize, an RCA color tele 
vision set, went to Douglas H. Russen, who designed the win 


ning display as pictured for the store 


LiNDsEY G. DURHAM, of the College Bookstore, South- 
western Louisiana Institute, Lafayette, La 

Third prize, a transistor radio, to Mrs. CHARLEs J. 
LAFYE, of the H. H. West Co., Milwaukee, Wis., and 
fourth prize, a similar radio, to Bop WILLIAMS, of 
Pound & Moore, Charlotte, N. ¢ 


Farnham’s Gets South Dakota Exclusive 


Farnham’s Stationery & Supply Co., Minneapolis, has 
been appointed exclusive distributors of Heywood- 
Wakefield public seating for the state of South Dakota 

M. W. KNOBLAUCH, vice president, explains that 
Farnham’s will be the sole distributor of this line of 
theatre seating, school furniture and auditorium seating 
in the state. A special feature of the line will be the new 
HeyWoodite solid plastic in colors 

The South Dakota representative for Farnham’s is 
WALTER L. STROH, 313 N. State Street, Aberdeen, S. D. 

The Minneapolis dealer is also the exclusive distribu- 
tor of Heywood-Wakefield public seating, now in its 
134th year of production, in Minnesota, western Wis- 


consin and North Dakota 
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ntinental Boeing 707 Tet 
Speed Your Sales with this Completely New 
Concept of Time Saving, Quality Erasing! 


SUPER CONVENIENT JET ERASERS 


TWA ! 


SHAPE: Almost like a bal! point pen 
Wonderful in ‘feel’ and balance, so 
easy to handle and use! 












































STYLE: Smart, transparent polyethylene 
holders, with pocket clip or whisk brush 
for typists. 
SIZE: Luxury rubber cores — over 4/2" 
long. 
SPEED: The smoothest 
erasing ever originated to gratify your 
customers and speed your sales 
EXCEPTIONAL QUALITY 
RUBBER TEXTURES 

FOR ALL ERASING REQUIREMENTS 
MULTI-PURPOSE ERASER 
NO. 855 TWIN JET. Bi a nd Ne W ! 
Double ended, contains both gray and 
red rubber cores, each over 2 long! 
Gray rubber for erasing typewriting, 
business machine writing, ink: red rub 
ber for pencil erasing and cleaning 
With pocket clip. 
FOR ERASING INK, TYPEWRITING, 
BUSINESS MACHINE WRITING 
NO. 827 JEV.With business-like gray 
rubber core. (NO. 8270 with whisk) 
FOR PENCIL ERASING & CLEANING 
NO. 825 JET.With fine red 
core. (NO. 8250 with whisk) 
FOR BALL POINT ERASING 
NO. 838 BALL POINT JET. Special “bal! 
point” formula green rubber (No 
8380 with whisk) 

Multiplying volume n rehiis 
In ear h texture 

NO. 800 JET TRIO DESK SET 
Unusual and attractive Jet Eraser Set 
One each Nos. 825. 827 and 838 Jet 
Erasers with refills for each, in attra 
tive transparent, convenient size poly 
ethylene case. 


finest, fastest 





rubbe 

















Quality products to build customer confidence! 


WRITE FOR THE DETAILS 
THAT SPELL JET PROFITS! 





WELDON 
ROBERTS 
RUBBER CO. 
365 Sixth Ave., 


Newark 7, N.J. 
World's Foremost 
Eraser Specialist 


Finest Quality for the Finest Erasing 


Walon 





wf 


Correct Mistakes in Any Language 





Booklet Tells of 1961 Line 


Story,” 4 
four color, 20 page 
booklet on desk calen 
dars, has been pub 
lished by Columbian 
Art Works, Inc. This 
special brochure, pub- 


‘Success 


lished as this company 


is about to enter its 





100th year of service 
gives a completely illustrated 
description of the entire 1961 line of Success desk cal- 


to American business,” 


endars. 

Published in a desire to provide stationery salesmen 
with maximum knowledge of the many selling features 
features of 


of the line, it illustrates and describes the 





these calendars 

With the introduction of the 1961 line, the Milwau- 
kee firm will mark its 100th anniversary, having first 
started as a printer, and later publishing magazines and 
newspapers. Two recent additions to its building pro- 
vide more than 65,000 square feet of space which 1s 
now used for the manufacture of its products 

Copies of the booklet are available by writing Colum- 





bian Art Works, Inc., 2300 W. Cornell St., Milwaukee 
9, Wis 
New Trademark for Wausau Mills | oe 


The Wausau Paper 
Mills Co. of Brokaw, 
Wis., recently intro- 
duced a new trademark 
extra 


‘made with 


care to its dealers 





through an_ attractive 

merchandising folder 
In a covering letter, 

D. B. SMITH, president 


of the firm, says that though the phrase may be a little 





old fashioned, the thought behind it is the foundation 
for the company’s past, present and future growth and 
SUCCESS 

The new mark is the basis of an advertising campaign 
which was launched in February and is planned to con- 


tinue through future months. The campaign will tie 
dealers’ sales aids with advertisments in magazines with- 
in the paper market 


Miami Dealer Names Sales Manager 


O. M. HALL recently joined Miami's (Fla.) oldest 
office equipment firm, Mr. Foster's Store, Inc., as sales 
manager. He has been active in the office equipment 
field throughout the Southeast for the past 13 years 

Most recently, Hall had been with the James A. Head 
Co. of Birmingham, Ala., where he made work flow 
surveys, layouts and did color co-ordinating 
that he had been in partnership with JEFF HUDSON in 


the Hall Office Supply Co. in Andalusia, Ala 


Prior te 
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Put Sturgis © Line Chairs in Your Picture 


We asked a well-known interior designer to place a grouping of Sturgis 
Thinline Executive Chairs in a typical contemporary setting. The result 
| is shown above. The swivel and both guest chairs have large seats and 
contoured backrests padded with bonded foam. New torsion bar control 
on the swivel model provides a smoother chair ride than you would 
imagine possible. To find out the modest prices at which you can put 
Sturgis 100 Line Chairs in your installations, write, wire or phone. 


I W 


POSTURE CHAIRS 


THE STURGIS POSTURE CHAIR COMPANY + STURGIS, MICH. 





Genera! Sales Offices, 154 E. Erie St., Chicago 11, Ill. 
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Start with this 
$98 package of 
Shannovue 

visible records 





SIMPLIFY YOUR 
RECORD KEEPING 


WITH Fina SAVING 





Expands your filing services — increases 
sales through demonstration action 


| Package contains all you need for effective demon 

* stration action. Includes cabinet with cards, book 
with pockets, frame with strips; catalog price 
list, point-of-sale and advertising materials. List 
value of included merchandise: $176.40 


No large inventory necessary. You need no special 
department or sales staff 


You can offer complete filing services to every 
customer by adding visible equipment 


Generous discount structure gives good margin 
Competitively priced supplies 


Prices compare favorably with finest visible equip 
» ment. 


Shannovue has a good history of repeat business, 
with our dealers 


Chama ) +O: “Gistems) 


ODOn — co Do 


H-O-N CO. SHANNOVUE DIVISION 
MUSCATINE, IOWA 


C] Yes, send me your $98 Shannovue starting package 
Cj Send me the complete Shannovue catalog 

Your Name 

Address 


City State 


imperial Desk Holds Sales Meeting 


The Imperial Desk Co. recently held a sales meeting 
t its Evansville, Ind., headquarters at which members 


AL 


( 


f its nationwide selling force were presented the 1960 
sales program. Theme of the meeting was ‘Go Like 60 
in 1960.”’ 

The center of discussion was the companys new 
Predicta line of office desks and modular units which 


was highlighted at the NSOEA Convention in Chicago 





MEMBERS OF THE I Desk (¢ national sales torce 
ently for a year-end sales rally in the company’s head 

rs in Evansville, Ind. When selling the Predicta line of 

Ss na modulat units tl en were fold fo Go like ( 


Guest speaker was packaging expert FRANCIS COATES 
jitfy Manufacturing Co. Other speakers were GILBER1 
B. BOssE, president of the company; NORMAN GERTH, 
secretary-treasurer and sales manager; and MARVIN J 
LOCKYEAR, president of Hathaway & Associates adver 


avency 


Predicta, the companys newest entry into the field of 
nodular oftice equipment structurally combines wood, 
Its design permits desks and 


ind molded plasti 
ts pedestals and 


lenzas to be combined with cabin 


other modular units in a variety Of arrangements fort 
both general and executive offices 
At a dinner following the meeting at the Evansville 


Country Club, FLoyp C. CHARLEs of Los Angeles was 
presented the award for outstanding salesmanship dur- 


ma 1QOS9 


Boxley Retires Presidency 


WitLtiAM Wise BoxLey has resigned as president of 
Everett Waddey Co., Rr hmond, Va 


ld since mid-1952 


position he has 


Directors have elected ALEX W. PARKER of the law 
of Christian, Barton, Parker & Boyd as temporary 

sident. Parker also was chosen board chairman 

Boxley’s resignation, Parker said, was caused by ill 


eaith 


Parker said management and policies of the office 


lipment and stationery firm will continue under the 


ction of these officers: Mrs. Mary C. SUTHERLAND 
utive vice- preside nt DOUGLAS BRUCE, vice-presi 
lent and comptroller ind ARLINGTON HAYES, secre 


asurer 
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Distinguished enough for executive surroundings 

; yet practical and economical enough for 
departmental! and secretarial use, H-O-N MILLION 
LINE DESKS offer an effective answer for any and 
all office work area arrangements 


PROFIT TIME IS NOW — EARLY 1960 
(with H-O-N’s extra cash commission plan) 


H-O-N’s current “Million Line” Desk promotion 
gives dealer salesmen the incentive for more sales, 
greater earnings in first half of 1960. Designed to 
put additional pay in the pockets of ambitious sales 
personnel; at the same time it accelerates dealer 
sales and profits to greater heights. 


Briefly, it is an extra cash commission plan appli- 
cable to all “Million Line” Desk sales made by 


dealer salesmen. That's all there are no other 
requirements. 


Your salesmen can enthuse over the imaginative 
styling and color of the line. And they will certainly 
like the opportunity for extra earnings. Write today 
for details on when the promotion begins and what 
it pays. THE H-O-N CO., MUSCATINE, IOWA 





THE )/H-oO-N( CoO. 


OFFICE EQUIPMENT 
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Drop-In Business Doubles After Store Modernization 


“Drop-in trad ore than doubled! Over-all bus: 
ness is far better than any 16 years of offic 


supply business! 
DEWEY CONNELL, owner ol 


That's the ¢ 
Connell's office supply store in Carlsbad, N.M.. after 


almost Six mK nth [ h » If S< | ction store planned 


and equipped by the Bulm 

Along the north wall, a 78-foot wall run was in 
stalled eight feet away from the wall to form ‘“‘bact 
up” stock storag Dividing the wall run, toward 


the rear of the st 30-inch folding door which 


leads to the “‘alley torage area and to the stock room 
and the shipping ! unpacking room at the back of 
the store. Incomi merchandise is uncrated, marked 
and put into sto vithout entering the selling area of 
the store 

Along the sout! 8-foot area 1s provided 
for office furniture display. This area is partitioned into 
three model office areas ich in different color treat 
ment 

Another attract point at Connell’s is the spa 
ciousness of th Six island units are spaced si) 
feet apart, elin the possibility of in-store traft1 


congestion 
Because of th 1, decorator colors utilized, Con 
nell’'s has an un isually pl sant buy 


_- bre, . } ntl 
i] l Ss turquoise, the soutn 


ng atmosphe re. The 


north wall above the wa 


wall is coral rear wall is in chocolate browr 


Greatest 
Achievement 
since the Birth 
of the 


Typewriter ! 


92 


suilding in Carlsbad. The syste 





1 by a light mahogany 


th a showroom oftice, fronted 
lled counter and planter box. White fibreglass 


ustical tile is used on th iling 

The floor is brown and tan vinyl tile, matching th 

xtures. The store is also air-conditioned and utilizes 
music to put shoppers in a relaxed, receptivi 


uying mood 


The lighting system provides llepower per 
toot—the highest illumination level of any commercial 


ngineered and 


lesigned by the Sunbeam Corp. of Los Angeles to pro 


de high level, low brightness light saturation, without 


or shadows. 


Only one spool necessary for all 
COPEMATE ° 


TYPEWRITER RIBBON 


One ribbon fits most ALL portables 
No long inventories 

One spool fits most All models 
Nylon, silk, cotton ribbons 

Inking, all colors and densities 
Unconditionally guaranteed 

New packaging — Zip Tape, 
cello-wra@p assures factory freshness 


Write, wire or phone orders in TODAY — 


phones: Milltown 8-1232 ¢ NEW YORK WOrth 4-7890 
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COLUMBIA 


makes good chairs... 


» 
a 
— 


trong enough , “tough enough — 
F awers!” Ew for forts!’ 









“more comfortable 
than barber chairs!” ( ? ? 
MY 


and they re 
very best 
for every 
- office! 

















<c | bi every chair that r ut of the Columbia * The Columbia Comfort Angle betwee } ; 
fort and . si er 
0 um ld plant designed for the utmost in « m rt 3 working et y 
é * Easy-to-Reach Tilt Control wive je 
nd ad noctiire tyled anhance fine . 
makes ’ E ip IT€ ylec t laliCE eo! * Capstan Height Control on swivel ar je 
4 e fiir } } + W thstand the rigor r t t r prevent 


SOS fe cee te nts 
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E-20 Executive 


Swivel Arm Chair 







Sandpiper Tan frame 
Spice Brown and Cocoa 
upholstery 






J-60 Junior Executive 
Side Arm Chair 
Sandpiper Tan frame 
Ruby Red and Crimsor 
upholstery 


“Bosses 

and 

Junior Bosses 
like Columbia 
Chairs” 


* Side Chairs Won't Mark Walls. | 


* Choice of 11 Frame Colors t 





nd in a wide ar 


Plate Mounted Casters. ( 


re ea y replaced 


Choice of Upholstery 


40 Junior Executive 


wivel Arm Chair 


e Green frame 


because they make them feel so ‘‘executive’’! 
Their guests like them too . . . because they're so 
comfortable and good looking. You'll think 

they're pretty swell yourself! 





G-82 

j3uest Arm 
Meta G 
Topaz Yello 
Old Gold us 





“Secr 


7 *» — Columbia Gitte « 





Make | 





OHM es - 
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PE-22 Executive Posture Chair Sandpiper Tan frame Cactus Green and Parchment upholstery 


PJ-42 Junior Executive 


ecretary Posture Chair 


erina”’ Posture Chair Sandpiper Tan frame 


Teal and Wedgwood Biue 
upholstery 


age frame 


and Old Gold 


Columbia Chairs 








COLUMBIA 
makes chairs 

with seats that 

fit yours !” 


They’re called Contour Chairs. The Columbia 





“they call 
this one 
the Ballerig 












people say they ‘invite good posture and 









allow freedom for action’’. That's because 







of the new foam rubber contour seats and the 


comfortable angle between back and 






seat. They all have the famous Columbia quality 






construction, at really economical prices 






Choice of 6 standard frame colors 






14 upholstery shades. 





Ballerina’’ Secretary Posture Chair 
eamist Green frame 


pholstery 





‘ 
JS-46 JS-66 IS-56 GS-87 38-86 
Junior Executive Swivel Arm Chair Junior Executive Side Arm Chair Junior Executive Swivel Chair Guest Arm Chair 3uest Chair 
Yellow frame Yellow frame Sandpiper Tan frame Gray frame ray frame 
Spice Brown upholstery Spice Brown upholstery Black upholstery Flame upholstery | Flame upholst 


“Want to know 
more about 
COLUMBIA CHAIRS :" Write today for free full line catalog. 





COLUMBIA-HALLOWELL Division Sps 


JENKINTOWN, PENNSYLVANIA + SPS WESTERN, SANTA ANA, CAL 











Guest Book 


B WIN L. De Korne, Grand Rapids, Mich., paid 

it tl ftices of this journal on February 11 

Mr. De Kor s publisher of attractive date and ap 
appointment calendars under the 

Baldwin. An energetic person, he calls 

| the trade in the Chicago area and 
NSOEA's tth District. He expressed gratification 
reception accorded his wares where 


pportunity to show then 


ne H. B SPIKI SPEICHER of Birmingham, Mich.. 


OFrFi APPLIANCES with a visit on February 

alleri i. Well known for his activities as a retail stationer, 
Mr. Speicher ww is doing special work for Eureka 

S} Ity Printing Co. in connection with the company’s 

Mail Aid Applicator and related products. He has 


product which will furnish a new 


to dealer distributors 


BROWN, of Brown, Inc., signed the Guest 

Book ) ruary 25. For many years Mr. Brown has 
rked with S id Manufacturing Co. on matters of 
tists s promotion, and engraving. He has at 

d lustry gatherings and has developed an a 

the industry extending far beyond the con 

Il known client. He ts a man of con 


r sales promotion lines 








BURNHAM MATTHEWS, of Streator, Ill., called at 
Off Ap s headquarters on March 1. A story of 
hase of the IT Book Store in Streator appeared 
Mar ssue Of this journal. After twenty years 
tT furniture to dealers he decided to become a 
H happy about the change he has mad 
H{ pur oming to Chicago was to attend the 
the Office Managers Association of Para-tipe —the type 
e of his suppliers companion to Zip-a-Tone 





acetate sheets. The 
most complete line of 
type faces and numbers 
on the market today. 
Available in caps, lower 
case, and numbers—re 
versals also. 


Seattle Firm Equips Bank Quarters 





Ideal for heads, cap 
tions, and other cost- 
saving hand set type 
needs. A new brochure 
displays styles and sizes 
available. Write for 
yours today. 

















PARA-TONE INCORPORATED 


518 Burlington Ave., La Grange, I!!! 
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...- THE RIBBON THAT 
DOES EVERYTHING!* 


* Everything you could reasor 
ably expect a business machine 
ribbon to do from general 
typing to data processing! Wheth- 
er used for manual or electric 
typewriters, billing machines, 
tabulators, wire printers or an) 
of the newest high speed data 
processing machines, Columbia 
Silk Gauze ribbons deliver the 
results you want. 

Silk Gauze ribbons have proved 
themselves through years of su 
perior performance. They are 


a 


made of the finest, lint-free silk 
obtainable, inked by an exclusive 
Columbia process. You get the 
sharpest, most uniform write 
you've ever seen. Super-strong, 
extra-length Silk Gauze ribbons 
are still on the job long after or- 
dinary ribbons have called itaday. 

For a demonstration of Silk 
Gauze ribbons that meet your 
particular requirements, call your 
Columbia supplier or consult the 
Yellow Pages. 


SILK GAUZE RIBBONS 





Columbia Ribbon & Carbon Mfg. Co., Inc., Glen Cove, New York 
Columbia Ribbon & Carbon Pacific, Inc., Duarte, California 


NOMDA Members 
Plan Hawaii Tour 


National Office Machine Dealers 
Association has planned a six-day trip 
to Hawa as a post-convention actiy 
ity. The tour will leave Los Angeles 
the day after the convention and will 
be under the supervision of the Travel 
Center Agency. While the tour 1s 
planned for six days, anyone desiring 
to stay longer may do so 

The agency has made detailed plans 
so that the NOMDA will see every 
thing of importance there is to see. 
Of course, a luau will be one of the 
big features with sight-seeing properly 
arranged so that nothing will be left 
out. The trip to Hawaii will be made 
by plane and those who wish to return 
by boat may do so. The arrangements 
are on the flexible side to accommo 
date the whims of those making th 
trip 

The Moana Hotel and Waikiki Bilt 
more have been selected as official 
headquarters while the folks are in the 
islands 

More detailed information can_ be 
obtained by contacting the NOMDA 
OM1ICE 


Brewer-Titchener Elects 


The Brewer-Titchener Corp. has an 
nounced the election of company of 
ticials for the coming year 

NEWMAN PEARSALL, president of 
Pearsall & Co., of New York City. 
has been elected chairman of the 
board. In this position, he will serve 
in an advisory capacity to the active 
officers of Brewer-Titchener 

EDWARD R. BREWER has been 
elected president. He succeeds the late 
JAMES H 


president from 1951 until his death 


GREENE, who served as 


on February 1 of this year. Mr 
Brewer is a graduate of Cornell Uni 
versity, College of Mechanical Engi 
neering 

The post ol 


cutive vice-presi 


I 
dent was filled by HAROLD J. FLINN 
Flinn, a graduate of Syracuse Univer 
sity, will have direct general manage 
ment responsibility for all operations 
ot the company and its manufacturing 
and sales divisions 

Elected to th posts Of vice-presi 
dent for finance, and secretary. is 
WILLIAM S. BREWE! 

JOHN F. Dwyer was re-elected t 


the post of vice president Re-elected 
to his position or \ president ror 


sales is FREDERIC A. CELLER 
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Spoedl-O- Print 


THE GREATEST 
PZero- opter OF THEM ALL! 


Meng 


Ww 

Copies Gury sECONP? 

NOTHING TO MIX \N 
. NOTHING TO SPILL. 

COPIES IN SECONDS. le een ne ea en 
AUTOMATIC PAPER 1801 W. Larchmont Ave., Chicago 13 
EJECTION. 
CAPACITY TO LEGAL SIZE. Berar puoto.copes OF tannaA 
PORTABLE—LIGHT WEIGHT. MAIL COUPON TODAY. NO OBLIGATION 
SIMPLE TO OPERATE. tons Odie Queenie 


LOW PRICE. Please send me complete information about the new Speed-O-Print 
Photo-Copier 


Designed by DAVE CHAPMAN INC 


SPEED-O-PRINT DEALERS AND DISTRIBUTORS THROUGHOUT THE WORLD 








} 


NEW SALES BUILDERS 


for churches 
for industry 


for schools 
for offices 


literature 
pouches 

built to 
accommodate 
all sizes 


fits flush to wall or 
decked as illus- 
trated. Can be 
supplied with easel 


back. 





LITERATURE RACKS a 


for counter or wall mounting. Sep- 
arators to hold various literature 
sizes neatly. Large floor racks 
available. 





TRACT RACK for CHURCHES 


Every church will use this new 
tract rack with benevolence box. 
Attractive, convenient, hangs on 
wall. 


PORTABLE 
LECTERN 










TABLE MODEL 
LECTERN 





SPEAKERS STAND 





i SINCE 1905 

g MANUFACTURING COMPANY 

4 212 Ontario St. S.£. + Minneapolis 14, Minn 
i C I am interested. Please send me full distributor infor 
§ = mation along with samples of sales promotion aids 
i 

4 a Title 

t Company ea 

1 

y Address__ 

| a . ‘a State 

2 
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Dates to Remember 


April 19-23—National Association of College Stores 
convention, Sherman Hotel, Chicago 


May 16-18—Stationery & Office Equipment Guild of 
Canada annual convention, Royal York Hotel, To- 
ronto, Ontario 


July 10-13—National Office Machine Dealers Asso 
ciation convention and exhibit, Coronado Hotel. 


Coronado, Calif 


September 14-18—National Business Forms Associ- 
ates 15th annual conference, Chase-Park Plaza Hotel, 
St. Louis, Mo 


September 24-28—National Stationery & Office 
Equipment Association convention and exhibit, Con 
rad Hilton, Chicago 


October 15-16—East Coast Regional Office Machine 
Dealers Association convention, Galen Hall, Werners- 


ville, Pa 


October 15-18—Eastern Commercial Stationery Show, 
New York Trade Show Building, New York City 


November 4-6—NOFA Western Area Conference and 


Exhibit, Jack Tar Hotel, San Francisco, Calit 


NSOEA District Meetings 


District Location Date 


{ Golden Gate April 21-23 
Miami Beach, Fla. 
French Lick Sheraton 
French Lick, Ind. 

5S Western Hills Lodge 
Sequoyah State Park 
Wagoner, Okla. 

11 Davenport Hotel 
Spokane, Wash 

12 Holiday Hotel May 13-14 
Reno, Nev. . 

14 Miramar Hotel 
Santa Barbara, Calit 

10 Denver Hilton Hotel May 20-21 
Denver, Col. 

6 Lake Lawn Lodge May 22-24 
Delavan, Wis. . 

9 Shamrock-Hilton May 26 
Houston, Tex. 

] Hotel St. Paul June 5 
St. Paul, Minn. 


. Hotel Sagamore June 10-11 


April 29-30 


May 5-6 


May 9-10 


May 16-17 


Lake George 
Bolton Landing, N. Y 

13 Hotel Concord June 13-14 
Kiamesha Lake, N. Y 

3 Galen Hall 
Wernersville, Pa 

l Equinox House July 1-2 
Manchester, Vt 


June 20-21 


OA—4 /60 




















“Wow! 
When I’m a big 
shot, I'll have one 
of them too.” 


















P. S. to dealers: 
Everyone is 

impressed when 
you sell Gunlocke. 


oor 1957 Dy 


je Por W. H. GUNLOCKE CHAIR COMPANY, WAYLAND, NEW YORK 








Our most sincere thanks to you. 
At the N.O.F.A. Convention, you stopped, 


looked at, and bought Fundamentals. 


If by some chance, you missed our 
exhibit, the story of Fundamentals is 
simply this...it's the most complete, 

most flexible, most salable line of 
modular wood furniture in the industry. 
The Fundamentals desk is of beautiful 
styled wood, with each pedestal 

built around a sturdy completely 


integrated angle steel frame. 





Pine 


PEDESTAL WITH 





_ TAMBOUR DOOR ~ 


Dear Mr. Dealer: 


We've illustrated several pedestal 


styles on this page. 


Fundamentals offers you an exclusive 
franchise, an outstanding advertising 
program in your city = at no cost to you 
- and the hottest, most profitable 


modular line available. 


Write us for the franchise details - 
and a copy of the Fundamentalog - 

the combination price list and catalog, 
that illustrates and prices hundreds 

of complete assemblies. 

It is no longer necessary to figure 

all the components of a modular group 


- it is done for you. 


Sincerely yours, 


4 Aro a 
iy 
) fundamentals 


THE OFFICE FURNITURE DIVISION OF 
EISEN BROTHERS INC. 


1601 WILLOW AVE., HOBOKEN, N. J.— PLANTS: HOBOKEN, 
N. J., LODI, N. J.. NOBLESVILLE, IND., McGREGOR, TEXAS 








“DICTATING 
MACHINE 
CABINET 





SECRETARIAL 


CABINET 


—s 
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Edwards Office Supply Holds Open House 


An open house was held recently at Edwards Office 
Supply, Wichita, Kan., to enable friends atid customers 
xamine the new building occupied since the middle 


lilding is a far cry from the meager space 
yccupied by the firm when it opened for business 
March of 1957. It then boasted a space of 144 

et and for its personnel, the count was two 


EDWARDS, Owner and ANDY EWERT, 


Right from the start the firm has had a spectacular 

wth and in March, 1958, moved to a building located 

S. Broadway, a 20-foot front and 80-foot depth 

r of employees jumped to six 

Almost immediately the need for yet more space be- 

parent and the new building was constructed to 

Edwards’ specifications. The new quarters are a buff 

ilding with show windows across its 50 foot 

as a full basement, giving the firm a total 

000 square feet. The walls are beige and robin egg 

well lighted with continuous strip fluorescent 

hting and a light tan asphalt tile floor, combine to 
nost attractive appearance 

Atop the | lling is a huge neon sign 40 feet wide 


proudly proclaiming Edwards Office 


NYOMDA Told About New Law 


A report on a proposed new law, which would re 
tain New York State dealers to label second- 
rchandise, was presented at February meeting 


Oft Machine Dealers Association of New 


Y | Association Counsel CHARLES F 
K 

[he bill, as sponsored by Attorney General Louts J 
LEFKOWITZ rts that any second-hand article to be 
the public must “have attached, in full view of 
g stating the year of manufacture of the 
ffered for sal It was passed by the State Legis- 
December, and is currently awaiting action 

“ts 
Mr. Kra iid he inferred the proposed law, at 
only to household appliances. There 
ossibility it might be extended to include sales 

1 hand portable typewriters, he said 

\ “Watchdog Committee” was appointed by MACK 
STEINBERG, Association president and owner of Zenith 
Typewriter 1 Adding Machine Co., to study ramifica- 
th w legislation and report to the member- 


the oftice machine industry. 
clude: SAM KRIvIN, Beacon Type- 


\ ( WILLIAM L. KAUFMAN, Ru- 
L. Kaufman & Son; ART O'LAUGHLIN, Art-O- 
S HAROLD Peck, Ideal Business Ma- 
GEORGE PLANT, Atlantic Typewriter and 

\ Ma Co ) 
meeting closed with a demonstration of the new 


Ten-Key Adwell adding machines by KENNETH 


P. PHELI st president of R. C. Allen Co 





ENS Sy 
NEW HOME for Edwards Office Supply, Wichita, Kan. 


Florida Office Machine 
Dealers Plan Session 


Plans for a Central Florida Office Machine Dealers 
Association joint meeting with South Florida OMDA 
have been announced by Rocky JoNgEs of Sarasota, Fla., 
the chairman. 

This meeting, coupled with manufacturers’ exhibits 
is to be held May 28-29 in Sarasota on the Gulf of 
Mexico at the Colony Beach Club Resort. 

Housing accommodations are available for 225 in 
new modern private beach homes 

Displayers may install their booths on Friday, May 27 
for display hours of 10 a.m. until 3:45 p.m. on Saturday 
and Sunday. 

This promises to be the most ambitious meeting ever 
held by the Florida dealers and Chairman Jones tells 
dealers, “Here, in addition to a tremendous association 
meeting, you will enjoy the beautiful tropical surround- 


sa) 


ing 


Wilson Jones Resumes Dividends 


Resumption of regular quarterly dividend payments 
and sharply increased first quarter earnings were an- 
nounced by Wilson Jones Co. A dividend of 25 cents 
a share, payable on February 26, 1960, to shareholders 
of record February 11, 1960, was declared by the di- 
rectors following the annual meeting of stockholders 
held in Boston today (Jan. 29). The company paid a 
total of 45 cents a share in 1959. 

Jack Linsky, chairman and president of the compa- 
ny since November, said that the current dividend ac- 
tion was made possible by the improvement in opera- 
tions during the past three months. He said that sales 
for the quarter ending January 31, 1960, would ap- 
proximate $4.5 million, an increase of more than 10% 
over the $4,067,000 reported for the quarter ended 
January 31, 1959. 

He estimated net earnings of more than $130,000 
on the 328,396 shares outstanding, equal to approxi- 
mately 40 cents a share. This compares with a loss of 
$7,000 or two cents a share on the same number of 
shares in the comparable 1959 period 
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Japanese Study Team 
Visits Western Mfg. 


; 


Pictured are members of the 


team from Japan and off! 
Western Mfg. Co. with whor 
recently conferred at Auro 
I'welve participants, two interp: 


and Leslie W. Parker, proje 

ager for a branch of the offic 

resources, International ¢ 
Administration, Wa 


were in the grout 


dustrial 
operation 
ton, D.C., 


study team was compos¢ d chiefly 
proprietors and factory mana 
medium and small size offi q 


ment manufacturing concerns of | 


an. Western Mfg. Co. was 





DESK CALENDARS 
FOR EVERY NEED 


For 1961 
AND EVERY YEAR 


Ca 


-- 
oonree™ 
-* 


Complete line of desk calendars with models for every 


Write for new Catalog and Dealer Prices 


business office and home. 





The Standard of the Stationery World 


Defiance Calendar Co., Inc. 


1451 
New York 36, N. Y. 


Phone: LO 3-2336 









= 
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WOFI Elects Bosse 


New President 


GILBERT B 
BOSSE, 
of Imperial Desk 


pre sident 
Co., was elected 
president of th 
Wood Office Fu 
niture Institute 

its 18th annual 
meeting held in 


French Lick, Ind 


> 


if 


Bosse 


Gilbert 


February 10-1. 
ROBERT FLEMING, vice-p 
The Leopold Co 
president ; R. E. STURM, executive 
president of Jasper Office Fur 
Co., re-elected treasure! 


Members of th { 


resident of 


Was ¢l ad Vice 

Vice- 
niture 
was 


board of directors 


are CHARLES HAYWORTH, president 
Alma Desk Co.; Epwarp A. COTTON, 
president Cottonsmith Furniture Man 
ufacturing Co., and J]. K. BOLING 
vice-president Boling Chair Co., ser 
ing as immediate past-president 
Retiring President J. K. BOLING was 
honored at the banquet by pres nta- 


tion of an engraved sterling silver tray 


and a walnut plaque in appreciation 


of his two years of service as the chiet 
executive of the 
RAPHAEI 


r Desk Co 


Living Past-Presi 


BLESSINGER, secretary Jasp 


STERLING Lorp, The Leopold Co., 
(retired): A. F. KRig Jas} er Seating 
Co., (retired) w each honored with 
walnut plaques, engraved and listing 


d ror WOFI] 


all SETVICES p rforn 


Michigan Firm Ups Two 
B. W. LINDAUER, manager and 


owner of Lindau Business Machine 
Co., Kalamaza Mich., has named 
Ep LECRAW to be in charge sales 
of typewriters and adding hines 


Mr. LeCraw has been the firm's serv- 


ic¢ Manager fot lany ye Ss. GEORGI 
GALLER was appointed set e man 
ager 
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John N. Christianson, sales 
manager of Quality Park 
Envelope, asking members 
of the Motor City Travel- 
ers to apply the attitudes 
of craftsmenship to theit 
selling 


Salesmen Should Acquire 
Craftsmanship: Christianson 


OA “The attitude of craftsmanship a 
virtue most often reserved to the man who 
Staff works with his hands should be culti 


report vated by the salesman of today Speaking 
before a large assembly of Motor City 
Travelers at a recent sales rally in Detroit, John Chris- 





tianson, general sales manager of Quality Park Envelope 
Co., said a re-evaluation of attitudes on the part ot 
salesmen would preclude many of their complaints 

Craftsmanship, he said, is a sense of care and a pride 
in accomplishment; a care to attend to the little details 
of a job, and pride in doing a job well. 

Taking the pennant of one Madison Ave. advertising 
man who has labeled our day the height of the ‘goof -off 
era, Christianson said too many salesmen do not know 
how to work. A job half-done, he said, is done well 
enough for too many of them. 

This, he said, is the natural outcome of the lack of 
another phase of craftsmanship the pride in knowing, 
or attempting to learn, as much as possible about one’s 
business. This compounds the wrong of nonfeasance 
with that of malfeasance. Too many salesmen do not 
know the features of their products and the advantages 
these products hold for the customer 

On top of this amalgam lies price cutting 

Christianson explained that the salesman who, for 





In attendance at the Motor City Travelers Sales Rally where 

Thor Marsh, president of the stationers division of the Mich 

igan Retailers’ Association; Al Lopatka, president of the Motor 
¢ 


City Travelers; and Cal Long, president of the Sth District 
Travelers. 
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many reasons, is too insecure to ask an honest profit tor 
his day's work, is only getting his due. 

To illustrate this point, he told of the little man who 
carried a stick of dynamite in his vest pocket. When 
stopped by a friend and asked to explain the dynamite, 
the little man said, “That big man down the street 
greets me every day with a slap on the chest, And every 
day he crushes my cigar. When he greets me today, I'll 


show him 


Weems Retires after 45 Years 


A. MuRRAY WEEMS, Birming- 
ham branch manager for the Smith- 
Corona Division of Smith-Corona 


Marchant, Inc., retired as of Feb- ae 

ruary 1 after a career in the type- , 

writer business which began in ~ 

1915 a. 
Weems took over the Birming- > 


ham branch 31 years ago, a post he 
held for the company except for 
three years (1955-1958) when he was regional sales 


A. Murray Weems 


manager of the Southern region. 

Before opening the Birmingham branch for the L.¢ 
Smith & Corona Typewriter Co., he had been a city 
salesman in Atlanta, Ga., having started with the com 
pany then known as the L.C. Smith & Bros. Typewriter 
Co. 

A big man in the machines business at the time of 
his retirement, Mr. Weems started as do all others 
at the bottom. He began his career as a cleaning boy 
with the old Underwood Typewriter Co. in Atlanta in 


June, 1915 


Bedol Named Chairman of Board 


Harry A. BeEDOL, founder and president of the 
MarshAllan Manufacturing Co., makers of utility and 
typewriter tables, step-stools and tray tables, has been 
elected to the newly-created post of chairman of th 
board. The company recently moved to new headquar 
ters at 1971 W. 85th st. in Cleveland, and also has 
plants in Gnadenhutten, Ohio, Los Angeles, and Hous 
ton. 


Philadelphia Stationers Elect Officers 


At their first meeting of 1960, members of the Phila 
delphia Stationers Association elected officers for th 
current year 

JacK H. PINKERTON of the Hoskins Co. su ds 
outgoing president PAUL STEEVER. Other new officers 
are WILLIAM BINIG,, Ist vice-president; AL SATNARY, 
2nd vice-president; BRUCE CAMPBELL, 3rd_ vice-presi- 
dent; WILLIAM DIECKHAUS, treasurer; and JOSEPH 
MACK, secretary 


Excuse Us, Please — 


An announcement in the March issue of BURNHAM 
MATTHEWS’ purchase of the I.T. Bookstore in Sts 
Ill. listed the dealership as exclusive distributor of the 
Art Steel Equipment Co. This is in error. In fact, th 
company carries the line of All Steel Equipment, In 
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P-R-O-F-I-T-S! 


Move fast 
it’s profitable! 


JOELI fire-proof 
safes of unusually 
unique design, are 
covering the globe 
with tremendous 
sales success. Several 
sizes and models 
available. 





In Canada: Regna Cash Registers of Canada, Ltd. 
704 Notre Dame St. W., Montreal, Que. 


OUTSIDE CONTINENTAL U. S:.: 
Jorgen S. Lien, Box 522, Bergen, Norway 
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LETE REGNA LINE 
egisters - adding machines -« safes 


Don’t miss this opportunity of your lifetime! This complete Dealer 
Line (more than 50 models) of low-priced REGNA cash registers 
and adding machines spells PROFITS, PROFITS and more 





Stream-lined, jet-age models surpass all expectations of business 
builders with an eye on tomorrow. Your choice of electric, hand, 10 
keys or full keyboard machines. 


Write today for informative literature. 





It’s low-priced! It’s profitable! 
Mail the coupon—Mail it today— 


Mail it NOW! 






REGNA CASH REGISTERS, INC. 
175 Fifth Avenue, New York 10, N. Y. 


Gentlemen: 


Please rush more information on the 

complete Line of REGNA Cash Registers, 
REGNA Adding Machines, JOELI Fire-proof 
Safes, and outline advantages of becoming an 
independent REGNA-JOELI Dealer. 
Name...... 

Address 

City...... 

Zone State 
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Today’s most accepted line 
of STEEL Waste Receptacles... 


The LAWSON Line 


The complete line, the profit line . . . styled 

-and finished to meet today’s demand for 
modern, office beauty and timeless serv- 
’ ice. Quality at promotional prices! 






Send for literature. 





Lawson Executive, 
Space Saver and Pan- 
eled Stee! Baskets. 
Modern office colors 
and also wood grain 
finishes 







No. 2180 





Lawson Smokurns 
and Sandurns ... 
A wide selection in 
glistening baked 
enamels, copper 
and stainless steel 










No. 2990 


Lawson Torpedo’ Waste Recep- 

tacles. Originated by Lawson 

Bonderized before enameling. In 

red, white, grey and green; stain 

ess steel trim. Four sizes; Heights 
3114", 37, 42 


. 


Lawson High Boy 
rust resistant 
steel. Excellent 
wherever extra 
Open Top large basket 
Drop-in needed. In olive 
green, grey and 
white 
No. 108—20” Het 






No. 3003 







No. 110—29” Hgt 






Lawson Sanitary Step-on Waste 
Receptacles. Foolproof mechan 
‘ rubber gasket sealing, glis 
ening white ename 






Lawson “Organizer” 
Desk File. Rigid, verti 
cal, stéel, with index 
channel; Rubber cush 
ioned. In standard of 
fice grey. 


No. 2850 


Lawson Waste Baskets for 
Home Desks, Hotels, Motels. In 
attractive hammerloid bronze, 
mist green and desert sage 


’ 


THE F.H. LAWSON Co. 


¢ CINCINNATI 4, OHIO 


LAWSON PRODUCTS ARE NATIONALLY ADVERTISED 








A Pension Plan for You 


nea from Page Al 


rules carefully. The other side of your cost picture 1s 
how much you decide to set up as benefits 

Today, most plans provide for a percentage of salary 
that falls somewhere in the 30% to 40°7 bracket. If 
you want to go higher—and can afford it—fine. But 
remember, I'm trying to show you how to save money 
So for purposes of an example, let's set benefits at 30% 
But you needn't stop there. There's an additional saving 
available by tying in your benefits with Social Security 

something that I usually advise no matter how high 
a percentage you select for your pension benefits 

Why? Because Social Security benefits have been con 
stantly raised—and so have your payments into this 
fund. The chances are that they will go higher so let's 
say that an employee's retirement income will be pegged 
at 30% of salary. Of this amount, Social Security will 
provide ‘“X"’ dollars monthly, and your plan will pro 
vide only the balance. This can be a real money-saver 
for your company—particularly for employees in_ the 


I 


lower income brackets 


Past Service Need Not Be Burden 

One mor point on benefits. It's wise to add some 
reward for loyalty. Otherwise, you constantly run into 
the complaint “Jones will get the same pension as | 
will—and I've been here twice as long.’ That's a logical 
gripe—but an easy one to prevent. Do it by adding a 
small percentage—say 14 of 1°-—1for each year of 


Ss ¢ 


service. Thus, a 20-year man accumulates an extra ( 
pension; a 10-year man only 214% 

This also enables you to eliminate one of the real back 
breaking costs of installing a pension plan. I’m referring 
to the little item called “past Service that insurance 


salesmen and bank representatives love to include in 





their plans And no wonder, because it involves you in 


an initial lump sum deposit of thousands of dollars to 
pay up the pension deposits tor the past service of 
older employees. In effect, to back-date your plan for 
cach employee, including all the annual deposits! It’s 
this point, more than any other, that has caused many 
firms to give up on the idea of a pension plan. So | 


say, ‘Forget it!’ If doing this works a real hardship 
on a few older employees, make your own arrangements 


with them outside the plan You will save nonecy by 


Pension Plan for You Alone? Yes 


Follow these basic rules and you can have a pension 
plan that will serve you well and still be within your 
bud get 

It makes no difference how small your staff is. either 
[ know of many plans where only two or thre« people 
are covered. Occasionally, we handle plans in which 
there is only participant, and sometimes, that per 


son is the owner himself 


The important point is to start with your objectives 
and then have a plan designed to fit them. In this way, 
you can provide both the extra incentive needed to at 


tract and keep key men and build substantial fund 


tor the company owner on a tax-free basis 
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HERE'S THE EASY WAY 
TO WIN PROFITABLE 
DECORATED COVER SALES 


Tie-in with the NBB Sales Making 


Decorated Cover Program 








There is a wealth of opportunity for you in selling binders with 
custom designed decorated covers. Today more and more 
companies want their catalogs, manuals, price lists, etc., 

in this type of binder. The NBB Decorated Cover Program 
gives you all the sales tools you need to get your share of 

this profitable business. 








Sales Meeting 
At a Sales Meeting the 
Program is outlined by an 
NBB representative and 




























your salesmen are shown em | omy 

how to find this market and | Ve [ . 

how to close soles. Pe V eee tte 
NBB DEMONSTRATOR SALES KIT 










includes a quantity of 
door-opening Planning 
Manvals, 4-colored folders, 


includes samples of: 
silk screening and appliques 
on plastic . . . plastic and 

























other materials . . . styles of —_ ow special catalogs, od reprints. 
decoration... ring metal i — = Sy One kit for each of 
. indexes, Koy | zy your salesmen. 
if es 
ANELIY 
CUSTOMER MAILING ren 
ADVERTISING 


complete material for an 
inquiry-pulling direct mail 
campaign that will 

produce leads. 









in magazines your customers 
ond prospects read. 









GET FULL DETAILS 
from your 

NBB representative 

or write direct to us in 

Holyoke, Massachusetts. 

















CUSTOMER CALLS 
will be made by the NBB 
representative with 
your sclesmen. 
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NATIONAL BLANK BOOK COMPANY, DEPT. 304, HOLYOKE, MASS. 
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Smead 4 
FIORIZONTAL, 
LAE 







for easier 
reading 
HORIZONTAL TAB 


MORE READILY LOCATES 
OPEN SHELF FILING & FINDING 














] 
3 available in various styles qq 
Offers a solution to the prob 


Guides can be furnished 
with terminal digit, straight 
numeric, alphabetical or any 
special indexing. 

Tell us your requirements— 
7 4 keeping requirements, investigate we can supply the guides, 
Smead's complete line of supplies folders and indexing thgt 
you need! 


lem of low-cost record keeping 


and storage 


lf shelf filing meets your record 


Guides can be supplied with plain tabs or in 
sertable celluloid tabs of any length. Celluloid 
tabs available in numerous colors and 4” or 
1” tab exposures. With or withou!t meta! hook 


Write for Circular No. SF58 


Manufacturing Company 
HASTINGS, MINN 


CHICAGO LOGAN, OHIO Lc ANGELES 
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Judkoff, Contreras Head Eastern Show Plans 


en made of Art Metal, Inc. Moves 


















P S ror rourt al é ; ; 
. urth oo Executive Offices Form New Gulfport 
i Lom rcial Stationery Snow . 
pe ointly by the Stationers Art Metal, Inc., moved its execu- Corporation 
# » of te York. Inc. and tive offices and national sales head- Business Machines & Sup- 
Metropolitan 7] lers Club. Inc quarters to 50 W. 44th St., New York plies, Inc., a new corporation, 
( | ’ n are Cant ¢ City, from 41 E. 42nd St has been formed by OL. 
[UDKOFF, Carl ¢ ikoff Associates Formerly Art Metal Construction BREWER and FRANK THACKS- 
at ( Joseph Dixor Co., the organization adopted the new rON, and has opened for busi- | 
Cr ( a recent stockholders’ meet- ness at 1407 26th Ave., Gulf- 
I O : 18 and the g, when it became a New York cor- port, Miss 
sit New York Trade Show , 
B 
tration R RT S. MEYERS 
B & Smith, ] 
Exhibits—( ( ( RIECHMAN 
M ys | 
Fina IRVIN l STEINHOLTZ 
( y Printing & Stationery Corp 
ind | MI SAVAGE, The Carter's 
Ink ¢ 
B t and Audit—Haro.tp HEIN 3 
Midcity Pres and HERBERT? Y : 
GRA’ N, Ace Fast r Corp 
. st etseee Wises ee Our desks with NEW Textured Textolite tops are 
‘ J AN Lel > eCln 
7 ay | Tose Bene Al full of new and easy-to-sell features that your 
p I customers want, plus our usual high quality 
that you've learned to expect. They're 
oie y—IRVING JUDKOFF, Jaybro a real profit item for you. 
Print & Stationery Co. and WI- 
Low ENTH A W Fabe r 
( | | ¢ 
Maga; R presentatives 
Ww Fisher, OFFICE APPLIANCES: 
Ro! SHERMA) Modern Stationer 


FRED STEINHILBER, Geyer’s 


Harold Gould Plans 
Retail Business 








1 I ‘ \ AV I 
ye 1 y at his Textured Textolite features— 
gos @ No glare gives warm oappecrance, is easier on 
ra ‘ eyes, increases worker efficiency. 
pres? @ Exceptional resistance to abuse resists fading, chipping 
trom Wilsor cracking. 
His plat " @ Easy to maintain . . . fingerprints and smudges seldom show 
' * auReG Ce Ue A 
: " Write today for full information on our complete line of office furniture. 
asi? > ' 
x | r tracer. Later “WESTERN MFG Co i 
a ee wECrD): WESTERN MANUFACTURING CO. 
b in the Middle WE CD 532-544 NORTH HIGHLAND AVENUE 
¥ AURORA Of AURORA 2, ILLINOIS 
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A New Look in Contemporary 
Elegance Created Expressly for 
Commercial and Institutional 
Installations. 


Slim...Trim...Timeless! 


Reception area to ‘Executive Row”, the 


onan . 4 ) DIPLOMAT 
iplomat offers impressive modern ele- Custom Quality 
gance at truly modest cost. Nine basic Features 


i ny floor plan; offer an 
pieces adapt to any floor ¢ O ar * 100% Foam Rubber 


unlimited number of distinctive seating Reversible Cushions 

arrangements. Available with button * Full Coil Spring Platform .. . 
, ' Springs Hand Tied 8 Ways 

tufted or plain backs .. .in tasteful fabrics 6 tained th Mone 

or washable Elastic Naugahyde. Write a ae aan 


for illustrated brochure. ¢ Full Contract Construction 


i, «es oe6i% * 


A Division of MODERNIZE, INC. 
666 Lake Shore Drive @« Chicagott illinois e¢ Factories: Pontotoc, Mississippi 


SHOWROOMS 
CHICAGO * Space 1445 * American Furniture Mart /DALLAS * Space 267 * Homefurnishings Mart 
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M-C Interior Designer Paints Bank Mural 


\X ght be termed “‘service be 
line of dut a 31-foot mu 

ng the history of coins 
arks the work of the Houston Divi 
sion of Maverick-Clarke in the just 
op 1 building of First National 
Bank of Stafford Houston, Tex 
WI RICHARD REMBRANDT, staff 
urtist and interior co-ordinator for 
Ma k-Clarke Houston, was com- 
to design the interior of the 
bank, it looked like just another in 
teresting job « decorating and 
design. He was soon to learn different 


~ 


>} 
— 


‘ 
m/ 


R Remb t. staff artist and interi 
M k-Clarke in Hous 
for the First 

N S lex 


nd a feeling of 
spa lecorative wall paper was 


nass way leading from 


by to tl 1ult. But when he 

se the same idea on one wall 

bby, | rat nto difficulties 

‘ vy of nts, better than midway 


quite conspicuous 


1uired some special treatment 
to de-emphasize them. So 
suggested that a mural de 
the history of coins be used 


nis suggestion 


siastically received by W. K 
‘CAMP. president of the bank 

B ‘ ut ki y th nistory of coms?” 

< l 1fo Dp { th 

I Dbranat ro 1 as 
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good a research man as he was an art- 
ist. Writing to the U.S. Mint in Den- 
ver, Colo., and spending several eve- 


Houston library, he 


secured the information he needed on 


nings in the 


coin history. Then he sat down and 
sketch of what he 
thought the mural should look like. 


rough 


made a 


When this had been approved, he 
Maverick-Clarke 


house, where there was plenty of wall 


went to the ware- 
space, and laid out, on paper, much 
as a sailmaker lays out a sail, an exact 
replica of the mural 31 feet long 
and wide enough to cover the entire 
top half of the lobby wall 

When this was completed, he cut 
canvas the exact length and width of 
the mural and placing this below the 
fullscale cartoon”’ he proceeded to do 
By the time the 
painting was completed, the wall was 


the actual painting 
ready to receive it and it was sim- 


put on the wall. It was designed 


so that the story was sufficiently in- 
teresting to render the vent openings 
onspicuous 


The unusual 31 foot mural starts 


with the Greek coins and the tools 
and methods used in producing them 
the Intaglio method. This section 
ontained a reproduction of an early 
coin the Aegina Stator 
In the 


showed how the 


second section, Rembrandt 
Romans made their 
oins in the temple of Juno Moneta 
from whence comes our word, “mon- 
Half of the 
oney today, Rembrandt points out, 
Latin. The third sec- 


tion showed the production of coins 


English words for 
ome from the 

Italy during the Renaissance by 
what was then a new and revolution- 
iry method by using a screw to 
mprint the coin instead of a hammer, 
production. The 
early 
American coins were minted in Phil- 


thus speeding up 
fourth section showed how 
adel phia 

And the fifth and last section in the 
mural portrayed modern methods used 
in the mint in Denver, where a single 
press can turn out 10,000 coins an 
hour 

Not every office supply firm, of 

uurse, can fall back on a Rembrandt 
to handle its murals. But the "History 
of Coins’ illustrates how ability and 
willingness to provide a little extra 
service beyond the line of duty, some- 


s pay s oft 


NEW! EXCLUSIVE! 


the only “pencil-thin” 
Electric Eraser! 


PRESTO 


ELECTRIC 
+ 2 ERASER 


~ 


—— 

















Check these advantages: 


1. Exclusive magic-touch eliminates slip 
sheets between carbons, no smudged 
copies. Just erase each copy in turn 


2. Speedy, accurate erasing self- pointing 
tip, 4” diameter, 34%” long is small 
enough to erase one letter or this entire 
line. Revolving brush whisks away eraser 
particles providing clean surface 


3. Pencil slim for effortless operation. Unique 
flexible shaft provides power from motor 
unit on desk. No bulky unit to hold 


4. Erases offset plates, master copies of du 
plicating equipment and other specialized 
jobs 

5. Saves time, money and energy — handy 
unit is always at your fingertips, ready for 
use. No waste of costly letterheads or mui 
tiple forms 


6. Cleaning type is a cinch! Typewriter type 
can be cleaned quickly and easily with 
brushes furnished. No solvents necessary 


Exclusive Presto flexible shaft, pencil slim 
eraser units are complete with 12 assorted 
3%” erasers in plastic box and two type 
cleaning brushes 


There are no tricks to selling Presto electric 
erasers — write for complete infor mation 






xg one 
; METAL SPECIALTIES ' 
r MANUFACTURING CO. 4 
' 1973 WN. Cornell Avenue ' 
: Melrose Park, Illinois ' 
; NAME } 
§ COMPANY ! 
: ADDRESS : 
: CITY ZONE___ STATE : 
; Nationally Advertised in Office Publications. : 
' ' 
aaa 
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Never a 7 
Business Form Catalog 
so easy to sell from! 
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92 PAGES IN COLOR! 
The Whole-in-One Line for 1960 
7 from NICHOLS SALESBOOK 
yy 





me 
AUTOGRAPHIC — 
REGISTERS 
















CONTINUOUS FORMS 


NOW... 


You can price business forms instantly X 
without wasting time or guessing. Whether 

it’s a new form or an old favorite it’s all 
right there for you and your customer to see in 
the new NICHOLS catalog. Autographic Register 
Forms, standard body and custom. Continuous 
Forms, with and without one-time carbons. 
Salesbooks. Manifold Books. One-time carbon 
sets. All at prices that keep you competi 
tive. Mail the coupon below today for the 
quickest, easiest, most profitable way = 

to sell business forms ever devised - ONE TIME 
for busy dealers. CARBON 














H. W. NICHOLS SALESBOOK COMPANY | 
1342 East McMillan © Cincinnati 6, Ohio | 
Please send immediately the NICHOLS | 
“Whole-in-One-Line for 1960.” | 
NAME — Ee ——EE 
COMPANY. — ieteiaemeaaai = a | 
ADDRESS. —_ - ——E 
CITY. ZONE STA TO. | 

a 





Vien on the Move 


DarRWIN G. SWINK was recently 
appointed the new field sales man- 
ager of the Corry Jamestown Corp. 
For the past three years the Chi- 
cago district manager of Steelcase, 
Inc Swink will 


Corry 


now Ssuper\ Ise 


Jame stown $s district man- 


agers and district sales representa- 





tives throughout the 50 states. 

One of moves in 
his new capacity will be to impress upon dealers the 
Importance 


eer Darwin Swink 
Owinks first 
growing of architects and designers in the 
office furniture industry. 

‘Good furniture can and should play complemen- 
tary rather than a competitive role vis-a-vis designers 
in furnishing offices,”’ he said. 

He added that the manufacturer, dealer, designer an: 
consumer will all profit to the extent that dealers suc 


cessfully qualify for this logical role 


S. E. & M. Vernon, Inc., recently 
announced the appointment of 
KENNETH S. SUTHERLAND to its 
sales staff 

Mr. Sutherland hails from Bel- 
levue, Wash. and will travel that 
No novice, in the 
stationery line, Mr. Sutherland 
started his career at the J. K. Gill 
Co. in the fall of 
sociated with that company until December, 1948. Mr. 
Sutherland traveled Oregon, Washington, Idaho, Mon 
tana and northern California for The Globe-Wernicke 


area for Vernon 





: Ken Sutherland 
1938 and was as- 


Co. He has also been associated with the Wilson Jones 
Co. of Chicago covering Oregon and Washington and 


portion Of Idaho 


ROBERT McCourt, formerly dis 
trict sales manager of the Standard 
Register Co., has been appointed 
general sales man 


assistant to the 


ager of the Baltimore Business 


Forms Co., it was announced by 
WILLIAM H. Grim, Jr., 


the Baltimore firm. 


general 
sales manager of 

McCourt will work from _ the 
New York office. His 


initial assignn is to work on new d 





Robert McCourt 


company’s 
velopments with 


major oil companies through Baltimore Business Forms 


representatives who service those accounts In thes 
days of automation, we felt the need of a sales ex 
of McCourt’s calibre to work exclusively on spe 
ects, Grim Said 

]. Ww WALLY BROOKS, senior vice-president of 
Scripto, Inc., has recently been placed in charge of the 
company’s domestic sales, advertising and marketing and 
advertising specialties departments. At the same 
JoHN E. ADERHOLD, vice president 1 general man 
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The profit picture on desk dictionaries 


[his masterpiece provides greater value 
for your customers, greater profit for 
you. It’s the newest and biggest. Every 
lefinition has been freshly written in 


( 
Crisp modern language, and the dic- 
t has 142,000 entries — 10,000 
more than its nearest competitor. There 
also are nearly 300 more pages, 1,760 
n all. More than 3,100 terms are illus- 


l 
trated. It’s a bigger book with a stronger 


WEBSTER’S NEW WorLpD DICTIONARY 
is “the experts’ dictionary” used by 
leading authors, writers, editors, busi- 
nessmen, and educators. It is officially 
approved at more than 1,000 colleges in 
the United States and Canada. 

Every week of the year it’s advertised 
in one or more national magazines and 
newspapers — Time, The New Yorker, 
Life, Saturday Review, etc. And here’s 
the pay-off: 


On orders for 1 to 25 copies you get 
40% discount, 41% on 25, 42% on 50, 
43% on 100. That's why more and 
more stationers are waking up to the 
fact that there’s a year-round, built-in, 
PLUS-profit selling Webster's New 
World Dictionary. If you'd like further 








details just drop us a post card. The 
World Publishing Company, 2231 West 
110th Street, Cleveland 2, Ohio. 
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NOW-CASH IN ON THE 


Smooth ting 


al OFFICE PENCIL...EVER! 


OFFICE PENCIL with 
Lanolized Lead 





All The Qualities Your Customers Want... 










@ Superb Writing Ease because SEMI- 
HEX and only SEMI-HEX contains Lanolin 
Lead! Yes — Lanolin — the super lubri- 
cant lets the new SEMI-HEX glide across 
the paper quickly, silently. It won't 
scratch, won't stick — even on roughest 
cardboard! Writing is easy, comfort- 
able. And Laboratory tests prove that 
SEMI-HEX—with exclusive Lanolin Lead 
is the smoothest writing pencil you can 
use! 


@ Virtually “Break-Proof” Points! Gener- 
al’s exclusive Carbo-Weld Process makes 
a bond that holds true to the final 
sharpening! 


@ Each box is Unconditionally Guaranteed 
to be the best office pencil your customer 
has ever used—or money back. 


AND HERE'S HOW YOU CASH IN: 

e@ You Profit By Big Discounts IMMEDI- 
ATELY upon receipt of order! 

@ Generous Profit Margin! 

@ Giant Advertising and Merchandising 
Programs keep your customers asking 
for General's SEMI-HEX. 











SEMI-HEX 


is available in 
5 degrees: 1, 2, 
2-2/4, 3, and 4. 


LIMITED TIME FREE MERCHANDISING OFFER: 
Send us your customer list, and we will 
send them FREE samples of SEMI-HEX 
in your name! Then watch the re-order 

ro eS business roll in! This offer is good for just 

. 30 days! Act now! 





: ewest 
Write owing STOCK UP ON SEMI-HEX NOW 
Catalog ine of 
Complete - voducts and take advantage of All Our “Sell-On- 
lity Pre Saree + , . 
Qua ‘Offic _ School Sight” Merchandising Aids and Counter 
For tudio. Displays! 





ENERAL 


PENCIL COMPANY 
69 FLEET STREET 
JERSEY CITY 6, N. J. 









ager, assigned the position of vice-president and man 
ager of the advertising specialties division to GEORG! 
CURRAN. Curran became associated with the company 
in 1955 

This organizational change will in no way affect the 
existing company sales policies. 

WILLIAM F. Latz will remain in his present position 
of vice-president and domestic field sales manager 


JamMes A. Travis has been ap 
pointed manager marketing, 
Ozalid Division, General Aniline 
& Film Corp., according to an an 
nouncement by L. BYRON CHERRY, 
Ozalid Division general manager 

In his new position Travis will 
be responsible for consolidated mar- 
keting functions in a newly created 


marketing Cherry James Travis 


department, 
pointed out 

Travis joined Ozalid in 1939 as advertising manager 
He was named assistant sales manager in 1941, and New 
York metropolitan sales manager in 1942. In 1943, he 
was appointed Atlantic regional manager, and manager 
of branch operations in 1954. He became general sales 


manager in 1957 


WILLIAM J. (BILL) HATTON 
has been appointed western sales 
manager of The Seng Co., Chicago 
and Los Angeles, and will now 
make his headquarters at 2313 | 
Sist St. in the West Coast city, 
F. A. SENG, president, has an- 
nounced. 

He succeeds RICHARD A. (DICK) 
DAWSON who resigned to assum¢ W. J. Hatton 
his new duties on March 1 as general manager ot Capt 
tol Bedding Co., Indianapolis, Ind 

Hatton, who joined The Seng Co. in 1952 along with 
Dawson, has been in charge of Seng s east central ter 


ritory with headquarters in ¢ leveland 


R. T. “Dick” KELLEY recently 
was appointed sales manager and 
assistant general manager of the 
Western Addo Machine Corp. of 
Los Angeles. In this capacity he 
will supervise the sales of Addo-X 
adding machines, Adler typewriters 
and Roneo duplicators throughout 





the 13 western states. Kelley has 
been in the office machine industry R. T. Kelley 
for more than 30 years, during which time he has served 


in managerial positions with several manufacturers 


Appointment of JOHN H. ADAMs to the position of 
sales manager of communications systems for the Data 
Processing Systems Division of Smith-Corona Marchant 
Inc., has been announced 

Headquartered n Deerfield, IIl., 


sponsible for commercial sales of prit ted communica 


Adams will be re 


tions and data transmission systems produced by the 
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. a terrific profit potential by 
dealers who switch to R. C. 
Allen’s complete Add-O-Matic 
adding machine line. 

Learn how easy it is to make 
a full dealer profit with the com- 
plete Add-O-Matic line —the line 
that meets competitive prices 
and beats any make with power- 
ful selling features. 


R.C.Allen 


Business Machines, Inc. 


680 FRONT AVENUE, N. W. @e GRAND RAPIDS, MICHIGAN 


Adding Machines « Bookkeeping Machines « Cash Registers « Typewriters « 
Safes and Files « Carbon Paper and Ribbons « Precision Aircraft Instruments 


668 FRONT AVENUE, N. W. @ GRAND RAPIDS, MICHIGAN 


Please send me information on a pro- 
tected R. C. Allen franchise. 


NAME 


ADDRESS 


CITY 

































IMPERIAL 


SERIES 


a superior contemporary design with exclusive 
distinction...calculated to win 
buyers and influence sales your way. 
Stock and display the 
~- “IMPERIAL” group. 


Full details on request. 


4@ Side Armchair 
440 U 


Swivel Chair 
: 440%U 


@) makers of fine chains for over hal a century 


MILWAUKEE CHAIR COMPANY « Milwaukee 45, Wisconsin 
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Kleinschmidt Division 


of SCM, including its full line 


( h spee typewriters, tape perforators, and re- 
tape sending and receiving devices, and 

tomatic switching and relay systems. Prior to 

g his w position, he was assistant to the vice- 


ind general manager of the Kleinschmidt Di- 
rona Marchant 


KEN E. Brock has been named 
to succeed D. W. Moor, Jr., re- 
ently deceased, to the presidency 
of the American Mat Corp. and 
th D W Moor Co [wo Toledo, 
Ohio, firms engaged in the manu- 
facture and distribution of floor 





nats, matting and tiles. Brock, who 


I 
has been Vice president and a di- 





rector of the companies since 1948, 
general manager of the Hall Man- 

d affiliated with Konopak & Dalton 
Ernst & Ernst. He is a member of the American 
Institute of Certified Public Accountants, Chamber of 


e! in ge 


Club and the Sylvania Country 


ve 
nt appointments have been made in the sales 
zation of Binney & Smith, Inc. Eowarp R. Gus- 
ON has | 1amed manager of commercial sales 
| RUSSELL J]. MCCHEsSNEy has been appointed to the 
or 1 nager of educational sales. In their new 
fT 





Edward Gustafson Russell McChesney 
s, tl men will assist Victor R. WATSON, 
taf joined the company in 1951, was 
Prior to joining 


g the company 
with 1 National Biscuit Ce 


McChesney, who 
" p since 1935, was st recent- 
( al Sales Divis whose head- 
eo. Both will from the 

k ¢ fFices 
American Business Systems, Inc 
named MERVIN BRAUFMAN as 
; manager for the Greater Phil 

Iphia 

Mr. B I i nerly sales 


sentative for ABS Philadelphia 





Bra t i 
were I ently ippoint d to lead 
H x Sons Corp., New York City paper 
‘ M. HyMAN is th v president, 


I 
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SELL MORE... 
§ You MAKE MORE! 


Advertising to Professionals and Students 
has made the Alvin name well known and 
respected for quality drawing instruments 





ONE SOURCE... for all your 
Drawing and Drafting Supplies 


@ ENGINEERS @ ARCHITECTS @ DRAFTSMEN and STUDENTS 


LOOK TO ALVIN FOR QUALITY 


@ Drawing Sets @ Drafting instruments @ Designing Aids 
@ Drafting Materials @ Drawing Equipment @ Measuring Devices 


PLAYS / 
-St ing COUNTER DIS 
0 ae Stimulate Extra Sales! 





Ey 
Help y 





PROFIT BUILDING 
LEAD POINTER DISPLAY 
No. 55550 
Counter display holds 12 
“Kleen-Point™ Pocket-Size 
lead pointers. Practical de- 
sign with dependable con- 
Struction, guarantees a truce 

point every time. 


Retail $22.00 
Cost... sae $13.20 
PROFIT. $ 8.80 





SALES STARTING 
TECHNICAL FOUNTAIN PEN 
DISPLAY Ne. P3950 
Attractive TECHNAPEN 
easel display holds 12 pens. 
Super fine to extra broad 
nibs... designed for high- 

speed precision pen work. 





Retail $57.00 
Cest $34.20 
PROFIT $22.80 


MONEY MAKING 
PROFESSIONAL & SCHOLASTIC 
DRAWING SCALES DISPLAY 
Ne. 707D 
Superior quality boxwood, 
pearwood, and plastic tri- 
angular and flat 6” and 12° 
drawing scales. In self-selling 
display. Stands 22” high with 
2 flanges 8° wide that fold to 
form a rigid stand. Overall 





width, 32° 
Retail $75.00 
Cost $45.00 
PROFIT $30.00 
40% Discount on all displays... 
quantity discounts on requests. 


Write for Free Displey Brochure | Free Ready Reference Chert... 
... describes over 2 dozen differ- 1 helpful sales oid, lists hundreds of 
ent Counter and Wall Displays to Alvin's most popular items. Fully 
help you sell Alvin. 1 Mustroted. 
i 


“Quality at the Right Price’ 


ALVIN & COMPANY, INC. 
Importers « Manufacturers « Distributors 


WINDSOR, CONNECTICUT 



















Yarns have been treated 





maximum wearing qualities 


Upholstered 
Fabrics 

~ Resistant to 
Wearing 
and 

Fuzzing 


Dupont 
Nylon 
Pile 
Cotton & Rayon 
Back 


Best Selling 
Colors 
and 
Wide Range 

of 


Patterns 


470 4TH AVE., NEW YORK CITY 
FURNITURE MART, CHICAGO 


) SANTEE ST., LOS ANGELES 


, eee 


PHILLIPS-DAVIS, INC. 


Selling Agents 
HIGH POINT, NORTH CAROLINA | 


and Fabric constructed to assure 





















CHARLES E. HYMAN the vice-president and JOSEPH 
KIRSCH, secretary-treasurer. 

The appointments were made on the retirement of 
HARRY Z. HYMAN, past president and founder ot the 
firm, and Mor HyMAN, retiring vice-president and gen- 
eral manager. Both of the elder Hymans had been with 
the firm for more than 50 years 


Jack L. Moore has been ap 
pointed to the position of general 
sales manager of the Acco Prod- 
ucts Co., a division of the Natser 
( orp In addition to his new duties, 
he will continue to serve as secre 
tary of the firm 

Moore joined the Acco organi- 





zation in 1950 as secretary and has Jack L. Moore 
been actively connected with the 


sales departm« nt for these past nine years 


ROBERT J. FULLER, 106 Brandywine, Batavia, IIl., is 
now associated with JAMES B. LYNCH representing Im 
nerial Desk Co. in the Midwest area. Fuller, with sev 


eral years experience in the office equipment field, will 
jut} 





James B. Lynch Robert Fuller 


along with Lynch, expand and intensify the services 
offered to Imps dealers in their sales area, which 
cludes Minnesota, Wisconsin, Illinois, Indiana and Ken 


cue ky 


|. T. Kipper, manufacturers’ representative covering 
Minnesota. Iowa and North and South Dakota, has 
joined the ¢ peration ol Tee-Jay Sales Associates to fur 
ther the representation of the Anderson-Hickey line of 
steel office furniture e-Jay Sales headquarters are at 
its new warehouse-office location at 2112 Grand Av 
Kansas City 11, Mo. However, Kidder will travel from 


14920 Vallacher Ave., St. Louis Park 16, Minn 


National Fiberstok Corp. announces the appointment 
of NORMAN G. JOHNSTON, JR., formerly of the Frank 
W. Winne & Son Co., Philadelphia as general oftice 


manager 


RAYMOND S. HOWARD and EARL K. SPRAGUE have 
recently been appointed to the F. 8S. Webster Co. dealer 
sales staff 

Ray’ Howard brings 10 years of consumer selling 
experience with a West Virginia office supply retailer 
to his new Webster assignment. He will headquarter in 
Dayton, Ohio, and cover a territory comprising the west 
ern Ohio and Kentucky area 

Ken” Sprague a resident of Long Beach, Calif., will 


give Webster additional sales representation in the 
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NEW ACCO _— 
SALES AIDS ; 
FOR You! 











BOLD, NEW > v) 
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\ 
7 GRIPS AT A TOUCH of the Ha ma 
instantly, too. @Has 2" capaci- 
FREE 
“IDEA” ty—yet holds even one sheet 
-Jele) 453) securely. No marring. No holes. 
T @ The ideal work organizer. 






vu Hundreds of uses—work sheets, 
= | photos, catalogs, letters, sheet 
|}, music, blueprints. Genuine 


A {- pressboard—red, black, grey, 
ad green or blue. Letter, legal size. 


ASK FOR ACCO’s new booklet * 
“Ideas That Save Time and Space" 


—available free at office outfitters 
ACCO PUNCHLESS BINDER 


« 
in 16 vital magazines 
read by your customers 


free for distribution 
to your customers 





Or write: ACCO PRODUCTS, 
A Division of Natser Corporation, Ogdensburg, N.Y.- In Canada: Acco Canadian Co., Ltd., Toronto 


¥* TM pending 





bier, — ottice You Equip Desery,. 


(Jalaelslogec| 


‘CARPET SAVER’ AND 
FLOOR SAVER’ CASTERS 


A 


J 


eK 
r 
\\ 


es 


> 


. 


qs 
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These are the unique, “swive 
acclaimed the world over for the 
Sure sales openers, excellent 
from $7.95 per set of four Met 
non-marking, stain resistant 


surfaces. Fittings for ALL office 


Preferred by major manufact 
tinctive note of quiet elegance 


KIND to carpets and floors, NEVER 
eeeeeeeeeeoeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 


DEALERS, W R A TODAY 
FOR NEW CATALOG 158 


shepherd casters, inc. 


P.O. BOX 672—8B8 


{ARBOR 


In Canada: Shephe 





Seeeeeoeoeoe ee eeeeeeeeeeeee 


eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 
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panding Southern California territory. His previous ex- 
perience includes four years as a Carbon and Ribbon 
manufacturer's representative, as well as four years of 


consumer work for a retail stationer. 


Appointment of ALFRED KwiIE- 
CINSKI as Eastern regional systems 
rvisor for th Mosler Safe ( O., 


has been announced by JosE CAs- 


IT 
sul 


rELLANOS, director of the com- 

pany s systems division An expert . 
in his field, Kwiecinski will super 

vise the syste division's Eastern 7 
region sales I He lives in a. 


Westfield, N. |] Alfred Kwiecinski 


Cole Steel Equipment Co.. Inc.. 
has promoted GEORGI T. ROUSE to 


the position Ol 


ot the Middle Atlantic states 


gional sales man 
get 


Mr. Rouse will make his head 





quarters at th mpany’s branch 
oftice-warehous Philadelphia 
Upon joining Cole in 1957, Mr 
Rouse was appointed sales repre- 
sentative in Ohio. He was previous George Rouse 
ly aftfiliat qd with 1 mayor office sup] ly ( mpat \ 
ght S 
JACK SHAYNI been named advertising manag 
of Remington Rand's portable typewriter division. H 





“) 
Jack Shayne 





lso | ge of the division's . 
and market research activities 
Likewise, Dol H. EmMore has been apps 
idvertising and sales promotion manager of Remingt 
Rand's adding-cal lating machines di‘ 


Appoint! t of WILLIAM L. TILLMAN as d 
nar t sales tor the West (¢ ntral st 


has been annou 1 by Jens Risom Design, Inc 
Headquar g at the Risom showroor Chi 

Spa 6 th Merchandise Mar Mr. Till: 

supervises territory vering Illinois luding Cook 


1d Will Counties,) Towa, Kaz 
Nebraska and Wis 


The pr tio territorial transfer and addition 
e sales tor bers has been ar d by JACK 
F. EMHARDT, g il manager, Columbia-Hallow D 
5 SPS ( 
GEOR B has beer pron ito West ¢ 
i Columbia and Hallowell sales 
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DOrpp., |ias everything 
and we mean everything in fine business cases! 





Are you sure you’re making as much as you can 
on Leather Goods? If not, latch on to Dopp, and 
you'll be first in styling, first in quality whatever 
the price category, and you'll be making HIGHER 
PROFITS than ever before! Dopp sells more busi- 
ness cases than any other line, offers you variety, 
quality, styling, a terrific national advertising 
program, and the fullest mark-up in the industry. 
Write for complete catalog and price lists. 
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DOPP Leather Goods are Nation- 
ally Advertised and Pre-Sold for 
You in These Prestige Magazines: 


@ HOLIDAY @ ESQUIRE 
@ NEW YORKER @ TIME 
@ SPORTS ILLUSTRATED 


CHARLES DOPPELT & CO., INC. 


2024 S. Wabash Avenue * Chicago 16, Illinois 
New York—389 Fifth Ave. 
Los Angeles—712 S. Olive St. 
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HOW TO HELP YOUR CUSTOMERS BUY FROM YOU 





“May | see how you 
sort for filing?” 





Ask Your Salesmen 


to try this dg 
just ONE WEEK a month 


SORTERS FOR- 


If for just one week a month your outside Checks 
salesmen asked that question on every Sales Tickets 
call they made, a lot of customers would Invoices 
invite them right into their file depart- . — 
ments. Once inside they'd see some good,  eanttedens med 
some bad, some. indifferent sorting opera- Mail 

e 


tions . . . and pick up some leads which 
could develop into profitable Kohlhaas 
Sorter sales for you. 


Purchase Orders 
: and any other size 
or type of media 
- 
Special sizes 
made to order 


You know that a Kohlhaas sorter is just 
a means to an end... to prepare material 
for filing by getting it into alphabetical or 
numerical order . . . but often your cus 

tomer doesn't. You can do him a favor by 
showing him how a Kohlhaas sorter can 
speed up his preparation for filing, which 
is really the biggest part of the filing job 
He can select the sorters best suited to 
his purposes from the 11 numerical and 
50 alphabetical kinds which are illus 

trated and described in our FREE cata 

log, copies of which are yours for the 
asking. 

You can clinch sales by carrying a repre 

sentative line of Kohlhaas sorters in your 
stock but we can also make fast delivery 
of all of our many items. 


SUGGESTION: Ask your salesmen to 
carry a sample on some of their calls 
Nothing sells like a demonstration 


THE Rehlhaas COMPANY 


Founded 1914 
8012 S$. CHICAGO AVE. CHICAGO 17, ILL 
All Phones BAyport 1-4433 


Please attach to your letterhead and mail) 


| THE KOHLHAAS COMPANY 
; 8012 S$. Chicage Ave., Chicago 17—Dept. oA-4 , 
| YES, please send us_______copies of your FREE 8 page | 
| illustrated catalog of alphabetical and numerical sorters 
OEE —— | 
CC EES j 
I aisle 

> << «==> a as as a= =o oes _ 









ROBERT MCMANus to New York City district manager 
for Columbia sales 

Transferred to the Cleveland, Ohio, territory as Co- 
lumbia sales representative is GEORGE LITTLE, formerly 
a salesman in the New York City area 

JOHN McGowan, a SPS employec since 1951, has 
been assigned to the Cleveland territory as sales repre 


sentative for Hallowell products 


Named Columbia sales representative in the Detroit 
area 1s ARTHUR HENRI 
New additions to the Columbia Hallowell Division 


sales force are FRANK CARBONELL, GERALD MACKLI 


JOSEPH BUTCH and Harry LAMBER1 


O. GRESSENS, president of As 
sociated Stationers Supply Co., Inc., 
Col. Martin 


been 


has announced that 





elected 





Philipsborn, Jr. has fe . — 
president of its subsidiary, Horder’s 
Stationery Stores, Inc 

Col. Philipsborn has had a rich 
experience in the retail merchan- 
Most 


served as president of Zion Indus- 





dising field recently he Col 
; = 


Phillipsborn 
tries. He was educated at Oxford University and served 
for seven years in the United States Army 


ROBERT SPE! 


CHER to the newly-created position 


Appointment of 


manager, office turnt 


innounced by T. R 


of held sales 


ture, has been 


COMBS, director of sales, Harter 
Corp. Speicher joined the Harter 


from the B 


Organization 1954 


I Goodrich Co. He has been west 





ern divisional manager for Harter, 


Robert Speicher 
Belmont, 


with headquarters in 
Calif. In his 1 


Sturgis, Mich 


Ww position, Speicher will operate from 


ALEX KLOBERDANZ joined Bach 
mann Asso Clear Lake, Iowa, 
tter hay tormerly asso- 
ated with Singer Manutacturing 
Co. in the Midwest 

Bachmann Associates cover th 
rritory omprised of the states ot 


Minnesota 
Dakotas, Ne 


Wisconsin [Ilinots 
Iowa, Missouri, the 





Alex Kloberdanz 


braska 1 Kars calling upor 
ffi st 1 equipment dealer They 
Amberg Fil 1 Index Co. and Sturgis Posture Cl 
C « 

Jayem Sales Corp. announces the appointn 


Tony Dopk! 735 Jeffery Blvd., Chicago, as its w 


Illinois, Wisconsin, Iowa and Minne 


Hers 
tative for the Metal Specialties Manufacturing ¢ of 
Melrose Park, Ill. Walsh and his representational firm 
Illinois, Wisconsin, Iowa, Mu 


ALSH recently was appoint 


will cover the states of 
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belongs here 








Feature “*TRANSFILE’’ in 1 the popular GRAY finish in your window and store dis} lay for 


terest ACTION Serves as a visual reminder that now is a good time to con 
Creates ‘eye appeal ITRANSFILE” fibre board files match the new look of to 
Demonstrat 1 savings in SPACE, TIME and COST that can be seen for itself 


tly stacked “TRANSFILES” featuring its low, low price will stop traffic and start sales 


PTRANSFILE” tiles can be stacked as high and wide as desired. The patented interlock feature welds 
s. With all t weight of the drawer and contents supported on steel, the drawer 
risingly easy. 3 Sty ind 13 Sizes. Available in traditional green, of course. For a host 
deas for window 1 store filing supply displays, send for the "“GUSSCO” new 1960 
Yor he glad 
manufacturers of ‘Gussco’ filing supplies — “Guide-O-folder” — "“Guide-O-file’ — “Guide-O-tray 


Guide System & Supply Co. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPRESENTATIVE — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CALIF 
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Sure! Not everybody buys Carter’s by the carload... 





For instance — home typists, students, traveling salesmen and 
executives. Plus those who want to “try” before buying a full box. 
Together they make a big market! Naturally, Carter’s helps you 
reach it... with 12-sheet carbon packs. Real trial-size convenience! 
No more breaking up a 100-sheet box to sell half a dozen sheets. Easy 
way to make 12-sheet sales out of 3-sheet requests. And each pack 
is its own container. Nothing to wrap up except the sale. Put them 
on display and see. 


Carter-ize today! \AA/ i 
PROMOTE MORE FROM... @@& ag. s— 


ADVERTISED IN Since 1858 specialists in Fine products for Office, Schoo 
Home and Industry: Carbon Papers; Typewriter Ribbons 
Adhesives; Stamp Pads and inks; Duplicator Supplies; 
Pressure Sensitive Tapes; Writing, Drawing and indelible 
Inks; Eradicators; Artist Colors; Marking Devices and Inks. 


THE CARTER'S INK COMPANY, CAMBRIDGE 42, MASS 
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nesota and North and South Dakota for the company. 
Prior to the establishment 1957, 
Walsh was sales manager for the Ace Fastner (¢ orp. 


of his own firm in 


WILLIAM C. WADE has 


umed the Philadelphia representa- 


been 


ve for the Hamilton Autographic 
of Hamilton, Ohio. A 
sident of the Philadelphia area 


Register Co 


for 14 years, he this manu- 


jOINS 


facturer of multi-copy business 


orms after four with the 


Manufacturing Co., Inc., 


years 


Reyburn 





merchandise 
j 


also served 


where he was 
W ade 


Stephen Crane Co., 


man- 
th frye ; division as sales 


the snap 


T. F. REHM has been appointed 
anager of the typewriter supplies 


Remington Rand, Di 
Rand Corp. For 


past seven years Rehm has been 


ision. of! 
sion oft Sperry 
ver of authorized agency sales 


erations ri du t lines and 


n all p 
im al } 
will now work full time in the 


division's 





supplies 


holesale, agency ind dealer 
| who joined the company thirteen 
to the general sales manager of 


sion, has more recently become 


{1 organization through his suc- 


of rency Operations across the 


O Ey Business Forms, In have an 
tl tment of CALVIN PRIDDY ») serve as 
Ss rorce Opt rating out th Dallas 
n associated with the Ennis Com- 
erly worked in the ink and type 
bbor ifacturing departments. He has been 
s department for the past year 


Oxford Filing Supply Co., Inc 
innounces the appointment of 
NorMAN MCcLEop as field repre 
ntative in the Los Angeles area 
Mr. McLeod PAUI 


West who now manages the south 


S 


will 


; 
iSSIST 


California territory. GEORGI 


MorGAN, formerly harge, has 


+ 


signed to go 


ss. Handling Oxford's 


nother busi 


into 





northern 


( fort territor s Epwarp B. MorGAN. All thre 
experienced systems men with 
onsumer develoy work 


Contract Furniture Corp. has appointed 


I , 
s for the easter 1 Midwest 


ounced by CHILTON BROWN, di 


McKNIGHT will represent the firm in 


i 
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the only place 
it won't stick 
Is on 

your shelves 


Elmer’s full line turns over fast—and presto! Profits go 
up. No wonder—with all the ads in top consumer maga- 
zines backing these great glues. Stock all of them. See 
your supplier or write The Borden Co., 350 Madison 
Avenue, New York 17. 

















‘K’ 
series 





MV 





K O9 
unit for PLUS 
SALES | 
of the 19K 
SERIES 















Unmistakable p 


A onwa 


METAL 


in Cc. 
2412 South 7th St. St. Louis 4, Mo. 
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the states of Ohio and Michigan. He was forme: 
sociated with Hende-Jon, Pittsburgh r) 
HERMAN BATKO will join the Chicago office 
Merchandis« 
afea 
EDWARD A. HEIS1 formerly with Ma 
cover Metropelitan New York City 
MARTIN MASON will cover northert 
1 New York State, excluding New York 


Mart and will cover the greater Chicag 


Fowler 


Connecticut 


City 


KARL H. SOLLMANN of Linton 
Pencil Co anni 
ment of AUSTIN WHITE as assist 
ant sales manager. Mr. White en 


inces the appoint 


ters the pencil industry after several 


years sales experienc in the 1c 
| 


cream and food brokerage fields pa 
. 


Mr. White will cover the entir« 


United States, working closely with 





Austin W hite V 


their respective areas. Mr. White presently resides 


Cincinnati, Ohio but expects to move to the South tn th 


the Linton sales presentatives in 


near future 


EDWARD N. HASKELI 
Haskell Mig Ci 


only manufacturer of steel office 


president 


Inc., Pittsburgh's 


rurniture, has announced the ap 
pointment of CARL W. JARvI to the 








position of executive vice-president 
of the firm in charge of engineer 
ing and productior 
Mr. Jarvi joined the firm in 1956 
as chief engi He came to Pitts Carl W. Jarvi 
burgh from New England where he had served s i ‘ 
prominent ma racturers im Various Capacities wg 
general p production engineerit 


Here 





HAROLD S. KLEIN _ recently | and 
oined Luxco, | the capacity tutio 
of assistant sales manager He desis 
brings several years of sales man } tom 
agement experie! in other in . office 
dustries into his W position and neer 
will operate fr the company's | beau 
home office at LaCrosse, Wis., in stvle 

Oordinating tl eftorts of Sales func 
Representatives with the dealer Harold S. Kleis Golc 
rganizatior | selec 

| in a 

ROBERT STAH s been ay | piec 
pointed the nat il sales manager chai 
f the § Steel Equipment 
Corp. The sales s manager for 
tl S 1952, he will 
now be in charge of all phases of 


Supreme’s sales activities. He will 





ilso develop and administer an ex 
ied merchandising program for 
the company’s new electrically op Robert Stahl 
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Here at last is furniture designed, engineered 
and styled expressly for commercial and insti- 
tutional installations. Howell’s Encore group is 
designed with the modular versatility necessary 
to meet most any need for lounge furniture from 
office reception room to student lounge. Engi- 
neered and constructed to retain its easy to clean 
beauty even under the severest use, Encore is 
styled in steel with square tubular frames in four 
functional finishes Satin Chrome, Bronzite, 
Goldtone or White, and upholstered in a wide 
selection of supported vinyls over 3” heavy den- 
sity foam. Tables feature laminated plastic tops 
in a choice of wood-grains or solid colors. All 
pieces have self-leveling marlex floor glides, and 
chairs have “wall saver’’ back leg construction 


ucing the NEW, 


MODULAR SEATING 











oa 
CHARLES ILLINOIS SHOWROOMS: CHICAGO—American Furniture Mart 


Building; LOS ANGELES—lLos Angeles Furniture Mart 


The Howell Co., 433 S. First St., St. Charles, iil. 
Please send me your new color brochure and space 
planning guide 


Nome 
Company 
Address 


City Zone____ State 


One Pork Avenve HIGH POINT Southern Ff 
1iSCO— Western Furniture Mort; DALLAS—Home fF 
















Perfectly 
Aimed 









C Baz ) 
pee! “MATIC” 
EC 
POSTING 
EQUIPMENT 


hits the mark in office efficiency 


PP me 
Rea P.E.C. keeps pace with 
modern office procedures 


DUO-MATIC 
POSTING TRAYS 
AND STANDS 





PORTA-MATIC 
POSTING TRAYS < 
AND STANDS 





TILT-O-MATIC 
TRAYS 
(For Reg 


ster Forms) 





V-MATIC TRAYS 
(Small Capacity 
Containers) 





HANDI-MATIC TRAYS 
(for writing boord and EXPANDI-MATIC 
machine accounting (Designed for installat ane 
records requiring smal! 
capacity containers.) 


where space 


ato prem al 


MeL _MEAD-LEE Associates 
Write today | associates | SOLE DISTRIBUTORS FOR 


for our new, ~ POSTING EQUIPMENT Gyeveattin 


complete catalog 1721 Elmwood Ave., Buffalo 7, N. Y 





130 











S&PBT Elect Officers and Trustees 


At the annual meeting of the Stationers & Publishers 
Board of Trade, Inc., held recently in New York City 
the following trustees were elected for the current year 

Ertiorr F. Assport, Carter's Ink Co.; THoMas | 
Bripces, Jr., S. P. Richards Paper Co.; JoHN DAWsON 
National Blank Book Co.; Scorr Foster, Dennison 
Manufacturing Co.; SEYMOUR FRIEDMAN, Art Steel C 
Inc.; F. E. GIt_en, Eastern Tablet Corp.; R. A. Gu 
Lick, Rockwell-Barnes Co.; G. FRED GRIFFITHS, Jf 
Noesting Pin Ticket Co., Inc.; GLENN N. JOLLy, The 
Gibson Art Co.; CHARLES A. LONG, Permacel, Div. of 
Johnson & Johnson; PAUL F. MILLER, Oxford Filing 
Supply Co., Inc.; P. Morris Ness, Wilson Jones Co 
Mertvin F. OcramM, The General Fireproofing Co 
C. A. ROAcu, Scripto, Inc.; WILLIAM Rossway, J. Wiss 
& Sons Co.; Russect L. SINGER, Koh-I-Noor Pencil 
Co.; KENNETH V. SMitH, Eberhard Faber Pencil Co. : 
JosepH M. TateM, Cooks’ Inc.; JosepH P. TEMPLI 
rON, Joseph Dixon Crucible Co.; B. E. VAN Dyk! 
The Esterbrook Pen Co 

At a subsequent meeting of the trustees, the follow 
ing officers were elected for 1960 

President, WILLIAM Rossway J. Wiss & Sons C 
Ist vice-president ScoTT Foster Dennison Mtg. Co 
nd vice-president, G. FRED GRiFFITHS, JR. Noesting 
Pin Ticket Co.; Secretary-treasurer and executive vice 
president, EowarD O. KALLMANN; assistant secretary, 
MARY TOLLOCK: assistant treasurer, ( HARWOOD 
PARKER 

At the same time, R. LAWRENCE UNSER, formerly of 
the Boorum & Pease Co., Brooklyn, N. Y., now retired 


was elected an honorary trustee 


Paper Rolls for Foreign Machines 


The Rittenhouse Paper Co. announces that it is now 
producing special detail and receipt rolls for use in cash 
registers from abroad, such as the Sweda, Regna, Hugit 
and Anker. This production adheres to the correct thi 
ness, finish, width and diameter The I] Wol 
on cores which will fit each brand of regist 

Dealers’ pr schedules may be had by writing th 


company at 2600 N. Clybourn Ave., Chicago 14, II 


Pfeffer Joins GG Pens, Inc. 


HowWIE PFEFFI tormerly with a W t Coast 

urer, has returned to the East after an absen 
19 years and has joined forces with GEORGE GRODIN 
well known pioncer in the ball point pen industry 

The newly-formed corporation, GG Pens, It 
Grodin as president and Pfeffer as vice-president with 
present plans calling for 135 sales representatiy 
—_—s 


New Distributor of Typex 


The Typex dry type cleaner for typewriters is 
being distributed by the Lexington Typewriter & Trad 
ing Co. of 42 Lexington Ave., New York 1, N. Y. Until 
recently, the Swedish made item had been carried by the 
American Office Equipment Co. of New York City 
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CATALOG: 


Compiled each an 
and offered with a personal 
imprint cover to dealers for 
distribution to their customers 
Contains more than four-hun- 
pages, teaturing over 
sixteen-thousand brand name 
items. Each item shown at list 
price to insure adequate prof- 
it margins to the stationer 


1every year 


area 


PERSONAL 
SERVICE: 


A sales staff comprised of men 
carefully selected over many 
years for their ability to serve 
and satisfy and for their 
outstanding knowledge of the 
stationer’s needs 


INVENTORY: 


O Ie ndred-twenty 
thousana teet it warehouse 
space under one roof, devoted 
to a stock of the most well 
known and asked-for brand 
names in the industry, inciua- 

3 full-breadth lines of office 
supplies e and ma- 

hines as shown in our pricer 
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E YOUR SALES... 
“YOUR PROFITS... 
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Make | Of all the Purchasing, Sales, 
Merchandising and Service tools 
available to you when you deal with 


United ... For complete details of our 
Operation and how it works for you 


a 















f this publication. 
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PRICER: 


Each page a replica of its 
catalog twin, plus the added 
advantage of a complete deal- 
er net price structure, kept 
current with a constant flow 
of revised replacement sheets 
printed together on a single 
page, as they should befor 
all the information you may 
need in a single glance 


A FREE copy of this 
pricer is available to 


7 





any bona fide stationery 

















UNITED STATIONERS SUPPLY CO. 
641 WEST LAKE STREET, CHICAGO 6, ILLINOIS — 
FORMERLY UTILITY WHOLESALE STATIONERS 


dealer upon request. 


FAST SERVICE: 


Speed in handling speed 
in filling . . . speed in shipping 

Our entire system is geared 
toward immediate and unerr- 
ing service. Our central loca- 
tion expidites orders from the 
shipping docks to any point 
in the nation, 


EXPERIENCE: 


We cut our teeth in the sta- 
tionery industry more than 
fifty years ago and have 
never varied from a constant 
program of improvement and 
expansion. The culmination of 
our active executive and man- 
agerial staff alone represents 
over six-hundred years of work 
in the field 
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EVERY 


OFFICE 


is a potential 
user of 


SORTKWIK 





. rs the invisible fingertip preparation for 
HANDLING PAPERS FASTER 


Thousands of businesses 
are using SORTKWIK regu- 
larly in place of old-fash- 
ioned rubber fingers or 
messy sponges. 

When applied to finger- 
tips, SORTKWIK creates a 


greaseless, stainless, tacky 
film. Papers can be picked 
up easily, quickly. Speeds 
up sorting, counting, filing, 
collating, posting—wher- 
ever paper handling of any 
kind is required. 





HERE’S WHAT SORTKWIK 


Brings in 
new customers 
looking for 

SORTKWIK 


Builds profitable 
repeat business 
yearin... 
year out 


Provides novel 
service idea for 
route salesmen 
to offer 
customers 


= eeno vovses | 
Sonre wm _— 


~~ cut er 0 
x= 3* 
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“Touma 


50< 





Retail 50c each; $6 per dozen 


DOES FOR YOU: 


Continuous advertising in magazines 
like OFFICE, MODERN OFFICE PRO- 
CEDURES, OFFICE MANAGEMENT, 
BURROUGHS CLEARING HOUSE, 
RouGu NOoOrtEs is creating new users 
of SORTKWIK every day. 


Once demonstrated, SorTKWIK be- 
comes a regular office supply item. 
Repeat orders keep increasing in 
quantity as use of SORTKWIK spreads 
to other departments in company. 


Something different to talk about is 
always an asset for any salesman. 
SORTKWIK opens discussion of other 
office needs. 


COLORFUL DISPLAY CARTON, 
NEWSPAPER MATS, STATEMENT 


voor} seorewee 
=> Fae" STUFFERS available at no charge 


Start getting your share of 


< profitable repeat business 
Pa TODAY! 


Write for price list 


LEE PRODUCTS COMPANY 


2736 LYNDALE AVE. SO. + MINNEAPOLIS 8, MINN. 
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4th District Notes 


R. E. HILBURN, correspondent 
P.O. Box 2935, Greensboro, N.C. 


JAcK Cooper writes in that Montgomery, Ala., now 
has a new firm, Thigpen’s, 30 S. Perry St. S. R. THic- 
PEN has opened with office machines, furniture and 
equipment but expects to add office supplies in the near 
future. I'm sure ‘'S. R.” will be glad to receive catalogs 
from all you manufacturers and it goes without asking 
that the “traveling gender” will put you on their “‘must 


call” list 


Things must be on the “up and up” down in Cocoa, 
Fla.. because “Breeze” Provost, owner of Provost 
Office Supply Co., has just enlarged his store and is 
planning to have a gala opening the three days just prior 
to the NSOEA convention at Miami. This will put it 
Monday, Tuesday and Wednesday, April 18-19 and 20, 
so you people who are driving down will have a nice 
Opportunity to drop by and see what Breeze has cooked 


up 


Next time you drop by Pruden’s, 1009 Main St., 
Roanoke Rapids, N. C., you will see some nice changes 
Bill has made. Besides rearranging the entire store he 
has built some real fancy offices in the rear for himself, 
his bookkeeper and the service department. By moving 
the partition back far enough for his new offices Bill 
added a lot of new shelving in his stock room thereby 
sacrificing nothing in the way of stock room space The 
whole effect is one of greatly increased efficiency all 


round as well as increased “shopper appeal 


Although this one is a bit off the beaten track you 
travelers who have been bypassing Morehead City, N. 
C., are missing a good bet because the Alford brothers, 
John and Ben, now have as modern and up-to-the-minute 
office supply section as you will find anywhere. Pri- 
marily printers, they have been building up their office 
supply and equipment area for several years now so re 
cently they moved a partition back several feet, added 


some modern fixtures, new tile floor, acoustical ceiling, 


new lighting and central air-conditioning 


The pine paneling already in, along with the above 
he } ling al 1 | h th 
improvements, adds up to a real progressive stor 


couplk of real progressive boys The Morehead City area 


is fast coming into its own industry-wise but has long 
been noted for its fine fishing so that alone makes it a 
prime spot u boys who are fishing bugs to make 
week-end stop-over. Look up the Alf rds at Herald 
Printing Co., 1509 Bridges St., which parallels the main 


drag one block to the left. 


It was recently reported that Stuart Bush, Savannah, 
Ga., had opened a new store there but it now develops 
that his plans failed to materialize so the deal fell 
through. He is still with Kennickle Printing C 


Although not strictly in the oftice supply or quip 


ment field they are close enough to be first cousins so I 
1 


will mention that Columbia, S .C. is the locale of a nice 


expansion in the business machine ld. After 10 years 
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All these magazines will say 


. | “GIVE THIS MERRIAM-WEBSTER 
FOR GRADUATION!” 


SREAT CHRISTIAN TREAS: RES 
RAVENNA RESPLENDENT | 
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JOHN P. MARQUAND 
Atrerneen at Moroto 
| 





Ne W wsweek , Saturday Review 


Ol oe See ee 
THE cee he tee lap foe 


— lf NEW YORKER sei 


Only Merriam is running such a terrific campaign in college, or starting in that important first job. 











—\ 





= 
-_ 


| _ . . . . . , ’ 
h, | to sell your customers on the idea of giving a dic- Build a prominent display of Webster's New 
tionary at this important gift season Collegiate Dictionary in its bright-red jacket to 


ul And only Merriam-Webster quality will provide remind your customers of this ideal graduation gift. 
all the information a student will need in high school, G. & C. Merriam Co., Springfield 2, Massachusetts. 


CONCENTRATE ON 


MERRIAM -WEBSTER 


AND DISCOVER THE DIFFERENCE IN PROFITS 
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at the old location at 2013 Green St., (5 points ) Thomp 
son Carolina Business Machines, Inc., is now in a brand 
new building at 502 Belt Line Blvd. The firm is fran- 
chised dealer for Victor Adding Machines and Calcu / 
lators, Smith-Corona office Typewriters and Sweda Cash 


Registers. That makes a nice way to begin an 11th year 


The investment business lost a good man and Sanford 
Ink gained one when Ep Wyatt, of Richmond, Va., 
joined Sanford to cover Virginia, West Virginia, 
North Carolina, Maryland and Washington, D. C. Part 
of this area has been covered by “INKy”’ LypIARD. Now 
that you ain’t got so much to do “Inky” you can spend 


more time sending the news from Florida, Georgia and 


Few folks are on the ailing list. FRANK HODGKINSON 
Athens, Ga., spent about 10 days in the hospital due to 
a rumpus with | kidney stones. HOLL! Bic STEV! 
STEPHENS, Smead’s man about Florida, decfded he 
didn't nee | nis gall bladder back in D I ber SO W 
to the hospit il and gave it up He’s back on the job now 


1 doing fine. See ya ‘round Hollis 


1. HOWARD WILLIAMS, firm of same name in Mon- 
oe, N. ¢ has done it again. This time his beagle 
hounds won two second place ribbons at the Red Oak 


Be acle Club field trials at Red Oak, Ga. This is one of 


th big ones but ré gardless of how b yy it 1s Howard s 
dogs are always at, or up near the front. He could paper 
the wall of a good-sized room with a multicolor of rib- 
bons 


Doris BRowN, JACK Masry’s gal Friday at Shelby 
Printing Co., Shelby, N. C., changed her name from 


Brown to Ross on February 11. 


LAWRENCE Downs, outside man for Jacksonville, 
N. C.’s fast growing firm of Carolina Office Supply 
Co., had himself a very busy January. On the 8th, Doris 
presented him with his first boy. They also have a girl 


three years old. After he got himself almost back on the 








track the flu bug laid him low and then came an adverse 
re oO! ( Lin shot 
Speakin of high flyin, the SAM BRANCHI of 
Branch’s, New Bern, N. C. have been doing some ot 
me. That fast pace Sam has been setting tor the past 
few years on expanding his operation in New Bern must 
be paying big dividends because they have just moved 
National Lock Company manufactures into a fine new home at 104 N. Grace St. All the latest 
: radgvets eT nclud d th if tor! n 
functional and decorative hardware paagers wert no Sn they are in Lor many 
f | | i happ day at hom Under tand (,race St 1S close 
for all types of office appliances. Included aPP) : sam , 
to the new Pala Motel on the new dual-lane on U. S 
are casters, sockets, glides, leg equalizers, ae rae 
+ ' 17 just south of town. For a real ‘plush’ place to stop 
locks, latches, label holders, pulls FF , ar 
: over the Palace will be hard to beat. Seven bucks n- 
knobs, hinges, screws and bolts .. . aie’ 
i tL ie 
ALL FROM 1 SOURCE 
It b Ep BLANCHARD, partner of Ep Best at The Oftice 
you ore an origina! equipment monutacturer or ;obber, : } | 
° Supp Stor ‘ ie 1 a Dad time in janu- 
write us. If you are a dealer, see your jobber. upply Ah skie, N. C., had a in Janu 
ry with a lapsed lung. Ed was « commission 
NATIONAL LOCK COMPANY (SOO Se omnes Hees toca issesspes 
N aie Wut’ BAUSERMAN, Jf. J. Stone ¢ Greensboro, 
Rockford, Illinois °* Industrial Hardware Division , A. 
eee N. ¢ s now back on the job after a long and rough 
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SU MMIIT 
Group 


4, JOHNSON 





I91ISW Guest Chair 








For complete information and prices, write to 


1913 WMA Guest Chair $3; Johnson Chair Company 


. 


Chane ~ . - . . 
Y 7109 Merchandise Mart Chicago 54, Illinois 
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New, Improved, Money-Saving POSTING EQUIPMENT 














Niiyico-Metic 
PORTABLE TYPE 


Simplify and speed posting for small 
groups of accounts with this NARCO 
MATIC Portable Posting Unit. Com 
bines the convenience of a posting tray 
with the compactness of a binder 
2”, 4” and 6” standard capacities 


COMPRESSION TYPE 


Speed paper handling with this sturdy 
compression type NARCO Posting 
Tray. Opens, locks, extends, with fin 
ger tip control for posting, reference 
storage. Lightweight. Lifetime, preci 
sion built, steel construction 


Get extra b 
this NARC 
Holds one 
height, len 


eeeeeee eee eeeeeeee een. 


¢ Complete line of Writing Boards available 
with fixed or movable rails 
MANUFACTURING COMPANY 
2125 W. MISSION ROAD 
ALHAMBRA, CALIFORNIA 


NARDON 


MWLCO- 
PORTABLE TYPE 


STANDS) 











enefits at no extra cost with 
O Portable Posting Stand 
Or more trays; adjusts in 
gth and width; converts to 


utility table. Sturdy steel construction. 
Quiet, easy rolling swivel casters 


* Wide selection of standard sizes. Special sizes made to order. 
Write for information and prices. 


DISTRIBUTORS: 
Some territories 


still open 








Pelouze FULL-LINE Scale 


“SILVER DOLLAR” TEST 
PROVES PELOUZE SCALES 
GIVE BEAM SCALE 
ACCURACY! 


Place a standard U:S. Silver 
Dollar on a Pelouze Scale and 
it’ll show exactly 154 of an 
ounce! Here’s proof positive 
only Pelouze spring type scales 
assure weighings accurate to 
1% of an ounce. And that’s 
true no matter where on the 
scale platform the dollar is 

laced. Let your customers try 
it— and they'll sell themselves! 


DARES TO MAKE THIS 


“SILVER DOLLAR” TEST 


ON SPRING SCALES! 





Write Today, Get your FREE DISPLAY! PELOUZE MANUFACTURING CO., 1212 ch 
LOCKWOOD SALES CORP., Box 126, Maywood, Calif.: California, Oregon 
YOUNGSTROM & CONWELL, 257! S. Wolff St., Denver 19: Rocky Mountains 
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Washington, Arizona, 


NEW! COMPLETE! COMPACT! 


Display 


Lets you show and 

sell the complete Pelouze 
line in just 22” x 8” 

of counter space. 


Here’s your complete postal 
scale department in one come 
pact unit. Lets you show your 
customer every scale for every 
job. Makes selling the right 
scale so much easier. Helps 
you sell additional scales for 
each office, and for the home, 
too! There’s never been @ 
postal scale display like it. 


YOURS FREE! 


5 to 50 Lb. Heavy Duty ‘‘Y’’ Line. 5 
and 10 Ib. models for first class, air 
mail, merchandise and printing. 
books and catalogs. parce! post. 25 
and 50 ib. models for parce! post 
only. Ail steel design. All models 
6,” wide x 8'." high x 6," deep 
$12.75 


2-Lb. Countess. Shows postage for ail 

classes of mail including parcel post < 
by zones — gives mileage of zones 
Air mail and parcel post in red, all 
other inforjration in black. 614" high 
x51" deep x 2%" wide. $4.95° j 
icago Avenue, Evanston, Ill. 


Nevada 


Idaho 
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SES with a irt attack. Saw Whit in Sunday School 
i he looked picture of health 

WittiAM H. “Bitt” Rowe, purchasing agent for 

s at Pi 1 & Moore Co., Charlotte, N. C. died 

February 9 after an illness of about three months. 

B wel wn in the industry, having served in 

rchasing post for 25 years. He was 65 years old. 

When it was | 1 that Bill would not be able to re- 

s job, JIMMY POUND was moved to the post of 

hasing agent with SHIRLEY GROWER as his secre- 

TANNE} { our newer entries into the office 

1 at Washington, N. C., died suddenly of a 

k on February 15. Jim was owner of Tanner 

O Supply. W known in Shriner circles, Jim was 

ways around when the Shriners wer putting on a 


N.Y. Firm Opens New Showrooms 


Off Design, I New York City specialists in the 

sign of ‘functional work areas’’ for brokerage houses 

innounced removal of showrooms to 136 William 

S he one-y« firm, formerly located at 71 Water 

St., will occupy one complete floor in its new quarters 
w wn Manhattan address 

According to owners ROBERT and WILLIAM HARRIS, 

Of Des " ontinue to offer and install its line 

sks, architectural woodwork, “‘over- 

rage units, and closed circuit television cabinets 





PROFIT 


aTial cee 


NO. 1911 





NO. 1911 — STATIONERY ASSORTMENT 


You get 7 different shears — from 7” to a $4 B'S 
12” including Straight Trimmers, Bent VALUE 
Trimmers, Library, Bankers, and Paper 


Hangers Shears. Moderately priced. Beaw- 
tifully finished. Guaranteed. Displayed for 
quick sales on colorful card. 


Retail from $1.79 to $2.50 
ORDER FROM YOUR JOBBER OR WRITE THE ACME SHEAR CO., BRI 


DEALER — g'0 


COST 


DEALER $ 606 


PROFIT 
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Sth District Notes 


PAT PATTERSON, correspondent 
3710 Grosvenor Road, Cleveland 18, Ohie 


SOAR WITH THE SIXTIES 
is the theme of the 1960 regional 
convention at the French Lick- 
Sheraton Hotel, French Lick, Ind. 
April 28-30. Time is very short; 
get your reservations in at once. 
Room requests are dated as received 
by the hotel, and assignments are 
made accordingly. As for register- 
ing in advance, you can save $1.50 
per registration by sending your check to THOR MARSH, 
registration chairman, by April 15. Payments are re- 
funded if you find that you cannot attend. Address Thor 
Marsh, Registration Chairman, 22 N. Washington St., 
Ypsilanti, Mich 

Governor HENRY CHESICK has come up with a de- 
lightful and interesting program including complete 
activities for the ladies. Your children are very welcome; 
the hotel provides for special rates and services includ- 





ing baby-sitters 

The Fifth District Travelers Club cordially invites 
each and every one of you to our annual hilarious con- 
vention party on Friday evening. A golf tournament ts 
being held for the men on Saturday afternoon, and a 
nine-hole ladies’ tournament the same afternoon 

Be prepared to absorb helpful information and edu- 











NO. 1011 —ALL-PURPOSE SHEAR ASSORTMENT 
The World's Fastest Selling Shear Me | “‘'*"' $4476 
Gaston One dozen oy VALUE 

ars mounted on striking red, white, 
and black card for counter or wall 2pairs |... * 45 
6"; 6 pairs 7”; 4 pairs 8”. ing nickel a a 
plated blades with black enameled DEALER ¢ 31 
Retail 98<. PROFIT 4 









DGEPORT 1,CONN. World's Largest Manufacturer of Scissors & Shears 
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Wherever there are 
bookkeeping machines... 


There is a need for... 


Hercules Insulated 
LEDGER FILES 


Machine bookkeeping records are too valuable 
to be kept in non-insulated files. In office after 
office in your community there is a definite 
need, often unrecognized, for fire-resistive 
desk-side files for machine records. Are you 
making this clear to your customers? 


@ Are you telling them that non-insulated files 
make good incinerators when a severe fire 


strikes? 


@ Are you telling them that 43 out of 100 firms 


losing their vital records in a fire never reopen? 


@ Are you using the Hercules catalog to show 
the various sizes and styles of Hercules in- 
sulated ledger files, with posting and cross 


trays for every possible filing need? 


This is creative selling. It can produce sub- 
stantial sales and profits for you. What about 
it? 


MEILINK STEEL SAFE COMPANY - TOLEDO 6, O. 
IN CANADA: VICTOR ADDING MACHINE CO. (CANADA) LTD., GALT, ONT., DISTRIBUTORS 


Producers of the most complete line of 


insulated products: A, B and C label 
EILIN safes, insulated files, money chests, vault 
doors, home VAULTS®—as well as busi- 
ness machine and typewriter stands. 
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cation about our industry; there will be two down to 
earth “shirt-sleeve’’ workshops that nobody can afford 
to miss. At this writing, all of you have received a com- 
plete program and outline of this all-important conven 
tion; if not, let me know, and I will see that you get 
one. SOAR WITH THE SIXTIES! at French Lick 


hope to see all of you there. 


ATTENTION ALL TRAVELERS.—An_ urgent 
plea has been sent out to all of you by Max DOLLENs, 
Eberhard Faber Pencil Co., secretary of the Fifth District 
Travelers Club. A new roster is in the printing, and 
should be ready at the time of the regional convention 
Those of you that have any changes to report, whether 
it be your company or your address or phone number - 
rush it to Max at once. Only names of those travelers 
whose dues are paid will appear in this roster. In 
case you have been negligent in this regard, get your 
five bucks to Max even if you have no changes to re- 
port. Crying towels will be supplied to those of you who 

happen to forget so don’t be lax get your fin to 
Max! 


West Virginia Office Equipment Dealers Association 
held its first meeting of ‘The Soaring Sixties’’ at Hotel 
Ruftner, Charleston, on March 5. President FRANCES 
McCormick, McCormick's, St. Albans, arranged an ex- 
cellent program, with one of the largest attendance in 


the association's history. 


United Printers & Publishers, Inc., Dedham, Mass., 
has purchased the Barker Greeting Card Co. of Cincin 
nati, Ohio. The Barker firm will become a wholly owned 
subsidiary with AL BARKER, president, and WILLIAM 
B. SHANE, vice-president, remaining in charge of opera 
tions. No changes in management or methods of distri 


bution are conte mplated. 


The Motor City Travelers Club, as is their custom, 
held an excellent sales rally in Detroit on February 18 
at The Star-lite Room of The Calvert Catering Co. The 
incomparable JOHN CHRISTIANSON, vice-president of 
Quality Park Envelope Co. was the speaker, and there 
was never a dull moment...... The Queen City Chap 
ter has a sales rally planned for April 7 in Cincinnati, 
but no details are available at this writing 


BERT MCLEAN, W ilson-Jones Co., tells us that his 
territory has been realigned, and he will now be calling 
on dealers south of U. S. Route 40 in Ohio, Lexington 
east in Kentucky, and the western part of West Virginia 

The Cleveland Chapter Fifth District Travelers Club 
held its monthly meeting on February 29 at The Hickory 
Grill Clubrooms. R. (Bubp) BARKER, S. Barkers Sons 
Co. of Cleveland was the dealer ‘guest of honor’’ for 


the month 


WEDDING BELLS RING OUT—MaAxiINE and 
Bupp SMITH, Pounsford Stationery Co., Cincinnati, 
happy to announce the marriage of their lovely daugh 
ter, SANDRA LEE, to HAROLD ROBERTS on December 
30, 1959. The couple will reside in Midland, Mich., 
(the Smith’s former home town) where Mr. Roberts is 
associated with Dow Chemical Co. Congratulations! 


SOAR WITH THE SIXTIES AT FRENCH LICK 
APRIL 28-30! 


OA-—4 /60 











OA 





60 











il CASH IN NOW ON THE MUSHROOMING DEMAND FOR SPIRIT 
| DUPLICATING! Regardless of whether you've ever sold duplicators before! 


POPULAR-PRICED OLD TOWN MODEL 10 will bring you unbelievably- 


easy sales, profits, volume NOW, from this wide, wide market. Every office, 
factory, institution, school, church, utility, hospital, municipality, club, civic 


and fraternal organization is a live, live prospect. 


AND SPEAKING OF DUPLICATING SUPPLY BUSINESS. Old Town 
Model 10 feeds it to you, year in, year out. 


Write us now for Facts and Figures Outline which details prices, discounts, 
Mi A K 7 a profits. on Old Town Model 10. Get started now on Old Town’s extensive 
line of Duplicators and Supplies to improve your profit picture! 


POPULAR-PRICED 
OLD TOWN OLD TOWN’S 


Model 10 SELF-SELLING MODEL 10 


SIMPLE. Easily used by any office employee. Foolproof. Copies are 
Y ll ’ BRILLIANT. As many as 5 COLORS — (BLACK INCL.) IN ONE 

7 > 
Easy to se ° OPERATION! VERSATILE. Feeds sheets and cards, all sizes, postcard 
to legal. BEAUTIFULLY FINISHED in light blue and polished alumi- 


parkles . . . invites operators to use it with pleasure! 


Easy to use J num trim that sj 














Service -free! 


OLD TOWN CORPORATION 
Established 1917 
750 Pacific Street, Brooklyn 38, N. Y. 


World's Foremost Makers of Carbon, Ribbons, Duplicators and Duplicator Supplies 
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STORE ’EM 


PRONT 


FILE ‘EM 


Free your expensive files by transferring your old 
records into low cost Pronto storage cabinets and use 
your expensive steel cabinets over and over again. 


20 DIFFERENT SIZES 
a size for every office record 





LETTER 
SIZE 


Find out why top companies everywhere use PRONTO 
STORAGE CABINETS for their old records. Fill in the 
coupon below and attach it to your letterhead...We will 
arrange a Pronto Demonstration at your convenience. 


PRONTO FILE CORPORATION 


415 Madison Avenue, New York 17, N. Y 


0) Please send me your latest Pronto catalog 
() Have your representative cal! for demonstration 


a = 


EE 


ne Cae Ga Gan Gane ce amma ems eae end 


City Zone State. 
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Gth District Notes 


FRANK J. RYBICKI, correspondent 
35 E. Wacker Drive, Chicago 1, Ill. 


The silver anniversary birthday party sponsored by 
Great Lakes Travelers Club on February 20 was surely 
the greatest ever held. All 316 persons in attendanc 
were entertained and amused with the comedy act and 
the costumes of ““CLEM’’ CLEMEN, G. J. Aigner C 
JERRY HENNINGSON, American Pad & Paper, and theit 


wives. I'm sure everyone who attended had a wonderful 


time 





AT GLTC SILVER ANNIVERSARY PARTY 


Three of the eight founders: Elmer Ki wiede, | 
Krumwied & Associates; Harry Balch Wuality Park Er 
velope C John Gilbert, OFFICE APPLIANCES 
William Guelzow, Bredesen's, In Beloit, Wis 


NSOEA Dist. No. 6; Harry Venet, Reyburn Mfg 


3. Flo and Clem Clemen, G. J. Aigner Ce 


1 the district meeting in May 
i. “Cowboy Jerry Henningson and ‘Podnet An 
Pad & Part Co., also publicizing tl il 
Congratulations, for a job well done, to the com: 


tee, headed by JERRY OLSEN, Weis Mfg. Co., and Bit 
SILBERSTORF, G. J]. Aigner Co. A sy il round 
thanks to Mr. « Mrs. RAY EICHENLAUB, Service St 
Products, who worked on the table decorations and tl 
flowers for the ladies. Also thanks to Tom GILLIC! 


Rockwell-Barnes Co. Without his fund-raising vent 


the party would | been a financial | 

Governor Guelzow ( pronounced Gril spoke 
GLTC birthday party and hurled a challeng« 

to get mor 

onal convention. Picking up that challenge, I w 
to see every dealer who is reading this ticle, at I 
Lawn Lodge, Delavan, Wis. on May 3 & 24. TI 
onventions ar planned for dealers, and it abi 
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Jolden Streale 
SPIRIT DUPLICATOR 


Clean, sharp copies without ink, gelatin, type or ribbons... the speed and efficiency of an 
a//-electric operation, plus the most advanced features found in any spirit duplicator! 


Finest hammerloid finish keeps clean longer, keeps beauty /onger. 
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Engaging one lever locks master— 
starts cylinder—feeds paper—counts 


impressions automatically 


ae 


SAY l> = 
d ee 4 
Pa a 


Last sheet fed shuts off 
mochine and master cy/- 
inder halts 








All working parts com- 
pletely enclosed for 
safety. 


Margin-Adjustor in- 
sures even, perfectly 
aligned reproductions. 











AND SUPPLY 








copy-rite by 


WOLBER DUPLICATOR 








For full details on our complete line of Spirit and Stencil 
Duplicators and Supplies, Write Dept. OA-23 








1201 West Cortland Street * Chicago 14, Illinois 
Redwood City, Calif. * Brooklyn, New York 





Pilot signal light indi- 
cotes electric current 
is on. 




















OFFICE AIDS SELL 
easier, faster, better! 


NO-OVER-FLO SPONGE CUP. Ends water marks 
on furniture and papers. Built-in rubber rim 
provides stability, prevents scratching 








IDEAL SANITARY MOISTENERS. De “BUILD UP" HORIZONTAL DESK 
signed for convenience, efficiency TRAY n letter and lega zes 
Engineered for continuous reliability available in colors 





FILE-A-SIST 
SPEEDS FILING 


FLEXIBLE STEEL KLER- 
ADESK — MODEL D 


FLEXIBLE STEEL KLER- 
ADESK — MODEL 6V 






ial 
> 4 Seton 
Wenner: Shee 





CATA-RACK FOR **CAPILLARY ACTION'' 


ADAPTO-RACK 
SECTIONAL ORGANIZER CATALOGS AND BOOKS MHANDI-PEN DESK SETS 


Write today for full information and prices. 


3-4 Sengbusch Building 
mi Milwaukee, Wisconsia 
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we had a greater dealer attendance at these meetings 


than in previous years. SEE YOU THERE!!!! 


Meet the new governor of the 
6th district NSOEA WILLIAM 
RICHARD GUELZOwW, Bill to all of 
us. He's secretary-treasurer and 
merchandise manager of Bredesen's, 
Inc., 433 E. Grand Ave., Beloit, 
Wis. 

Born in Easton, Wis., Bill grad- 
uated from DeForest (Wis.) high 
school in 1937 at the age of 16 
and was employed by the First National Bank of Madi- 
son from 1937 to 1941 as messenger, progressing to 


Bill Guelzow 


bookkeeping machine operator and then to teller. He 
left the bank to enter the University of Wisconsin in 
February of 1941 but when his father died suddenly he 
left college to become partner-business manager of the 
Belmont Creamery in Belmont, Wis. 


He sold his dairy business in order to enter military 
service and as combat rifleman he won the Bronze Star 
medal and combat infantry badge with the 8th Infantry 
Regiment of the Fourth Division in campaigns includ- 
ing the Battle of the Bulge. He re-entered the Univer- 
sity of Wisconsin January of 1946, graduating with 
honors in June of 1948, 


Later, he became accounting machine sales representa- 
tive of the National Cash Register Co., working out of 
Madison, Wis. branch until August of ‘53 when he 
purchased Bredesen’s on September 1, 1953, with E. I 
SCHOOFF, who is president and sales manager 


In 1956 he was selected as one of Wisconsin's five 
Outstanding Young Men in annual program arranged 
by the Wisconsin Jaycees. That was in recognition of 
his presidency of the Beloit Retail Council and director 
ship of the Greater Beloit Association of Commerce and 
his outstanding contribution to the field of certified 
public accounting by pioneering and opening an addi 
tional method of qualifying for this important certificate 
He became the first Wisconsin resident to receive the 
CPA certificate by fulfilling the experience requirements 
as a systems analysis, installation and sales representa- 
tive for a major office machines manufacturer. Church 
and school contributions were likewise recognized 


among his many civic endeavors. 


Bill is married to Shirley, “the girl who lived across 
the street.’ There are four children: Connie, 16; Carol, 
15; Felice, 10, and Richard, 7. 


BURNHAM MATTHEWs, who until recently, was re- 
gional sales manager for Art Metal Construction Co., in 
New York City, is now the new proprietor of I. T. 
Bookstore in Streator, Ill. Mr. Matthews purchased the 
business from E> KAHNEY on Jan. Ist. We learned that 
Mr. Kahney is headed for the sunny Florida climate 
soon to relax. Good-Luck to both of you gentlemen 


Congratulations to Horder’s Stationery Stores, Inc., 
Chicago and Byron Johnson, Kankakee, IIl., on being 
named finalists in the Brand Name Retailer-of-the-year 
Contest. 

We would be very proud to have a dealer from our 
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Klean Write Stencils really stand up under 
use, deliver MORE sharp, clear copies 
without stretching or tearing. With many, 
many features to make every step of the 
duplicating process faster, easier and more 


= ' 
economk il! 


e Finer fibre pives vou a stencil that 


hop out, delivers 15,000 clear re- 


ns of typing OR stylus work 
every ster cil 
e Film top eliminates chop out, pro- 
pewriter keys and rollers 
e ( ? f finish .. easyv on the eves. 


T ere ‘a! ea Write Ste ul é l 
nade for every | 
plicating Machine | 
| 
| 
FRANKEL | 
| 
| 
MANUFACTURING CO. 
Established 1906 | 
285 Rie Grande Bovlevard + Denver 23, Colorado 
| 
py Cort af « 4 West 16th St. « New York, New York | 
! 
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e Easy proofreading ...on any of four 
popular colors: blue, £reen, yellou and 
white. 

e 100% static free ...eliminates static 


problems with foriegn make duplicators. 


e Plio-Weld .. . attaches film top WITH- 
OUT messy, sticky, glue. 


.. Klean Write Stencils 
are available for every make of duplicator. 


a For every make . 


Klean Write Stencils— without the film top. . . 
$3.75 per quire 


Klean Write Stencils 
$4.15 per quire 


with the film top... 


Quantity Discounts on Request 


FRANKEL MANUFACTURING COMPANY 
285 Rio Grande Bivd., Denver 23, Colorado 


Please send me a trial order of _____. boxes Klean Write 
Stencils. If I am not completely satisfied, I will return the 
unused portion of the order and remit no payment. 


Make of Machine fe” 


With film top ___ ee Ss 
Name el SF SS is @ e ” ae ee aaa 
eee ee ee eee ee eee Se . 
Address paidnnglibion iat poeunginthionmsiaian —— ee 
City = Zone State Ferd. 
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easy to say... 


easier to remember! 


But, that’s the only change we're making! Effective im- 
mediately, the tradename JOFCO will identify the fine- 
quality wood office furniture products of the Jasper 
Office Furniture Company. The only reason for the 
change is to avoid confusion — a situation that has 


been growing more difficult as time goes on. 


Southern Indiana is noted for expert craftsmanship in 
wood furniture of a// kinds... and a good deal of this 
production is centered in Jasper. As this area’s reputa- 
tion grew and output increased, it became apparent 
that something would have to be done to protect each 
firm’s separate identity. After much careful considera- 


tion, our new identity — JOFCO — is the result. 


For executive or general office furniture, there is a 
JOFCO grouping to meet every demand whether for 
modern, modular or traditional styling . .. and all fea- 


ture the luxury found only in wood office furniture! 


In the future, for your convenience, when you write 


us, just address your mail to JOFCO, Jasper, Indiana. 


Fine Wood Office Furniture 


<a 
Wl eg JASPER OFFICE FURNITURE CO. 
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Jasper, Indiana 
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District named t winner at the award d r on May 
New York. Good-Luck, gentlemen 


._ is handing out cigars, the ox 
presenting him with laughter, 


KAREN |e n | ruary 16 


Most of us know Mrs. Ko 
the industry for a tew years. Con 
7 | ’ 
| 
O ynd to Don PiK1 W. J]. Saunders 
( f t st his tather. Also t Mi IRENI 
riAN N I ‘4 t Hancock & Co., wl tather 


DON'T FORGET THE SIXTH DISTRICT 
MEI TING MAY wa 25 & : 
LAKE LAWN LODGE, DELAVAN, WIS 


7th District Notes 


CHARLIE CORDRAY, correspondent 
914 W. 80'/, St., Bloomington, Minn. 





OMING COMING COM 
ING 

3 DAYS , DAYS DAYS 

lune 5,6&7 
l egional Cor » be 
he Hotel St. I St. Paul 
ild be the bigg ntion 
Distr 7 | d. It 1s 
bination of s ly and 
De! D: MIN I Far 
rman. Some of itstanding 
iles rally of t xhibits, 
Mi Pa | ynferences, and ¢ program 

Dear A the Minneapolis Star 


\ with "Le , gl 
+h, 
S | t 
( B S O S ly 
5 p Ir Ss 
| b{ (tt \ OL ry 
‘ ' ( | 
<¢ +} 
‘ | 
‘ ‘ | | ~~ | S i 
\ f 
r { } ~ \+ P | <S 
r 
MFI SOW tl r-if law 
pP ‘ 
Mf 
N s S S V4 was in 
s the 
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UNITEL )} STATES 


Savings =) Bonds. -- 


Se 


ae) ued ee 


UNITED STATES SAVINGS BONDS . 


PS Open Side Style 


Savings Bond Envelopes for the new punch card 
size United States Savings Bonds are now being 
offered by the Justrite envelope companies of 
St. Paul and Atlanta. 
This is a new envelope item that all your bank cus- 
tomers need. Government punch card size bonds 
have been put into effect recently and banks want 
these specially designed envelopes to fit them. 
Featuring original stock form printed designs, 
Justrite furnishes this line in two functional styles 
the PE open end with thumb notch, and the 
PS open side with regular flap. . 
Both styles come in brilliant white antique stock 
and have crystal clear cellophane windows to allow 
the bond purchaser's name to be seen easily. 
The distinctive PE style offers two-color red and 
blue printed design while the economy wise open 
side style is printed in blue only. Ample area is 
provided on the faces of these envelopes for the 
bank name. 


Be among the first to sell Justrite’s new savings 
bond envelopes to your bank customers. Write 
either Justrite factory for samples and prices of 
these and other items in Justrite’s complete line 
of standard and specialty envelope products. 
Two Modern JUSTRITE Factories 
NORTHERN STATES ENVELOPE Co. 
nite 20 East’ Jackson Boulevard = Chicago,  Iilincl 


JUSTRITE ENVELOPE MFG.CO., INC. 
523 Stewart Avenue, SW. * Afilanta, Georgia 


‘OCs ca) ice) ee 
ae ee heed a ae 
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New syste s 
Bes i the U 

No Gimmick 
Original 
A First! 






FILE becomes Queen 
Prosaic is Prince 
CONTROL is King 


with Ambi-dex 


—the BRIGHT EYES in Filing and Finding we 


Color, Glamour, Zest, fresh interest RY 
awakens age-old activity for we 


the automation era. 


8 
Ambi-dex brings on QS Up-Go Profits 


entirely new dimen- S$ 

control in office, —_ $-—«Up-Trades Sales 

procedures. © A Up-Lifts Morale 
av Up-Grades Filing 


$ Up-Dates Indexing 





CUE It with COLOR 
FIND It with Ambi-dex 


A Ambi- -dexing is an indexing system in applied science of color 





symmetry. Not a color code, but a sequence as nat iil as 
Day follows Night; as Ceedy's after Abie; as Left then Right 
Simplicity relieves memory with color functioning in a clear 


field of indexing. 
A Ambi-dex Color-Cue is precision equipment that locks into 
item from tissue thin to pressboard. Title inserts, typed 32-up 
also lock in. Easily unlocked and re-used many times on light 
weight or heavy folders, catalogs, drawings, pockets, swatch 
cards, envelopes, etc. Item can't get ‘lost’ IN or OUT of file. A 
natural for regular folders in open shelf filing 
Ambi-dex Folders, a flush- cut, universal 9-spot folder for use 
with Color-Cue in 4, 5, and 9 positions. Ambi-dex Folders with 
‘frate-byend’ are bound to last longer. 
Ambi-dex "D" Uprites attach to any folder, cover, catalog 
pocket, envelopes, drawing, etc. to keep it upright in file drawer 
without frame. Folders flex easily for in-drawer reference. No 
hazardous hooks for on-desk reference, plus a memo-holder 
feature. 
Ambi-dex Colorganizers for Desk top, Desk side, Credenza 
Wall, and Island. Portable, Swinging and Fixed models. The 
Successor to the file drawer and open-shelf filing. Retains one 
folder or thousands upright at finger-tip with top and side 
mounted Color-Cues. 








/Tambi-dex) \ 
Ambi-dex Sales Company —. 4 
821 WOODLAWN DRIVE 


DE KALB, ILLINOIS Dr 


Inquire about Franchise. 
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wheels of the convention. They promise us a real bang- 


up education and entertainment too. 


Wonder whatever happened to Ep Stivers of San- 
ford’s Ink. We miss you at the monthly meetings 


CAL HeEGstROoM of Bemidji, Minn. is planning on 
extending the length of his building, adding some space 
due to increased business. Let us know, Cal when you 


have the grand opening 


Remember the Northwest Travelers meetings at the 
Hastings Hotel in Minneapolis the last Saturday of each 
month in the Hall of Fame room. 


Sth District Notes 


IZZY VODA, correspondent 
2001 S. Hanley Rd., St. Lovis 17, Mo. 


CLINT Cooper, popular Midwest Traveler's past 
resident, has become a manufacturers’ representative 
ees 
At present Clint is representing the following com 
I > 
panies Hanson Scrap Book, Cramm Globes, National 
Fiberstock and Autopoint. Lots of good luck, Clint! 
PHILLIP DoUuGLAs has purchased and is operating the 
Dorsey Douglas Stationers of Oklahoma City, Okla- 
homa. When in O. C., stop in and say “hello” to Phil! 


The Tulsa Stationery Co., formerly at 509 S. Boulder 
Tulsa, Okla., has moved to their new and most modern 
quarters located at 718 S$ Boulder. The new modern 
store features self-service with assistance and delightful 
displays of office furniture. The building has two levels 
The lower level houses all receiving and delivery de- 
partments, complete stock storage room and executive 
offices. Street level features self-service and furniture 
department and store offices 

The building is completely air-conditioned and fluo- 
rescent lighted. Off-the-street parking is provided at the 
rear of the store. The Tulsa Stationery Co. was founded 
33 years ago by the late R. G. ATTAWAy, who was wide- 
ly known and respected throughout the United States 
by many travelers and manufacturers. The Tulsa Sta- 
tionery is now operated by ROBERT and ROLAND AT- 
rAWAY and their uncle, PAT ATTAWAY. Grand opening 
of the new store will be on April 26, 27, 28, and 
This is the week preceeding the 8th District meeting at 
Wagoner, Okla. Everyone is invited to attend the grand 


Ope ning 


PHILE WEBSTER, buyer for the American Loose Leat 
Co.. of 3041 Locust St. in St. Louis, died on February 


11 


16 after a short illness 


Mrs. Ross ROE, wite of Ross Roe, Schooley, Inc. ot 


Kansas City, died on February 6. She was ill but a briet 
tim¢ 

KARI LOLLEFSEN eovernor ot the 8th District and 
president of the Bartlesville Stationery Co. of Bartles 
ville, Okla., told me of the plans for the meeting on 
May 5 and 6 at Wagoner, Okla. They are tremendous 
and worth everyone's time and money. If you don't go 
you will miss a great deal about our industry 


LARRY DAvIs, former buyer at the House of Wren ot 
Oklahoma City, is now a buyer for the Board of Affairs 
State of Oklahoma. Good k, Larry! 
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Stelbeco 


offers you a... 









Your Double-Profit’” Month! 


It's a “second Christmas” with two big Gift promotions all in 
one month. Cash in by making your store ‘the place to go for 
the brand they know'’—STEBCO. These famous Business 
and Student Cases are tops in class whether it's “Sofskin” 
top grain cowhide for Dad... long-wearing TUFIDE with 
the 5 year guarantee for Grads. A rare combination of 
lasting quality and exclusive features prized by people 


who are going places. 


Show Stebco and sell in a big way for the big pay-off 
Dads’ Day — Grads’ Day. 


TIE IN—TRADE UP Newspaper mats and window 


streamers are yours free for the asking. 





STEBCO PRODUCTS, Chicago 7, Ill. 


Over 47 years of quality business and student cases 
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the dealers: ART Bess_erR, Buffalo Office Supply, Hous 
ton; OVERTON CRAWFORD, Maverick-Clark, Austin 


Sth District Notes 


CHARLES C. MCDANIEL, correspondent CHAS. MCDANIEL, general chairman for the Travelers 
4909 Overton Ave., Fort Worth 15, Tex. ind CHANDLER SHACKELFORD, secretary-treasurer of the 

Texas Travelers Club 
Final plans for the 9th District regional convention All of the special features of the convention wer 
of NSOEA were made at a meeting in Houston on sitientinlt Gee Wie coenodtie aindk aimee teu oll of ean 


Shamroc} , a 
to make your plans to attend this meeting. Take advan 


February 16. The meeting was held at the 
tage of the package deal on the room rates—a twin bed 
room for two persons at the unbelievable price of 
$11.00—IF you register on Wednesday th Sth and 
remain for the four nights 

I promise you that a full round of entertainment has 
been worked out for you for the three days. The na 
tional officers have arranged a very constructive and in 
program for the business meetings. So—liv: 
a litthe—meet us in Houston 

Never before have the dealers of the 9th District had 


in Opportunity to attend one of our regional conven 


formative 


see 
*e*a« 
Seas 


a. 
Steae 


x, Ss 


*Steetanes 


tions at such a late date. This year, we are afforded this 
opportunity—late in the merry month of MAY. We are 
fortunate also, that we have the facilities of the Sham 
rock-Hilton Hotel to help us make this 1960 convention 


Seeeanan 


\ 


Sue 


> 
~ 
~ 
~ 
ue 
oJ 
~~ 
~~ 
i 
~ 
- 
~ 


one of the highlights of the year 
Just a little preview of what is in store for you 
Thursday evening, May 26, through the courtesy of the 


Houston office turniture and supply dealers, you will 





: es be entertained by the famous Corkettes, a group of 
SHAMROCK HILTON .. . District 9 nvention site 

young girls well known in Houston for their water bal 
let exhibition. This, of course, will be held in the spa 


Hilton Hotel and was attended by Gov. BILL CHANCE! cious pool on the hotel grounds. Refreshments, of course 


Lor, West Texas Office Supply, Midland, Tex.; WILFy Thursday morning, for the golfers, you may tee off at 
Woop, Clarke & Courts, Houston, general chairman for the lovely Golfcrest Country ¢ lub, for an exciting game 


UNGROUND 
BALL BEARINGS 


For the Office Equipment Industry 


LAN 


Long life and service are assured you because — 
1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 


able where quiet operation is desired. 



















Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S. A. 
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Ae * 
Yes $44, board chairmen know that things get 


done at meetings with a Weber Costello 
Framed Board to illustrate im- 





portant points. A “must” for 








sales meetings, lectures, produc- 
tion control, Sunday — schools; 
terminals, airports and depots. 
Weber Costello makes the 
most complete line of wood 
and metal framed boards 


with finest quality, durable 





writing surface—the best for 
64 years! Model “D” board 
and stand, shown, is highly popular. A fast 
turnover item for Stationery and Business 
Equipment Stores. Send for Catalog and 


Interesting Price Schedule! 





Sell ‘em a Weber Costello Neo. 4 Chath and Eraser Set too! 


WEBER COSTELLO COMPANY 


CHICAGO HEIGHTS, ILLINOIS 


MANUFACTURERS OF CHALKBOARD. CHALK, ERASERS, ART MATERIAL, MAPS, GLOBES 


NEW OFFICE AIDS FROM RUBBERMAID 


Unbreakable, Snagproof, Dentproof, Noiseless With Easy-to-Keep, Wipe-Clean Finish 














WASTEBASKETS—Full selection of sizes and shapes. One for every STREAMLINED LETTER TRAY—Styled 

office in standard or decorator colors. Wastebaskets are rustproof, dent- for contemporary decors. Self-stacking with 

proof, have distinct modern styling. $1.19 to $4.98 new see-in design, choice of grey, beige, mist 
green. Single tray with 4 risers $2.00 


* 
. Call your stationery dealer now or write: 
Rubbermaid Inc., Commer Division 
Wooster, Ohio 


means better made Cooksville, Ont 
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NEW SALES TAGS 


in smart designs 
and bright colors 


MEAN NEW PROFITS 


for you! 


Here’s a whole new line of Dennison Sales Tags 
to expand your highly profitable tag 
Promote them to the stores you cal! or and 
you'll sell them! You'll build steady, 
business! 

Promotional aids available; write to Dept. D-7 


Donnisow 
Helping you compete more effectively 
FRAMINGHAM, MASSACHUSETTS 


b isiness 






Sales offices in 
principal cities 
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of golf. I add this—all foursomes must tee off befor 
12 noon. Then Friday night, the annual Texas Travelers 


Club party, always a good party. Oooops—Friday morn 


ing, about eleven o'clock, the ladies will leave for a 


isit to the Gulfgate Shopping Center, one of the larg 


est such centers the south. Lunch will be served and 
then there is time for shopping before returning to the 
vish will be able to play bridge is 


will be available all during the 








Saturday ning the annual formal banquet (and | 


understand no after-dinner speaker) with dancing until | 4 
midnight 
Oooooh me—!] 
will be furnished by the 
and only SHEP FIELDs 


do bring your bathing suit or 


| lun b forgot music for [ oth dan Cs 


Rippling Rhythm of the on 
By the way, trunks 


the water will be 


[ am sorry to report the passing of the mother 


OVERTON CRAWFORI Maverick-Clark Co. Austin 


rf = 





hap} [ am pleased to announce 
birth of SHAWN JOSEPH MCQUEENEY—son of WANI 


* = 


ind Dick MCQUEENEY, now associated with McCl 
don Office Supply, Harlingen, Tex. Shawn was bor 


January 8, 196( = 


By the way, D has a little side lis n Harlinge 
of the swat t eating joints in the valley. It | wn 
| ' : 
alled the Holiday Club and located just about one n 
on South highway on the by-pass. It is a private clul 
: . —_ ! 7 
but any Texas tt may gain admittance by showing | 


his club memb I was down last week and | 
Tom GULLED ind I had a terrific steak dinner at 
very low pr Next time any of you are down that wa | + 
give Dick a call at GArfield 3-9061, and make your r | 
rvation You I] pi asantly surprised 

Learned recently that W. E. Lowe, for ny yeat 
issociated with | L. White & Co. Ft. Worth, is now 
associated with Mayton & Roddy, Ft. Worth. Good luck 
Willis. Then a few more surprises: MARCEIL WILLIAMS 
tn raet desk at Maverick-( lark Cx 


who was on 


Corpus Christi, 7 for a long, long time and thet rn 
left, has returned to that position. At the same company 
I find WAYNE GARNER as an outside salesman. Way: 
has been in business in West Texas for a number * 


ifs 





' , NC 
BILL STOVALI rly associated with Panther City oe 
Office Supply in Midland, and more recently employed an 


in Corpus Christi, is now back in Ft. Worth at th 
Panther City Office Supply. HANK SNYDER 
Maverick-Clark, Corpus Christi advises that CAMPBELI 
Scott, formerly with Curry’s A. B. Dick store in Mid 


manager oO! 


land is coming to Corpus to take over the duplicating 
machine departn nt 
Bitt FAGAN, Suggs Office Supply, former 


supply buyer, is now in charge of the furniture depart 


ment at Suggs 


Was visiting with WALT MADpDOcK not long ago 
E. R. Conner & Co. Ft. Worth and we were discussing 
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‘Y it QUALITY PARK 
HERE’S WHAT | 


Important NEWS to Dealers 
in GEORGIA, ALABAMA, 
NO. CAROLINA, SO. —_ FLORIDA 





QUALITY PARK 


CAN OFFER YOU! 


Where else can you find: 


* 


* 


strict SOLD TO DEALERS ONLY 


Over 800 quality items regularly 
arried in stock 
ickaging of every item 


Quality pc 


printing facilitie 


purpose envelop 


r customers 


reative 


Prepaid shipment 


3t requiar price 
Dd Or Ove 
* [ promotion 
*% Sales trainin 
esmen 


* 


Professional so 
to help you and 


departm 
nf rmation burea 


facturing and 
for any special- 
es needed by 


ent and postal 


>f entire line 


f order is 200 


es representatives 
your salesmen. 


*% WASITFOQE POP SOS MIBOS 


sure fire enve 


Geaier use 


mpaign for 


NOWHERE else can you find Quality 
Park's Quality Products, Quality Service, 


and Quality Packaging 


Atlant 


West 
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1 Office 


and Factory, 25 
and Factory, 650 Murphy Ave 
Chicago Office and Warehouse, 
Coast Office and Warehouse 

Dallas Office and Warehou 





y 


TENNESSEE, 












q 

| NA N ME ¢ 
£76 

is privileged to become a 
part of the Dynamic South 


Announcing Our New 
QUALITY PARK FACTORY 
AND WAREHOUSE AT 


650 MURPHY AVE. S. W. 
\ BUILDING E-12 
J ATLANTA, GEORGIA 


NO. CAROLINA 


=r’ Ww am on 





\ 


rh 









-" 





TENNESSEE 





- 


‘ 
‘ 
‘\ 
s 












‘ 
\. SO. CAROLINA *, 
‘ ‘ 








MISSISSIPPI 


FLORIDA 










NOW ... for the first time . . . you have 
available the complete ‘“‘Quality Park 
Package.’ Where else can you find this 
“Sold through dealers only”’ policy with 
that mean 


all these “‘package features”’ 


greater sales, greater profits? 


Sold through Dealers Only 
QUALITY PARK ENVELOPE CO. 


Main Office 


20 Como Ave., St. Paul 8, Minnesota 

S. W., Butlding E-12, Atlanta 10, Ga. 
564 W. Monroe St., Chicago 6, Illinois 

837 Traction Ave., Los Angeles 13, Calif. 

se, 2150 Irving Blvd., Dallas, Texas 
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Building 
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Comprised of these standard Invincible parts in any Invincible finish 


or two-tone combinotions: (1) #TF4530-A (R)-2 with #20 center 
drower. (2) =TF1860 top. (3) #1843 with 41843-P shelf. Also 5 
pair £17 clamps. 1 pair #1819 finished end ponels. Photo includes 


#951N and #930N chairs, LT-2 letter tray, No. 1040 files 


their work center builds your sales with 


magic flpubibEy of INVINCIBLE MODERNETTES 


Seems incredible that the ample desk and cup- 
board grouping above covers only 93.2 square 
feet. But with modular Invincible Modernettes 
you can sell many variations of this remark- 
able contribution to office efficiency—flexible 
work centers as attractive and individual as a 
custom job, but created from your standard 
inventory. 

Using our Office Planning Kits you become 
an expert at this “customizing” without cus- 






Business engineered ®) 


for better business living 


~ 


tom costs. You please your customers. You 
get- office modernization momentum going, 
which time and again leads to more sales, 
higher net profits. 

Every month Invincible ads tell your 
Modernette planning story to your best 
prospects. So order 
your Planning Kits 
now and follow 
through! 


INVINCIBLE 


IMVINCIBLE METAL FURNITURE COMPANY 
Dept. 0-40 Manitowoc, Wisconsin 
In Canada: 1162 Caledonia Road, Toronto 19, Canada 
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he dust storm we had experienced a few days before tion. The speeches were power-packed with sales tips 


Walt said that he was driving back from Waco that and the displays attended by some 60 travelers offered 
afternoon and the dust was so thick, he said, that it was an opportunity of seeing some new merchandise. The 
the first tin id ever seen gophers digging holes meeting was attended by 410 dealer personnel and 

the air. Ha travelers, and this sets a record. Congratulations to PERD 


HANDLEY and Jim DuNCAN of the Carpenter organ- 


d with CiirF YorK the other day and he ad / 
, - ee ouner ca 7 ization for a job well planned and executed 


that h ist got out of the hospital on January 31 
Had goiter tion and is getting along very good Say tellers—won't you please help yc olde scribe 
. a just one memo from each of you would sure make this 
PETE HEIN Hargroves, Brownsville, Tex., is re , 


an interesting chore. How’s bout it?????? Now—if you 
have read this column thus far—mark your calendar 
pad—attend the HOUSTON convention May 25. 
T hanks bub 


his store. New fixtures will 
1andise on display and more room 


around 


\ ted wit CK Hoop Jacl Hood Ty} writer Co 
Vict i, Tex., the other day and he advised me that 
ite coigemeay: eas Gai Gale Mees duaiee te atin oe New Jersey OMDA Elects Officers 
ted honor r { National Cash Register Co. Quite Officers of the New Jersey Office Machine Dealers 
d nal honor. Sure am glad that Mrs. Hood its able to Association elected for the current year at the associa- 
own fi ttle while each day. She underwent tion's January meeting are: 
surgery ral wecks ago, and is well on the way Bop WoLetTz, Modern Business Machines pres- 
very ident; SAM COHEN, Union Business Machine—vice- 
a Railey Paper Co. Austin, Tex., has president; MRs. ALICE Mc LAUGHLIN, Summit Type- 
stant 1 Mect Tom SEWELL. recently asso- writer—secretary; MiL1 OppeR, Eastern Typewriter— 
with the U. S. Navy. Tom is helping Tabb with treasurer; and CHET TRYZINSKI, Bergen Business Ma- 
the | 5 well an cedine tht the cen chines sergeant at arms. — 
Members of the board of directors elected include: 
Nick Fucci, American Typewriter chairman; 
Those of vho missed the merchandising and BERNIE LOUGHLIN, Loughlin Typewriter; Bos CLARK, 
red by the Carpenter Paper Co. in Keystone Business Machines; JOHN Dosy, Boise's; and 
Dallas, Februar ssed a very interesting presenta LEN TRAvis, Modern Office Machines. 


| HIGGINS INKAMATE 


fills ruling pens fast..... SS with one hand! ~7 


o-- 


















SPEED UP INK TRACING BY 32% 
Want to make a new customer 
for life? Just show him HIGGINS new 
INK-A-MATIC. Just a slight movement 
of the hand and HIGGINS new 
INK-A-MATIC drawing ink dispenser 
fills ruling pens automatically—faster, 
easier — with no valuable time lost! 
Ink bottle sits securely on non-skid 
rubber base. Gentlest touch on lever 
lifts stopper, brings pen filler into 
position. Zip your customer's 
pen is filled. No mess, no waste. 
Pen filler may b¢ rotated for most 
convenient filling angle. Lever may be 


7 nod down tt 


] , 
iown, so Dottie stays open 


Es= 
({2Ds your 


couh hogiaston 
OUON haaton ) 


wnel dip pen 1s used. 


HIGGINS 
INK CO, INC. 
271 Ninth St., 


CASH IN NOW ON HARD SELLING 
ADVERTISING PROMOTIONS! 

: °7 1 Brooklyn 15, 
Stock up now! First ads break soon New York 
artists and draftsmen will be asking you 


N 
for HIGGINS new INK-A-MATIC. Fastest NH: The basic art 


medium 
since 1880 


wav to fill ruling pens — and cash registers! 
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The A- «C's of 


Business Automation 
Start with... 











Manufacturers of 


Adding Machine Rolls 


and Addressing Machine Rolls 


Best Buy for Teletypes 


Rolls and tapes 


Cash Register Rolls 


Send for dealers’ price schedule listing 
All paper rolls, scratch pads & office papers 


RITTENHOUSE PAPER COMPANY 


2600 N. Clybourn Ave., Chicago 14, Ill. 














CONFERENCE TABLES 


by 
Worden of Holland 





Conference Table 
No. 476 


A line of conference or directors room tables embodying 
five style designs to fit all modern decor. A product of 
the highest quality in materials and workmanship. Special 
custom styles. Write for complete illustrated information and 
literature on our conference table line. 


the 


HOLLAND 


WORDEN company 


MICHIGAN 
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10th District Notes 


GEORGE E. WHITE, secretary 
Rocky Mountain Travelers 
1596 Jackson St., Denver 6, Colo. 


Things are a-poppin in 
this mile high Rocky Moun 
tain area. Dealers report good 
business, Travelers are scur 
rying to and fro pushing the 
pencil fast and furious. Gen- 
ial GENE ECKERT (Chas. R. 
Barry Co.) was in from the 


west coast to hand out a few 





pointers on selling. Nice to 
see you at the luncheon, Gene. ERNIE SAWYER (Binney 
& Smith) was back after several weeks illness. ELMER 
Epwarps (Strong's, Albuquerque) 1s reported im 
proved after hospitalization. A number of others re 


( ntly listed as sick are now well on the road to recovery 


Good news today. Our governor, AI BACHMAN 


(Greeley ) 1S up to his ears in details preparing for up 
coming 10th District Convention May 20-21 at Denver 
Hilton. It just ain’t all honor, Al some work goes 
along, too. Our perennial treasurer, GLEN BARCLAY 
(Carpenter), as chairman of the Salesman of the Year 
Contest, has been busy. He came up with letter and 


rating forms sent to all area dealers whom we trust will 


iol sign 


i promptly on the program designed to help them and 


rea 
their sales personne! thru greater incentive 


Dealers on the move: Up Boulder way, our good 
neighbor KEN Forp held a formal three-day opening of 
his new store. He expanded from office machines to in- 


clude a full line of supplies, equipment and furniture 
A change in name Ford Office Suppl but th 
same location, manag nt and ownership 


February 5 was the date WALTER Dorr selected for 
his Brighton Blade (Brighton, Colo.) open hous where 
? 


those who visited the store saw a wide variety of oftice 


supplies and accessories well displayed and arranged. 


At Pueblo, Colorado's important and ever-expanding 
industrial city, long established O’Brien Printing & Sta 
tionery Company kept pace by recently moving from the 
central congested business area to new and larger quar 
rs at 326 West Eighth St. on the fringe of their fast 


1 - 
growing commercial section. Increasing their space o 


5,500 square teet in the previous location to 7,500 
square feet with plans for an additional 2,000 square 
ers now 


feet within the year, this alert firm and its cust 
enjoy better lighting, more floor and shelf display space 
and adequate free customer parking adjacent to the 
mpany is RALPH LEIDIGH as presi- 


store Heading the 
1 friendly RACHEL FERRIS as secre 


dent with efficient 


tary and buy 


Wholesale Stat Division of ZCMI (Salt Lake 


City) has be purchased by newly organized Whole 


sale Stationers. Ray Erickson is president of the firm lo- 
cated at 115 W. 2nd St., S., Salt Lake City, Utah. ZCMI 
remains in the retail store field with plans for an addi 


' 
; 


tional suburban retail store. FLORENCE CROWDER goes 
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it 
# Fiberlite® 
spacious, easy to 


woastebaskets 
fiber 
glass reinforced for longer life 


clean 








ie 

#% Eclipse Box 
home keep 
hand 


office or 


Files for 


current records al 














eet 
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- <8 
a 
an ae 
as 
ot 
Se ee —— 
5 oe — we 


ie 

aa G/W Every Day® Files speed 
customers’ filing sorting 
assure follow-up 


and 


—_—— 











ist 
#s Streamliner Desk Troy's exclu 
feature holds 


slant for easier pick-up 


sive popers af a 








is 

#0 Fanfold Gummed Folder 
Labels in convenient continuous 
flow pockage. Ideal for labeling 
anything in customers’ offices 





“at 
ce 
#¢ Agate Card Trays keep often 
used records at hand. Hold 1000 
cords. Handsome sicte bive color 


hos eye-apped!. 














Get that extra sale from each customer! Sell 
ist 
#8 U-MAK-A Index Tabs can be 


cut to exact size; pica spaced 
for faster, easier typing. 


cL 


the complete line of nationally advertised 
Globe-Wernicke 


fice accessories and supplies. Give custom- 


Secretary-Approved” of- 


ers ‘one-stop shopping.” Build more repeat 
business for greater profit in ‘60! Just a few 
of the G/W leaders are shown here. 


nome 


company 


THE GLOBE-WERNICKE Co. 


NAT! 12, 


address 
OHIO 


Remember success depends on the strength of your line 











AND MAIL THIS COUPON TODAY 


For full information on G/W Office Accessories, cash in on this com- 
plete line of Globe-Wernicke 


The Globe-Wernicke Co., Dept. DO-4 Cincinnati 12, Ohio 


rs ™ J 






© 
#0 G/W Filing Shelf 
hooks on drawer pull, 
freeing both hands 
for faster filing. 





















Secretary-Approved” profit builders. 
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No. 1900 


Bel Air Wall 
Garment Rack 


to the new Wholesale Stationers from her post at ZCMI 
Office Supply in downtown Salt Lake City 


Welcome to J. R. McClelland & Associates (J. R 
McCLELLAND-Eric CARLSON) recently appointed Im- 
perial Desk Co. representative for the Rocky Mountain 
States area. Their office is 603 Interstate Trust Bldg 
Denver, and we'd like to see and meet these industry 
neighbors at our weekly luncheon where they will be 
welcome anytime. The Travelers invite you to becom 
members with us, fellows. 


Carpenter Paper Co., Denver Division, will hold their 
second annual Stationers Clinic in the Silver Glad 
Room of the Cosmopolitan Hotel in Denver, Friday 
and Saturday April 1 and 2. This important event for 
area dealers will get under way at 9 o'clock Friday 
morning with a manufacturers’ exhibit of lines during 
which representatives from more than forty nationally 
known manufacturers will be on hand to demonstrate 
and supply dealers with detailed information of their 
respective products. A full day will be devoted to this 
valuable part of the two-day clinic. Presiding over th 
meeting will be MALCOM SMITH, division 
RALPH Moser, executive from the Omaha home office 
of the company. 

Saturday will be work day in forum fashion with 


manager and 


question and answer sessions with BYRON Lopp, promi 
nent Denver public relations man as moderator. Speaker 
at a noon luncheon will be Davip LivinGston of Dal 
las, Tex., noted platform orator. Other speakers will 


1 
| 
i 


present industry views. The clinic will adjourn at 3:30 






office accessories 
of beautiful 
spun aluminum 


Monarch 
Costumer 





WGR 





No. 408 AW 


Statesman 
Costumer 








Costumer 


Announcement invitations have 


Saturday afternoon 
been sent to dealers in New Mexico, Colorado, Wy- 
oming, Montana, Utah, Nevada and Western Nebraska 


with all indications pointing to a record attendance 


Next on the list of area events will be the District 
10 NSOEA Convention at the new Denver Hilton May 
20-21. Starting with the Travelers’ Welcome Hour 
Thursday evening, the convention will continue through 
Saturday ending with the convention banquet Saturday 
evening. First notices have already been received by 


district dealers who are urged to make plans to attend 
: I 


New Series of IBM Service Classes 
Now Being Sponsored by NOMDA 


The current series of IBM service training classes, 
now being held in various cities over the country, is the 
second such group of training instruction that has been 
held under the sponsorship of the National Office Ma- 
chine Dealers Association. These schools are being con- 
ducted in several citics and, although under NOMDA 
sponsorship, all dealers in office machines are welcome 
to take the training 

Any dealer, not a member of NOMDA, should write 
to the Association office, 1542 Hillhurst Avenue, Los 
Angeles 27, Calif., for full information. 

Any city in which there are five or more desiring to 
take the training may organize a class which will be 
taught by a representative of the company. The classes 


are running for two week periods on a half day sched- 


ule 
No. 1500 When you sell the VALCO line you can 
Nobility be sure there won't be complaints and 


returns or calls from irritated cus- 

u tomers to “please come fix the darn 

UL thing!” VALCO accessories are lifetime! 
4 They‘re built to last forever. 


><) 
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= , haa 
No. 75-S = et eS he 
No. 60-S Sand Ura —— ee ee Se) 
Smoking 
Stand AVAILABLE 
AT NO COST 








No. 56-8 
Regal Sand Urn 
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LIFETIME “" 


OFFICE ACCESSORIES 











Write today for the com- 
plete folder that contains 
all specifications and price 
data of the complete VALCO 
Line. It's designed to fit a 
standard file and includes 


separate reproductions of 


VALCO COMPANY e 1311 ANN AVE. e ST. LOUIS 4, MO. 
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Distinguished Correspondence Demands 


on La 


Ribbons PEERLESS Yup tii COMPANY 


eroeerto 
eir bosses recognize ?! 





lhener (+ ihe 


J . cand Fac ory Peerless Place Im, 
. = ao ee Newark 12 New 
t's why v e ond more fe) CO r nr ‘ 


Je rey 





———— 7 
ng typed 
wilt mperia k Ribbon 
No mat ' tinctive impressions mode by Imperial Silk. Every 
k rp and crystal clear, with no fuzzy edges, no fill-ins 
‘ . 7 
mpeée . Silk Ribbons ore finer woven of hiah count qua ty yorn Its a ya f 4 fy ; 
Ao ne j , ; 
a MWHLAL / fare in (itbond 
gener s length of |8 yards gives the typist lots more mileage, saves her , 
) @ 
slenty of ‘tim aut nr n noe f ailo rier lena 
plenty c e-c bbon changes. (Also available in shorter lengths Typewriter ribbons, carbon 
k by o process for extra absorption mpericl Silk Ribbons 
type bDiacker ° 


paper ribbons, carbonized 
rolls, Pee rless rubber ke) Ss. 

u be cashing in on the demand for this profitable item? We'll 

dota and prices on 


imperial Silk. Write today 
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12th District Notes 


RAY F. LANGLEY, correspondent 
34 Fremont St., San Francisco, Calif. 


This column is dedicated to the memory of CHARLES 
LAUMEISTER, president of the 49ers. Charlie passed 
away Thursday, February 18, a victim of leukemia. All 
who knew Charlie will miss his cheery smile, ready wit 
and warm friendship. Deepest syn 
from all 49ers to Mrs. Laumeiste: 1 family. May 
Charlie rest in peace 


Governor Bitt Morris has annour 1 that the s} 


f 
4 


meeting and golf outing will be h 
Country Club on Friday, March 25 


oA 
7 


McWuorteR who promises that tl ul 
hospitality will prevail. Reservation cards will be in the 
mail shortly. 

The 49er Blood bank has now been established 
permanent fixture and will be available for any em 
gency. This will be at the disposal of both stationers and 


49ers. Blood donations will be gratefully accepted at th 
Irwin Memorial Blood Bank, 270 Masonic Ay Sat 


Francisco, to the account of 49er Tray 


ANDY GRANT has asked me to remind all 49ers that 
their dues must be paid in order to vot it th R 
convention 


In addition to an exceptionally large attendar 

our January 25 meeting, we had a distinguished visitor 
He was CLARENCE O. SCHLAVER, managing editor of 
OFFICE APPLIANCES, who came out our way to present 
a plaque to WiLtiAM E. Morris, president of Morris 
Bros., Stockton, as “Office Equipm 
Year.” Clarence is immediate past president of the 
Great Lakes Travelers Club 


Didja know that our secretary, ANDY GRANT, has g 
himself a new address? Well, he has ind it 1s 438 
Vidal Drive, San Francisco 27. His phone nun ber, how 
ever, remains the same—JUniper 5-083 





Mrs. Parle Cooley attaches a gold pin replica of a Bates 
Manufacturing Co. numbering machine, on her husband's laps 

in honor of his 25 years service with tl pany. C. E. Wi 

liams, president, and C. S. A. Williams 1 of 
officiated at the ceremonies at the firm's plant in West O: 

N.]. 
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Top Salesmen Honored 
By Smith-Corona Marchant 


The 14 top salesmen of Smith-Corona Marchant 
Inc., for the year 1959 were guests of honor recently at 
the company’s executive office in Syracuse, N.Y ELWYN 


L. SMITH, president, and EMERSON E. MEAD, executi\ 


resident, welcomed the group and appointed them 
P| 


Vic 1? 
ts 
officers and directors of the corporate Honor Club 


. 





seated, left to right, WALTE! 
MILLMORE, New York, board member; JERRY KUNTZ 
Houston, 2nd \ president: GORDON EvANs, Okla- 
president; FRED CREIGHTON, Tampa, 
president; WALTER Boyb, Santa Barbara, secretary; Bi! 
TERZENBACH, Los Angeles, board member 

Standing, left to right, Lou SHAPIRO, Los Angel 
board member; STAN EKsTAME, Minneapolis, board 
member; MILT OBERJUERGE, Dallas, board member 
Ep KENNEDY, Wilkes Barre, board member; WARREN 
McNEAL, Richmond, board member; BoB PINCt 
Oakland, board member; CHUCK PEFINIs, Atlanta, board 
member. H. G. CoGLey of Chicago, the tenth member 


Shown above, they ar 


homa City, 1st vi 


of the board does not ippear in the photo 





iant’s top 14 salesmen for the yea 


1959. G. W. Evans (left). branch manager of t Oklah 


City, Ok: brancl fi and Stanley L. Ekst (center ) 

leale present: Minneapolis brar fice 

shown backstage at t Imperial Theatre in New York City 
hey are greeted by Andy Griffith (right). who ¢ s the tit 
le in the hit Broadwa sical Destry Rid Ag 
Following several days in Syracuse, the group was 


flown to New York City where a whirlwind schedule 
ncluded dinner at famous Leone's restaurant, and at 
tending the popular Broadway hit, “Destry Rides 


Again.’ 
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_ The finest quality, high capacity desk punches 


money can buy! 






“What a,, 
punch / 


No. 300 Centamatic® Multiple Punch 


The No. 300 punch is the most demanded model in the line. By 
setting the selectors in place, you can punch up to four 4%” holes 
through 18 sheets of 16 pound paper. Nickel plated handle and 
paper guides. Base 534” x 934”, Individually boxed; 12 boxes 
to a carton. Listed price — $14.95. 





| No. 250 Centamatic Multiple Punch 


The No. 250 is a popular economy model. 





No. 200 Two-Hole Centamatic Punch 


The only two-hole punch available any- 


MUTUAL 


the punches which center 
the paper automatically 





Quality control is the one important guiding prin- 
ciple behind every punch that bears the MUTUAL 
name. It is quality you can see; quality you can 
feel; quality you can discover in the very “heft” of 
Mutual punches. Mutual punches center the paper 
automatically . . . saving time and errors in punch- 
ing. Mutual gives you high capacity, too. Up to 
25 sheets of 16 pound paper, for example, with 
Mutual’s distinguished No. 400 Model; up to 30 
sheets with the popular-price No. 200 Two-Hole 
Punch. Sturdy, good looking, competitively priced 

. Mutual's complete line of 5 desk punches and 
3 hand punches can be ordered in any combination 
for quantity discount. Write, or ask your distributor 
for full details. 





NOW BACKED BY NATIONAL ADVERTISING! 


The Mutual line is widely advertised today with full 
pages appearing in leading consumer publications, 
edited for the busy office executive and his secre- 
tary. This is an extra Mutual plus, designed to make 
your selling job of Mutual punches easier! 














No. 50 Two-Hole Punch 


Strong and efficient. It accurately punches 


It is equipped with two Centamatic guides where equipped with Centamatic guides two %” holes, 2%” center to center, 

which center the paper automatically. It which automatically center the paper. It through 25 sheets of 16 pound paper. Of 

punches up to thr +” round holes in punches two 4%” round holes, 234” center heavy steel, finished in grey hammertone. 

ts to fit lard binders, sheet to center and punches through 30 sheets Equipped with adjustable gauge. Handle 

x 3” to 12” x 914” inclusive. It of 16 pound paper. Heavy steel construc- Hold for compact storing. Punch Lifters. 

also punches two 14” round holes in any tion. Finished in grey hammertone with All bright parts nickel-plated. Punches 
of the following centers: 2%4”, 44%”, 7 nickel-plated guides. Base 4%” x 74%”. hardened and ground. Base 4%” x 6%” 

and & Punches up to 18 sheets of 16 Individually boxed; 12 boxes to a carton. Individually boxed; 24 boxes to a cen. 

pound paper. Of heavy steel construction. List price — $5.95 List price — $3.95 


Individually boxed. Packed 12 to a carton. 
List price — $13.75 


Ol tS SOMPANTS INC. 


Manufacturers of the far 


110 Barber ie Weieser tom 
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PLUS! Mutual’s fully adjustable hand punches . . 


. the best on the market! 


You can't find a better 
hand punch line. Care- 
fully constructed of heavy 
sheet steel, finished in 
grey hammertone, with 
nickel - plated adjustable 
— ™ heads. Punches 2 to 7 
holes by the touch of a 
finger tip. Models 20 and 
27 not shown, 


No. 23 SPACEMATIC® 


List Price — $5.95 
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Carr's ICE BREAKERS 


SELF-STICKING 
CONVENTION BADGES 
NO PINS — NO STRINGS 


A hit! New product concept plus 
unit packaging in pre-counted lots 
Modern display and free promotion 
al aids have developed a real profit 
producer! 


PRICED TO SELL! 
Lowest price in self-sticking badges 
CC-97 Display Assortment 





Unusual P.O.P. merchandiser 
rockets walk-in sales! 


No. CC-97 — Display Assortment 


12 packages of 25 badges. @ .79 
6 packages of 50 badges. .@ 1.49 
4 packages of 100 badges @ 2.79 


No Charge 
$29.58 


Counter Display 


TOTAL RETAIL 
Bulk — $5.50 for 200 
$25 per 1,000 
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[SPRINGER™PENGUIN, INC. & 


CD-2 full color display rack con 
taining a balanced assortment of 4 
popular sizes — RETAIL VALUE 
$62.76 






for instant lamination 


peel off paper and apply 


PLAIN-VU delivers everything your customer expects of 


PLASTIC LAMINATION. Beautiful sparkling finish for 
presentations, advertising, photo displays, etc. PLUS the 
supple strength and firm body of total lamination. The 
look and feel only PLAIN-VU can give 


AND ONLY PLAIN-VU PROVIDES TRUE PLASTIC 
LAMINATION WITHOUT MACHINES OR HEAT 


A COMPLETE RANGE OF SIZES 

PLAIN-VU is put-up in attractive small quantity pack 
ages, in boxes of 50 sheets and in standard rolls. Sheets 
from 3”x4” to 24”x30”. Rolis 20”, 30” and 40” wide by 
25 and 50 feet 


Represented by 
Highland Associates in Middle-West & South-East States 
Leo Cohen in New York; Plain-Vu of Mass. & Natco in New England 


SEE YOUR WHOLESALER OR WRITE DIRECT TO 


CARR PLASTICS CORPORATION 


3030 Euclid Avenue ¢ Cleveland 15, Ohio 
HEnderson 1-0230 ¢ Telegrams: FAX Cleveland, Ohio 


nthe 


} with a 


Handsome custom-built : 
finest hRand-rubbed hardw 


Spacious refrigerated compartment and a 
separate unit for liquor and glassware 
1 office 


9 distinctive models for home 
Now available: Refrigerator Assemblies 
for Built-ins. Write for illustrated brochure 


9-07 34TH AVE., LONG ISLAND CITY 6, N.Y. 
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13 th District Notes York was held on February 19 at the Brass Rail Restau- 


rant and was attended by 193 members of the local 


Milton Stone, Correspondent office furniture industry. The subject was “All About 
320 Breadway, New York 7, N. Y. Steel Office Partitions.” 
It is a pleasu to report that Ep GOLDEN, president of the club, handled the chair 


and the topic chairman for the evening was MARVIN 
HeRSKOviTZ. Marvin did an outstanding job and was 
ably assisted by Joe EcksTEIN, SAM COHEN and FRANK 


CHICK SHELLY popular ex- 
president of the Stationers Square 
Club of New York City, has left 





the hospital. His many friends wish SHEPARD. This type of program appears to be so popular 
speedy recuperation that similar ones are being planned. 
Sadly, we report the demise of — 
ine Cener’e wil ited on The forthcoming District 13 convention at the mag- 
February 27. Joe has endeared him- ,yiton Stone nificent Concord Hotel promises to be one of the biggest 
a taltitade of nestle in Oe and best yet. Governor GEORGE REICHMAN has all his 
heitew silen chose tes melal chairmen moving smartly on 8, or is it 12, cylinders. 
We report. too. the death of the father of MILTON Reservations can be sent direct to George in care of 
b Baany Renecsen of the Aceet Ute Prodecs Ca. A Mooney’s, Inc., 223 W. 34th St., New York City. 
ularly sad loss since he had appeared to be im- HeRB GRAYSON, president of the Stationers 12:30 
trom a recent illness Club of New York, and his charming wife, GLORIA, 
have the congratulations and good wishes of their many 
To return to happier tidings, governor GEORGI friends in the industry upon the forthcoming confirma- 
REICHMAN and his wife, BERNICE, have returned from tion of their son, Rix HARD. on May 14. 
at Palm Beach that benefited the health of both 
rticularly the lovely Bernice who has been ill with Now we close with an item of great sadness. On 
slad February 27, ARTHUR WISHENGRAD, one of the owners 
of New Jersey Office Supply Co., met with untimely 
CARL JUDKOFF announces the formation of Carl departure from this life. His funeral was attended by 
ludkott Associates inutacturers’ representatives This 600 or 700 people who felt great affection for this 
gentleman has unusual talent and experience to bring to gentleman. Arthur truly endeared himself to virtually 
ipon his entrance in this field everyone he ever met. Although still a young man, he 
had lived a full life by virtue of his many good deeds. 
The sixth s . nar of the Offureps Club of New The industry has lost one of its noblemen 


this month 


feature the Victor Chest- Safe 


Certified Fire Protection for the Home or Office 


Now is the time to promote and sell the low-cost Victor Chest-Safe 
for use in your customer's home or office. Here’s a practical Certified 
Fire Protection unit that bears the Underwriters’ “D” label as well as 
the SMNA 1 Hour label. Offer your customers 4 different interior 
arrangements, any of 4 colors, and a choice of combination or key lock. 
It's high in profit for you and low in cost to your customer — in fact, 
lower than any Underwriters’ Laboratories labeled safe on the market. 


Ask your Victor salesman or mail this coupon for complete 
information on the Chest-Safe and FREE dealer sales aids 


Victor Safe & Equipment 
Remington Rand Division of Sperry Rand Corporation 
315 Park Avenue South, New York 10, New York 


Please send me complete Chest-Safe information. 





csi 


Company — ee 


When you demonstrate a certified Victor Chest-Safe 


tne nalit ne 
€ @ Op QUuadIILy p Address a eA ee 





tect its paper contents 
heat reaching 1700° F., 


r a period of one-half hour at 2000° F. ee 
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-R.. Of fice 
Appliances 


Béited for Geteiiers of Oftice Sepplies, Office Bechiwrs Office Fereitere 





x! ive aS | Supplies 


A special section on office supplies merchandising. 
pages 18-29 








NM... 


to the boar: 


As your employees learn more about your business and 
the office supply and equipment industry as a whole, they 
become more valuable to your organization. You can 
speed up this self-improvement process dramatically by 
exposing them to OFFICE APPLIANCES every month. 

The best method is to give each key staff member an in- 
expensive OA group subscription, which includes the 
annual OA BUYERS INDEX at no additional cost. Over 
200 dealers have taken advantage of OA's special 
group rate of only $1.50 per year per subscription, when 
five or more subscriptions are entered. 

It's sound business practice to keep your employees well- 
informed on industry developments: Take advantage of 
this low-cost way of doing it today. Just send us a list 
of your employees (five or more) and we'll enter their 


subscriptions at once. 
Office 
Appliances 


600 West Jackson Boulevard, 
Chicago 6. Illinois 
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Deaths 


Adriano Olivetti, 


58, head of C. Olivetti & Co., died 
February 28 aboard a train bound 
from Milan, Italy, to Montreaux, 
Switzerland. 

Mr. Olivetti, originator of the 
“Community” plan for industrial 
democracy, built a small company 
founded by his father into a $60,- 
000,000-a-year business. Last De- 
cember, he bought a 35% interest in the Underwood 
Corp. and announced plans to expand and modernize it. 

When Mr. Olivetti became managing director of the 
Italian company in 1933, it had 1,200 employees. To 
day it has more than 22,000 workers; plants in Italy, 
Scotland, Spain, Argentina, South Africa and India; 
distributors in 106 countries and sales subsidiaries in 
16 others. It has 10 factories besides the original one at 


Ivrea. 


He was born in Ivrea, the son of Camillo Olivetti, 
who had lectured in American universities. At his 
father’s request he studied plant management and in- 


} 


dustrial methods in the United States and returned 


home to reorganize the family company. He introduced 


new typewriter models and opened new overseas mar- 
kets for Olivetti products, becoming the company’s man 


aging director in 1933 


He rejected totalitarian and paternalistic programs 
and set up a system of benefits for workers that attracted 


world-wide attention 


After World War II, he began a town-planning pro 
gram to set up factories in rural areas to bolster their 
economy. He believed that the factory, as the nucleus 
of community units, should not belong to one man or 
group. The plan was adopted by more than 65 Italian 


and Sardinian communities 


In 1946, he extended his original town-planning con 
cept to include social, cultural and political betterment 


by democratic means 


He was president of the Italian National Institute of 
Town Planning, a member of the Italian Academy of 
Science and the author of two books on social and eco 
nomic problems 

He won the 1957 Edward O. Seitz Memorial Award 
of the National Management Association for interna 
tional management and free ente rpris¢ leadership 

He was married to the former Maria Grazia Gall 


and had a son and three daughters 


Charles Laumeister 


popular 49er Travelers Club president, died on Februas 
18. A native of San Francisco, he was 43 years of age 
Well known in the stationery industry throughout th 


West, Mr. Laumeister had been seriously ill for approx 


mately two months. Death was due to leuk 
Although confined to the hospital for several weeks 
Mr. Laumeister returned home on the morning of th 
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VAULT INTERIOR EQUIPMENT 
another Watson specialty 















€ [4% Courthouses 


¥ 


[7% Banks 
[7% City Halls 
* © ow eS = «= ° d | . 
oe. (7% Savings and loan companies 
el oe 2 2 ee [¥% Insurance companies 


(7% Corporation offices 


[Wf Trust companies 





rs 


improve efficiency of 
aap oo vaults 


@ provide coordinated 
planning for new 
installations 


WATSON-—the company of specialists—can supply all the equip- 
ment you need to secure additional sales on this unexplored 
avenue of profit: vault interiors. The Watson line can convert 
existing “Fibber McGee” vaults into well-planned, efficient record 
housing installations and at the same time provide increased 
capacity and improved appearance. 


WATSON Engineering Service in planning and designing Vault Interiors is yours 
for the asking. Contact your Watson representative. 


A new Vault Interior brochure is now available. Write for your copy to Dept. A-5. 





WATSON MANUFACTURING COMPANY, Inc. 


Jamestown, New York 





Other WATSON “Stock Lines 
VERTICAL FILING UNITS — 2, 3, 4, 5 drawer files (inserts, too) Catalog A-B 
HORIZONTAL UNITS — for stacking — floor cases, busses, voult interiors (can be built-in 


Catalog “C 
HIGH LINE — Document Files and Roller Shelf cases 71%" high with Companion Units 
3438’ high — Catalog “’D 


COUNTER EQUIPMENT for Banks and other financial institutions — Catalog FLB 
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PLENTY OF PROFIT IN SELLING 


DAV» | 
ET CHANGEABLE LETTER 


—— a BULLETIN BOARDS 
DIRECTORY 


TT —_ CORK AND CHALK BOARDS, NAMEPLATES, METAL 
i | ij SIGNS, OFFICE ACCESSORIES...With such a complete 


line of Bulletin Boards and Directories, DAV-SON 
WOOD OR . ) Bives you the widest possible sales opportunity. No 
METAL FRAMES @ Latter what your customers need, you can meet 


their requirements with the largest, the finest, the 

















best known line of its kind now on the market. 









| WRITE today for complete literature and details on 
DAV-SON's profit-moker franchise. No inventory no 
: 






stock necessary! 















AMERICA’S MOST COMPLETE LINE... DAV-SON | 
SINCE 1932 | 











Dept. OA 311 North Desplaines Street . Chicago 6, Illinois . Telephone: STate 2-6683 














NEW 


DECORATOR STYLE 
ACCESSORIES 

for the modern office 
by 

Jasper Table Company 





GENUINE WALNUT WOODS 
WITH METAL LEGS 
FINISHED IN 

BLACK, CHROME, OR BRASS 


Choice of genuine 
Walnut or Panelyte-W1004 
Walnut plastic tops and shelves 





ASPER TABLE COMPANY 
ASPER, INDIANA 
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. i succu i late the same afternoor 
M Laumeister had been associated with The A 
( San Francisco since 1942, a period of 17 
was an outside salesman for the firm; 
bsequently he became assistant sales manager and 
les ma r. He covered the 11 western states 
the Lietz organization at one time or another, and 
id [ n close to the college bookstore trad 
Mr Laumeister was elected president of the 49er 
Tr s Clul he District 12 meeting of NSOEA 
May in Yosemite National Park Previously, 
h id served president and secretary of the 49er 
Last Deceml innouncement was made that Mr 
I eister and nes Montgomery, also well known 
lustry, would join in partnership as 
sentatives effective January 1, 1960 
They had | rsonal friends for approximately 18 
Mr. | ter's untimely death precluded the 
that partnership 
M meister is survived by his widow, Harriet; two 
s, Chery! Laumeister and Mrs. Nancy Saunders; 
ther, Mrs. Charles Stephens Laumeister; a sister 
Ru L. Ponting; and a half-brother. Maurice D 
Wh 
5 s, attended by many industry members, 
ld February 20 at the Telegraph A ( hapel 
( M Mortuaries, Oakland, with interment 
Otto R. Geuther, 
I formerly pr sident and one ot th 
M lackson Co.. stato Chicago. 
1 March 
Mr ther, who was born in Franktort, IIl., lett his 
l y of Illinois Marshall 
( ~y when he wu 8 
S widow, Harr : 1ughters 
M I Mrs. Louis B 1 seve! 
Mrs. Carol Case Dennison, 
B 1 of Case Broth Man 
{ u t ieniy a 
M D I t Cas 
rf 
S i 
‘ \ Dennison 
( ad 
Arthur E. Dunn, 
() i (; 
7 
\ 
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SYMBOL OF FINER 
EXECUTIVE OFFICES 


loa 

” ‘4 <1 

= 
pe 





Stemp-O-Glas* 
“Crystal-Clear”’ 
PLASTIC CHAIR MATS 


Luxurious in appearance, completely 
modern in styling, Stemp-O-Glas odds 
that much desired final touch of ele- 
gant distinction to executive offices. 


The STEMPCO Line of quality office 
accessories includes in great voriety 
Chalkboords and Bulletin Boards (wood 
and oluminum frames), Easels, Chair 
Mats, Book and Catalog Stands, Cos- 
tumers, Telephone Tables, Typewriter 
Tables, Desk Troys, Clipboerds, and 
many other useful items. Write for our 
latest illustrated catalog and price list 


OFFICE WORK CENTER 


LOOK! Have you ever seen more utility 
compacted into 22 square feet of 
floor space? Work tools galore... 
always within arm reach! 











STEMPEL MANUFACTURING CO. 


HOME OFFICE AND MAIN PLANT 
2830 Roberta Street, Dallas 3, Texas 


STEMPEL MFG. CO. OF CALIF 


4719 S. Western Ave., Los Angeles 62, Colif 
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LOOKING 
A FOR THE 
\ BEST?... 


ya } You'll find... 


“THE 
j CROWN LINE” 
OF DATERS 
CLINCHES THE 
EXTRA SALES! 
guaranteed to 
outlast any 
competitively 
priced stamps 
on the market. 






# 


‘ 

















information 
on our 
complete line 
today! 


R. A. STEWART AND COMPANY, INC. 


80 Duane Street - New York 7, New York 





Large Variety of Sizes and Styles. 


Noesting considers QUALITY 


is of first importance. 


STING PIN TICKET CO. INC. 
i36th Street, New York, N. Y. 
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betore establishing the Dunn Co. in 1932. He was a 
tive in the business at the time of his death 

Surviving are his widow, Pearl T.; a son, Robert 
Gordon Dunn of Grand Rapids; four brothers, Dom 
nick of Chicago and Francis, Clarence and Lewis of 
Miss Clarabel Dunn of Traverse 


City. and two grandchildren 


Traverse ( ity; a SISt 


Rev. Carey A. Fisher, 


6, a retired Methodist minister who had been active in 
the Fisher Pen Ce Forest Park, Ill., died Fel ruary Ls 
n his home at Sherman Oaks, Cal 

One son 1s Paul C. Fisher, president of the ompany 
and Democratic candidate in the New Hampshire pres 
idential primary 

The Rev. Fisher also leaves his widow, Alice; two 
other sons, Roy M., former assistant city editor of the 
( hicago Daily News and now encyclopedia editor, and 
Robert H.: and a daughter, Mrs. T. William Hall 


John L. McDonough, 


65, president of the Central Typewriters Exchange, Inc 
Chicago, died February 4. Many friends made through 
long association with the typewriter industry mourned 
his death 

The decedent started his career in 1908 with the 
Oliver Typewriter Co. He was associated with other 
firms and from 1926 to 1950 was with the dealers’ de 
partment of the Royal portable typewriter division. In 
1950 he took over the ¢ hicago firm which he success 
fully operated with the help of members of his immed: 
ate tamil 

Fellow dealers Chicago often took counsel with 
Larry’ as he was best known. He was active in the Ch 
cago Office Machine Dealers Association 

Surviving the widow; sons Robert, with the Central 
nn ind James Studying for the priesthood two sisters 


and two grandchild: 


Richard B. Yeo, 


president ot the Yeo & Lukens Co.. Philadel; hia, died 
February 8 at his home. He was 85. Mr. Yeo was r 
ently honored at dinner ot the Philadelphia stationers 
Association upon |} ompletion of 70 years with the 
ompany 
rhe company to 


Mr. Richard Yeo joined the organization 


which h rved as president for many years 
1 by his uncle, was in operation 10 
vears befor 
Known as a cheertul man with a booming voice full of 
laughter, Mr. Yeo was well liked by members of the 
Philade Iph a Station 


’ , 
served for many I is Vice preside! t 


Association, a group which h 


James Gibbes Chesnut, 


67, owner ot Chesnut Office Equipment Co., Gaines 
ville, Fl Fel 29 at the University of Florida 
Medical Center. Death was caused by asthma and pneu 

onia. He had been hosp talized for or 

He started in the office supply business in 1923 
Tampa, Fl is Bradenton branch manag 
of Oft: Equi Tampa. In 1932 he founded 
the first offi quipment company in Gainesville and 
later pioneered in the held of arts and rarts in cof 
ju with off pplies 
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The COLE DICTATER created such a 
sensation at the last Business Show 
that we were forced to change our 
distribution policy. Now, all deal- 
ers handling Cole Steel Products 
are eligible for a COLE DICTATER 
FRANCHISE and can benefit from 
its popularity. For your Fran- 
chise, fill in coupon and mail 
promptly to Cole Steel Office 
Machines, attention Bob Adkins. 
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* 
we * 


OLE 
DEALERS 
ARE 
ELIGIBLE 


COLE STEEL OFFICE MACHINES, INC 
415 Madison Ave., New York 17, N.Y. 


I would like to become a Cole 
Dictater franchise dealer. Please 
send me a Dictater plus accesso- 
ries at $220.00 less my regular 
discount. 


CAE 
ADDRESS ———E 


a aS LC! Ea 


please attach thia coupon to 
D-2 


your company letterhead 


eee eee eee eee eee eee e ee eeeeeee 




















ERSHIPS 


NOW AVAILABLE 


for 
these 























Hand Model i 
Adder 
Lists 6 Totals 7 
q wt ; 
Hand Model 
Adder-Subtracter 
Lists 8 Totals 8 
Model 9X 
| $138 economy 
4 # 
5 li 
model 
i s 
3 adding machines! 
Ss 
Electric 
dan edenahes Earn Extra Profits 
Lists 8 Totals 8 with a dealership for these three 
: Medel 9EX National Economy Models! 
| $198.50 . 
Same National quality construction 
at a new low price! FULL ONE 
? YEAR GUARANTEE! (List prices 
fi shown.) 
i 
THE NATIONAL CASH REGISTER COMPANY, payton 9, Ohio 
f Adding [ ] | would like more information on a Dealership for National Economy “TRADE MARK REG. U.S. PAT. OFF. 
2 Model Adding Machine % 
.— Walional 
Name de 
Sales haldeees ADDING MACHINES - CASH REGISTERS H 
Dept. Cy ee — ACCOUNTING MACHINES e 
ae ei P wer paper (No Carson Requineo) 
1039 OFFICES IN 121 COUNTRIES + 76 YEARS OF HELPING BUSINESS SAVE MONEY 
OA-4 /60 | OA- 
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Floyd Ransom Takes Monroe Line 


Throughout Mexico in a Trailer don't say you 
“‘never do”! 
you can win this 
unique contest! 


YPD RING-BINDER 


70s 


oa £ Ak 
mpi i p RAKSOM 











| tra ool for both sales and rvice pur 
' ‘ , . trailer enables Floy D. Ransom 
| j \ a ( t arryv ti ( ret 
> A 
’ ‘ ’ hout ti 


n Mexico City 


ALL-EXPENSE 


> REE TRIPS FOR 2 


to 


i NASSAU, MEXICO 
plus \ 








fabulous merchandise awards! 


Webcor Stereo Fonograf : 


Sunbeam Electric Mower ® GE Rotisserie Oven 


Hamilton Electric Wrist Watch 
Lewyt Electronic Vacuum Cleaner 
and many others 


NO SALES TO MAKE, NO SLOGANS TO 
WRITE, NO BUYING QUOTAS TO MEET! 





Rate the ten big VPD 3-RING BINDER selling 
features listed on each Sweepstokes Ticket. 


match the Official Rating and YOU WIN! 


EACH PURCHASE OF VPD 3-RING 
BINDERS entitles you to Entry Tickets! 


__ GET STARTED NOW! The more VPD 
Repu 3-RING BINDERS YOU BUY .. . the MORE 





n. Mount 


WA teller Pie Ge Lio ae CHANCES YOU HAVE TO WIN PRIZES! 


 VPD) JOSHUA MEIER COMPANY, INC. 
4 West 26th Street New York |. N.Y 
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OA REPRINTS 


The following reprints are available at 1Sc each: 


i—Create the Time to Sell School Supplies 
2—Demonstrate to Sell Phone Amplifying 
3—Partitions Lick Space, Sound Problems 
4—How to Determine Your Break Even Point 


5$—Office Furniture Nears $1 Billion Status 
analysis 6f census data by OA's Resse 


6—Discount Selling Spreads Its Tentacles 
7—Basic Color Guide 
26—Well Played Hand Wins Setgieten, } 


office supplier of Lubbo Tex 

in co-ordinating the saben of tl 

an architect, a designer, and 

complete savings and loan insta 
* 


The following are available at 25¢ each: 


10—What's Happening to Office Furniture? | A 1 ng P 
at a primary segment of the Offi Equipment industr 

12—Color Is Your Business 

13—3 Out of Every 4 Dealers Sell the Complete Office Interior 

14—Business Forms Sell Best When You Sell Ideas 

15—Copy Machines... farket F 


16—Electric oe Rental Plans and Office Machine 
Leasing Opportunities 


Developing a New 


oO 
The fellowing are available at 50c each: 


~~ ‘s Best Buy — —_ Machines. 
A‘s Research Bure mpa 
oo in general consumer items wit 
in office machine prices. Exce 


i ~~ that Make Retail Merchandising a Success 
r Failure. 


uk Changing Market for Ink gp. Instruments. 
ysis of today’s mar 
in upping pro 
point pen merchand 

25—Dealers’ Opportunity in the : ne World of Automa 
tion. A poe rating expl 

mcrket siness 

testades a 
dealers; a case hi 
supplies and acces 
of supply for automation 
business automation tern 
for dealers interested 
qutomation 


27—1960 Industry paiee Fesovest. 
equl = nt sal 
B. Andr ind 
Future Sales "R ating 
country 








e 
The following are available at $1.50 each: 


22—The Salt Lick. A compilation of 47 
practical essays written fer alesmen by a su stul 
salesman. L Addington, Vice President of Art Meta 
Construction Company 

23—The Ad-Viser. A 76 page booklet 
tising that have appeared in 
Settel 


Circle the number of the reprint and enclose this coupon 
with the exact amount in coins, stamps or check 








Service Bureau, OFFICE APPLIANCES 
600 W. Jackson Blvd., Chicago 64, Illinois 


to cover the cost of the 


Enclosed please find $————— 
booklets circled below: 


1 2 3 a 5 6 7 109 12 13 #14 «#15 
1% 17 #20 21 22 23 #24 #25 #%26 27 
a 

Position 

Firm 

Address 

ee Zone State 
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[] Check here for quantity prices on items circled. 


Seeman Heads Blaisdell Sales 

To provide better service to customers Blaisdell Per 
cil Co., has expanded its sales force with the appoint 
ment of three new executives. 

ROBERT W. SEEMAN has been named general sales 
manager, responsible for sales and merchandising ot 


all Blaisdell products domestically. LEsTER NELSON re 





Lester Nelson 


R. W. Seeman 


places Seeman as Blaisdell’s Mid-Western regional sale 
manager with headquarters in Chicago and VINCENT A 
CARROLL has been named eastern regional sales manage 
with headquarters in Bethayres, Pa 

These appointments are part of Blaisdell’s “New 
Look’ which has recently seen the introduction of the 
new Ben Franklin Signet Ball Pen, Klenzo '33 erasers 
and new packaging for all Blaisdell products and halt 


gross units 


Old Town Elects New Board Member 


JaMes H. McGraw, Jr., chair- 
man of the board of Old Town 
Corp., announced the election of 
MARSHALL MAZER to the board 

directors and the executive com- 
mittee 

Mr. Mazer joined Old Town in 
January, 1960, as vice-president for 
research and development. He as- 

Marshall Mazer 
sumed complete responsibility for 
research into the chemical, physical and ele 
at Old Town, as well as for the development of new 
and improved products and processes, supplies and 
machines applicable to the office equipment industry 


in general 


Maverick-Clarke Displays oan Pens 
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CASH IN on the BOOMING 
AUTOMATION MARKET 


€ 
- oe SURE ; with 
EXTENSION iG Am — TO LOOK i 
















PUNCHED 
FOR THE ee 9 
Beye POLY-ZIP” HOLDERS 
, —_—— ac “BLUE LINE’ The New Way To Protect Tabulator 
8) y Cards, Forms, Sheets, and Records 
INDOOR and OUTDOORS! 
DG" This new development from the Chicago 
SA J 4 a! Desk Pad Co. provides the perfect answer 
4 \) xy to the transmittal and storage of cards and 
Aran Al forms for AUTOMATION. The unique, 
a= Fy CLOSED / X ‘ patented “‘Poly-Zip”’ closure provides com- 
—— WATER & plete weather-resistant protection and ease 
= a of access...TO OPEN—simply Pull.. 
-_ TO CLOSE—simply slide! 
~ 
Poly-Zip" Holders are Available in 4 Popular Sizes 
/ No. 7911......9%" x 12”......... List 30c each 
FLEXIBLE : 2 Ss ae ee ee . List 20c each 
WEATHERPROOF... No. 7037...... 4” x 9”......... List 1$¢ each 
es, SUPER STRONG FO Ceecia ae UR F céscdces List 15c each 
\q ‘an (“Poly-Zip” Holders are packed 50 te 2 box—Large Quantity Prices Upon Request) 
WE\- 7 IMPORTANT NEWS FOR YOU 
rr ; ; 
wl Ze &, Be sure that you receive the exciting new C-line 1960 CHICAGO DESK PAD COMPANY 
—\ = = catalog supplements with details of many new items for 4640 North Oketo Street - Cee 31. Illinois 
-—~ \=—" _ you. To receive your FREE copies just drop us a note. mirs.of desk pads, acce es, chair cust Mylar & Ace 
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CHAIR NO. 500 


SOLID, RUGGED— 
BUT COMFORTABLE, TOO! 


~ 


The 500 Group has long been one of Jasper 
Chair Company's most popular lines. Its sim- 
ple, timeless design; its solid wood construc- 
tion; its built-in comfort—all combine to guar- 
antee its continuing popularity. 


THE RIGHT CHAIR AT THE RIGHT PRICE 


JASPER CHAIR COMPANY 


JASPER, INDIANA 
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JOIN MARTIN YALE’S 
BIG PARADE 
OF PROFIT WINNERS! 


To help increase your sales we’re starting the first 
Spring of this new decade with a consistent profit- 
building promotion! This big, new program of dominant 
space ads will surely pre-sell your customers. Almost 
3,000,000 able-to-buy readers will view these books. Tie 
in with Martin Yale’s Parade of Profit Winners . 





Com- 


Auto Letter Opener 


pletely automatic! No sort- 
ing for size or thickness. 
Opens mail in 1/10th of the 
normal time. Compact, safe 


$99.95* 


and easy to use. 










Auto-Folder CV—Fully 
automatic folding and stack- 
ing! Folds most anything 
seven most popular ways, 
including letters, in- 
voices, circulars, catalog 
sheets, instructions, etc. 
Fast, safe and easy to 
use. For large or small 
mailings. $149.95" 


Ream Cutter—A necessity 
for all 
duplicating department. 
Precision cuts any printing 
stock 18” wide by 2” thick. 
Easy to use; even safer than 


businesses with a 


scissors. Engineered to give 
years of dependable, trouble 
free service $249.95 
|, $29.95 





*plus F.E.T. 


rt nal ef 
Op ’ star 





Te un wa STREET SCHNAL— 


—t 





wee, te 
= : x office 


anagemen 








a af” 


LOOK AT THIS PROFIT BUILDING 
PROGRAM —Starting in March and continuing 
through June you'll be seeing us in Business Week, 
Wall Street Journal, Office Management, The 
Office and Graphic Arts Monthly. And there'll be 
more to come the 2nd half of the year! 


Your Martin Yale Representative 
has full information, or write: 


MARTIN YALE, Inc. 


2100 W. Fulton St., Chicago 12, lilinois 
QUALITY EQUIPMENT AT A MODEST PRICE! 
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English Dealer Furnishes New Building 
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DURALON 


For typewriter and tabulating machine use, the 
DURALON ribbon is producing amazing results. Here 
are typical dealer comments: 


“XYZ company was highly complimentary about the 


y?? 


DURALON ribbon —it outwore all previous ribbons: 


Mow Te 


DURALON 





“The customer reaction 
to your mailing booklet, 
‘Now Try DURALON, 
is the best we’ve ever had. 
Send us an additional 
supply.” 






‘DURALON” is a new, exciting, synthetic typewriter ribbon fabric 
developed through Allied research, which combines in a single 
fabr the advantages of many fine fabrics 


its fabric wear and resistance to cutting suggests its similarity 
to nylon. Yet, its far greater ink capacity makes possible a uni 
formity of impression in a variety of writing strengths not possible 
with other fabrics 
The result—a typewriter ribbon that yields impressions of unbeliev 
able fineness and cleanliness. Its wearing quality makes it an out 
standing value at a price just pennies over the higher priced 
cotton ribbons 
Let the Allied man show you DURALON and other items in our com 
plete line of duplicating supplies, designed for today’s needs to out 
perform today’s competition—and you'll begin to appreciate the 
value of an Allied franchise—with its policy of sales through lim 
ted, authorized dealers only 

Registered U S. Patent Office 


ALLIED CARBON AND RIBBON MANUFACTURING CORPORATION 


General Offices and Factory: 165 Duane Street, New York 13, N. Y. Western Office and Warehouse: 3425 So. Main, Los Angeles 7, Calif. 


Among the world’s finest duplicating products: Flagship patented metallic 


back carbon paper, Flag p carbon paper ribbons, Offset ribbons, Tabulating 
ribbons, Addressograph ribbons, Diazo ribbons, Hotel Register carbons, Artist 
transfer carbons packs, Carbon binders, Spirit carbons, Stencils 
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important accomplishments are taking place at 4 

Meta!: Plant modernization...enlargement...assign 
ment of products to specialized manufacturing 
units...consolidation of divisions...a new approach 
to design. These and many other developments 
are nearing completion. Each will be of lasting 
benefit to Art Metal dealers and their customers 


Art (\etal 


50 West 44th Street, New York 36, New York 
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Walter C. W. Ludwig Retires 


- One ot the “grand old men” of 





the Michigan stationery industry 
retired at the turn of the year 
WaLTrer C. W. LUDWIG retired 
January 1, 1960, after serving the 
Gregory, Mayer & Thom Co. of 
Detroit for 42 years. He worked 
for the firm for a short time betore 


World War I in its loose leat de 


Walter Ludwig 


partment. Upon his return from 

war I! was sent to Lansing, Mich., to open 

store for the company. Ludwig was named 
ranch in 194¢ 





Farnham’s Names Furniture Expeditor 


} 





Appointment of JAMES GRay to the newly created 

yn of off furniture expeditor at Farnham’s, 301 

S. Fifth St Minne ipolis, Minn., is announced by 
CLARENCE BENSON, executive vice-president 

In his new position, Gray will serve to facilitate de- 

ture orders from the manufacturer to 

ustomer and will be responsible for customer rela 

pertall to furniture orders 






Write for Complete information 
The Weis Manufacturing Company 


Remington Rand Advances Bakewell Monroe, Mich. 


EUGENE L. BAKEWELL has been 
named manager of agents and deal 


for the adding-calculating ma 


chitees dictates of Retasien Gand MEET THE “NEW CHAMP” OF THE N.O.M.D.A. 

Bakewell joined the company in HASCO'S RUBBERIZED CUSHIONED TOP OFFICE MACHINE STAND. 
1947 in the portable typewriter di 
vision, later becoming its assistant 


sales manager. In 1957, he was ap 





pointed sales manager of adding 


machine dealers, a position he has HASCO’S 
2 TOPPER a BRAND 


E. L. Bakewell 
Retails for 


$15.95 each * 





Comfort for the Courtroom 


Eliminates SLIDING ... SLIPPING ... VIBRATING . . . NOISE! 


XUBSOCK U ' SscO sTops 
, r ar 2 od hard 
: rm ng a t tv pping of any 
> at rr St rr ve on 
5 3 5 3 
3 your order today! Immediate delivery! Be the first dealer 
ir area to offer this revolut nary new 


* Slightly higher West of Rockies 


ORDER TODAY! 


No. 1900-4-CR Office Machine Stand with rubberized top. In Gray or Brown. Top 
size 16” x 18”. Leaves: 8” x 16”. Free rolling 3” Casters (2 locking casters). 
Available with Formica Top. Drawer. and in Chrome, at slightly additional cost 
Shipped set up, ready for use — 2 in — 42 Ibs 


meonufactured and guaranteed by 


oar: Pa 1 CD >) | ae 1 OF 


822-824 Spruce St. © St. Lowis 2, Missouri 


Note: Write for our new, free, full-color brochure covering the 
entire HASCO line of Office Machine Stands 
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: Profitable Easy to Merchandise 


< ~ 
I A 
my? 
@ FOLDING nia 
TABLES i 
@ TABLE-BENCH 
COMBINATION 
@ FOLDING 
BENCHES 
@ FOLDING Before you buy, let your 
STAGES MIDWEST distributor show 
® penne you why MIDWEST is 
iain & come AMERICA’S LARGEST 
HANDLING MANUFACTURER = 
EQUIPMENT FOLDING PRODUCTS. J 









1834 Juneway Terrace 


DURO Stencil Bar 


All your customers 
needs in one complete 
self merchandising unit 


Size of display 
20"h. x 16°w 


ee +" : all x 19"d 


The DURO Stencil Bar comes 

complete with 8 sizes of alphabet 

AN & numeral oil board stencils, as- 

S) sortment of stencil brushes and 
stencil paste. 


Write for complete information 


URO Art Supply Co., Inc. 


Subsidiary of Duro Decal Co., Inc. 
Chicago 26, Illinois 


Write for FREE CATALOG | 


of Complete Line of 


PORTABLE FOLDING EQUIPMENT 


“America's Finest'’ 




















[Midwest-] FOLDING PRODUCTS iti 


Roselle, Ill., OA-4 @ LAwrence 9-2741 
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VISIBLE QUALITY 


you can sell at. a profit... 


ee a a 
CHALKBOARD ET COR 


Videoplate or SlatoSteel Bats: j best tacking, 
writes clean » erases clean ae linen finish Bey 
full-length chalk trough 2? a 























wherever there’s business activity 


you can offer sturdy, yet light- 
weight, matched aluminum framed 
units. Complete with hangers, 
easy to install or move. Stan- 
dard sizes. Special sizes made 
to order. 


Stock and display most popular sizes. Port- 
able floor stand units also available 


| = Tos OF-N 1h 


1918 no. narragansett e¢ chicago 39, ill 





supplying the 
nation's schools 





through dealers 





A proven way 
$ to accumulate 


$ money 


STEEDS S<7rONG 
COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 














” COIN HANDLING ACCESSORIES 

Seal Presses * Legal Seals * Downey Change Trays 

Teller's Moisteners * Currency Racks * Manual Coin 

Counters * Packaging Trays * Linen Shipping Tegs 
Steel-Strong Coin Trays & Lift Pans 


COIN WRAPPERS 


Old Style * Rainbow * Automatic * Dvuzitall 
Kwertet * Tubulor * Gunshell 


a 5 
! 
f 
' 


BILL STRAPS 
Federal * Colored * Banding 





« 
Write for information! 


HANNIBAL, MO. 


THE ©. L. DOWNEY CO. 
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Ampto’s New Southwestern 
Warehousing Announced 


Warehousing facilities for dealers Southwestern 
United States have been announced by Ampto, Inc., 
New N. ] inufacturers of diffusion transfer 

<opying equipment and supplies 

f | | shipments of Ampto products 

southwestern states area were being made from 
warehous f Dick Lowe Associates, 3720 La 
I , P.O. B Dallas 21, Tex 

[his move is expected to effect savings in time and 
portatior sts for Ampto dealers in Texas, Okla 
Louisiana, Arkansas, Mississippi and Eastern 
New Mexico luding Santa Fe and Albuquerque) 
A l Ampto photocopy machines, papers 
lutions will be available for immediate shipment 
orders are received at the warehouse. Shipments 

made only to authorized Ampto dealers 


Hale Appoints Coast Distributors 


H Industries, Inc., division of F. E. Hale Mtg 

ul ippointment of the Charles Office 

i t D tors of Los Angeles as representative 
I the Hale line of bookcases 

l ( Of Equipment Distributors, CHUCK 

CH R Moore, and associates, will display 

E. 8th St., Los Angeles 1 will rep 

t Ha n tl Denver-West” territory. JOHN BEN- 

ft sal inager for Hale, said that they are 


nts for possib! warehousing with 


n the future. This rangement 


leliveries and f ght savings for 


Hugh T. Morgan Adds Smokador Line 


HuGH T. Mor N, |i manutactur representa 
Fifth Ave., New York 17, has 

1 Smokador Mfg. Co., Inc., to his lit 
by ELON G. PRATT. mat 

e division ot S 

Mr. M » represents Eisen Broth Contet 
D i Pr n Uphols 
M litan New \ i and 
S 
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NEW! All Purpose 14%.” PAPER CUTTER 


SAFE...ACCURATE...STURDY...EASY TO OPERATE 


At a Sensational Price 


only $139 50 List 














HEAVY DUTY 
PAPER PRESS 


FULL WIDTH 
ADJUSTABLE 
BACK GAUGE 

CUTS 1%" 
THICKNESS 

PORTABLE 

ey 

NO STAND 

REQUIRED 
NICKEL-PLATED 


AUTOMATIC OPERATING PARTS 


SAFETY DEVICE 


DEALERS . . . HERE'S a MONEY MAKER for YOU! Sales of the 
NEW HOMS M14 All Purpose Paper Cutter are moving up so 
fast we've increased production to meet demands. Beautifully 
designed, precision engineered and with many features matched 
only in higher priced cutters the sensationally priced HOMS 
M14 is a substantial profit opportunity for you. Here are some 


of your prospects: Business and Industry + Stationers 
Advertising Agencies + Banks * Colleges + Schools + Hospitals 
Insurance Companies «+ All Types of Printers * Photo Finishers 













' PHONE, WIRE or WRITE TODAY POOTATTS » LO]... SeTTs 
s for full information on the M14 and 1314 ROLLINS ROAD 
5 other HOMS Office Products. PTTIEL LT) Lael 


WHEN ANSWERING THIS AD PLEASE ADDRESS DEP’T OA, ABOVE ADDRESS 


Modern style tables for... 
EXECUTIVES 
CONFERENCE ROOMS 
UTILITY and GENERAL USE 





Table shown No. 0096 


Outstanding quality and beauty make this line of 
tables extremely desirable 


© Walnut, mahogany, & other wood grained high 
pressure laminates on all exterior parts 


© Tops and pedestal ends completely covered with 
high quality durable plastic 


Write today... 


FORD FURNITURE COMPANY 


111 West Washington St., Chicago 2, Wi. 
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NEW PROFIT MAKER! 


A MUST 
For Every Home 
and Business 





CHECK CASE: RETAIL $195 « 


ve WEST COAST $2.05 ° 
Seeee 0 008? 

Display a 4 color assortment and watch the sales roll in! 
Provides a low cost, permanent, systematic filing system for 
canceled checks of all sizes. Holds up to 3 years supply. Made 
of sturdy binder’s board. Permanently positioned guides, heavy 
luggage latch, metal hinges. Includes gold gummed year labels 
for outside of case and alphabet labels for those who prefer to 
file by name. 12 to a carton, assorted colors, Colorful 
display card and other sales helps available ! 


Y. Attrsetive Colors 


CHERRY RED SKY BLUE 
SEA GREEN NAVY BLUE 


PACKED 12 TO A CARTON IN ASSORTED COLORS 


AMBERG FILE & INDEX CO. 
KANKAKEE, ILLINOIS 

















IS THE NAME 


THAT FILING SYSTEMS 











HEDGES 
box files 


long on service * 


low on price * 





HEDGES 
agate 

card trays 
new ond improved * 


sturdy ond smart * 











write today for catalog ond prices 


(UG& MANUFACTURING COMPANY 


1441 CIRCLE AVENUE 
FOREST PARK, ILLINOIS 


The Line... 
| that makes things Easy to Find 
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New Facit Factory in Sweden 


AB Atvidabergs Industrier, Swedish manufacturers of 
the calculators type writers, office turniture and ele 
tronic computers that are internationally known under 
their trade name, Facit, has built a new factory for the 
production of Facit portable typewriters. Up to now 
the portables were turned out at the company’s type 
writer factory in Svangsta, South Sweden, where 700 
people have been employed. The new portable factory 
located some 20 miles from Svangsta, will employ a 


rorce of 250 








In the assembly department of the new Facit portable type 


writer factory in Sweden, 52 employees assemble the 1,20 
parts which comprise one portable unit. When operations are 
in full swing, this department will have a staff twice as large 


The new factory is a one-story rectangular building 
of brick with 38,750 square feet of floor space. Ex 
haustive analyses of production methods and plant 
requirements wer¢ made before the go-ahead signal was 
given for its construction. The result is a building which 
meets the most exacting criteria of rational production 

At the same time provision has been made for an ade 
quate margin of flexibility so that the factory can readily 
adapt itself to the demands put by tomorrow’s technical 
advances. Prompt changes can be made in machine and 
room layout as more efficient production methods are 
introduced, Future enlargements of plant capacity will 


build naturally of the existing installations 


May Office Service Names Manager 


CiypE McCoy was appointed general manager and 


an officer of the May Office Service, Inc., Beckley, 
W. Va., at the annual stockholders meeting held recent 
ly 

Mrs. JOHN R. FADER (formerly Mrs. HARRY May) 
president, also announces that GEORGE S. LONG, of the 
George S. Long Associates, manutacturers’ agents of 
Cincinnati, has been re-elected a director of the May 


company 


Dayton Firm to New Address 


S. & V. Office Machines, a sales and repair firm now 
located at 910 N. Main St., Dayton, Ohio, is moving to 
3916 Salem Ave.. it was announced by the owner, SAM 


RANDOLPH 
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CLASSIFYING SIMILAR ITEMS MANUFACTURED 
IN THE FIELD OF SHEETS, PADS AND FORMS 
- 
© 
z- 
2- COMPARALIST 
2 
| SHEETS ~ PADS — Foams 
> 
F. ACEOUMT IMG Pomme AE ORR NOLINS DETTE 
J Soe a 
F- a 
iceicacenall ; 
COMPARALIST a listing of comparative numbers classifying 
imilar items manufactured in the field of sheets, pads and 
forms. The lists are contained in a yellow plastic booklet with 
a plastic binding. The book contains approximately 8000 num- 
Der f 20 manufa Turers 
INSPECTION COPIES SENT ON 15 DAY APPROVAL 
SINGLE COPY $15.00 
Stationers Price Service Co. 
693 Mission Street, San Francisco 5, California 

















Every Susiness can “se... 


IVDEANA 


“Under Counter” CASH DRAWERS 


SMALL BUSINESS—for Cash Handling and Storage. 


DEPARTMENT STORES—for Avuxiliary Cash Han- 
dling, Bank Drawers, for Special Sales. 


MANUFACTURERS—in Cafeterias, Parts Sales 
Counters, for Petty Cash. 













Model V-1 (ill.) 


List $29.50 


@ No stock to carry. 
@ 24 hour shipment. 


@ Full dealer discount 


A Qvality Product 


A wonderful door-opener for follow- 


3 other models. 


up scles of more expensive equip- 
ment. Write now . 


IVDLANA CASH DRAWER CO. 


P.O BOX 236E @ SHELBYVILLE, INDIANA 





STA-TITE 
Oper 
PRINTING OUTFITS 


Featuring the most versotile 
rubber type made ... for make- 
your-own rubber stamps 
*® SELLS ON SIGHT! 

* $O PRACTICAL 
* $O ECONOMICAL! 





STA-TITE RUBBER TYPE for use with flat, rocker, roller, self-inking 


peg or hand stamp mountings, and hand stamp presses. 


STA-TITE TYPE all sizes and styles locks easily in STA-TITE CUSH- 
ION BASE. All sizes, '/g"’ face or larger, can be inter-mixed and 


inter-changed on any mounting. 
STA-TITE TYPE requires only fingertip pressure for arranging copy. 


STA-TITE TYPE is non-slip, non-skid. Will not shift or move. Assures 


positive positioning for marking use. 
STA-TITE TYPE is self-aligning. No tools or special spacing needed. 
STA-TITE remains instantly, easily interchangeable 


> GREATEST SELECTION OF SIZES AND STYLES plus LIBERAL 
PROFITMAKING DISCOUNTS. Write for 2 color catalog. 


CONSOLIDATED STAMP MFG. CO, INC. 


« DALLA « LOS ANGELE « NEW YORK TV « PRING VALLEY. NY « 





— 1 a | | 
i es ~~t 4 


UN 
SREAK ABI; PIX? 


M 
seco) 7: PUSH Pm co 
ol aa 


Plus 60 Years of Leadership 


New plastic heads that are unbreakable under 
any normal usage; form-fitted blister packing 
which permits removal of one push-pin at a time; 
a colorful red, white, and blue card punched 
at the top to facilitate hanging on Moore's 
7 20-B counter display —that's the Moore Push-Pin 
story in this, our 60th Anniversary yeor. 


No change in Moore aluminum head Push-Pins 
except for the packaging which is now blister 
pack, too. Be sure you have adequate stocks of 
these two 60-year favorites in their new modern 
package. Your jobber can supply you. 


MOORE PUSH-PIN CO. 


»s Moore Picture Hange 


PHILADELPHIA 44 PA 


_—— — 
ee 


Since 190 
113-25 BERKLEY STREET 


Makers of famo 
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EVER SAFE NEW FLOOR SAFES 
Safely Protect Cash and Valuables 


Model 

FD 918 

with inner de- 

pository and 

envelope slot. 
{ Left} 


Model 

F.912 

Single com- 
partment. 


right) 





Ideal for Service Stations — Stores — Doctors — 
Dentists — Schools — Ticket Booths. Easily installed 
in wood or concrete floors. Mercantile Class C In- 
surance Rate Less 10°, for U. L. Relocking Device 
Label. 

Removable Combination Dial — for additional pro- 
tection. Impossible to open safe without dial. Write 
for complete information and prices. 


EVER-SAFE Co.ty.joro indies. 

















)Sorma | 10m) le) jhe yi -, 


Just 2 in the fast selling, 
profitable C-Thru line 


C-THRU 
ADJUSTABLE T-SQUARE 








All plastic. Calibrated protractor head 

plastic arms. A multiple purpose professional 
T-Square priced way less than other single 
use professional T-Squares. 12” to 36” sizes 





Transparent plastic — easy to use with pencil or 
ink. Undercut prevents ink smears. Most letters re- 
quire only one operation. Six guides to a set, 16” 
to 42” sizes included. Only $9.00 list 


Write for FREE C-Thru Catalog 





@ 'RIANGLES @ NAVIGATIONAL INSTRUMENTS @ STENCILS @ PROTRACTORS @ OTHER DEVICES 


 ~tl4 limpuny 


HAR YE OC Rea CONN 















Mosler Wins Graphic Arts Award 


A brochure created by the Mosler Safe Co. tor its 
dealers was presented recently with an award as ‘Best 
Brochure of the Year’ in the Delaware Valley Printing 
Week Graphic Arts competition 


ARNOLD BELASCO, Mosler advertising manager, who 
accepted the award on behalf of the company, said the 
brochure, ‘Mosler in the Modern Setting,’ was pre 
pared to assist dealers working with designers and 
architects 

Belasco point i out that offices shown in th rour 
olor publication wer illustrated by HENRY END who 
has received many awards for his outstanding interior 
desigt 


Dealers Make Record for Clary 


The dealer division ot Clary Corp last yea sold tn 
greatest number of business machines and achieved th 
highest dollar volume in the company's history, A I 
SAMMET. vice president, wholesale sales nformed 1¢ 
district dealer managers at their recent annual meeting 

Domestic sales through dealers in both November 
and December, 1959, were greater than in any previous 


month's period, he said 


Sammet praised the managers tor their long et 
forts and outlined price schedules, promotion campaigns 
and advertising plans which would assist Clary dealer 


luring 196 


Hugh Brandon Retires at Farnham’s 


Retirement of HUGH BRANDON, stato: Salcs |! 
resen ve tor | h Minneapolis has 
nounced by CLARENCE BENSON. executi DI 
den 

Brandon has | I issociated with Farnhar n sal 
n the Mu Dm we the past 3¢ He w 
guest f honor at a du 0 
r¢ Lhe \ | n A d SSUM t 





STEWART OFFIC) SUPPLY of Dallas, Tex 


nished the p shown above and ot! tices 
Telephone ( t Union. Chairs, sett nd table 
the Guniocke Chair ¢ ine 
( Fi ( 
OA-—4 /60 











Of 








A NEW CONCEPT IN TIME! 


TY METER’ 


ELECTRIC NUMERAL CLOCKS 


Plastic case 
SU, High 
6" Wide 

Deep 





Mode! +710 
+710 CLOCK @ GLO-LITE luminescent window glows in the dark 


@ FOCALIZER applie reo optical principle of ‘Starebreak” 

@ NITE-LITE comforting as nite light in bedroom or nursery 

@ retail $11.95 

TYMETER Clocks are different . smart looking . wholly new 
ept and with plenty of consumer appea Time at a 

Slan colorama numerals register every second, minute, 1|0- 

m and hour. Guaranteed 3 years. 


25 other models from $9.95 to $100 
Write for full color Catalog and Price List 


PENNWOOD NUMECHRON CO. 
7249 FRANKSTOWN AVE. PITTSBURGH 8, PA. 























DEALER IN YOUR TOWN? 


WRITE FOR FULL INFORMATION 
ON OUR EXCLUSIVE FRANCHISE 


SOUTHWORTH COMPANY 


WEST SPRINGFIELD, MASS. 
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So’ Se 
DURABLE and SMART ; 
furniture 


~~ s 









or write us for our distributor's name: — 
CHAIR 


. 
Sa ate 








Edsol — manufacturers and designers of shop and 
material handling equipment — deals with dealers only 
and does no direct selling. Quality, service and econ- 
omy are the keynotes of our program to supply our 
customers with precision equipment when it is needed 
at a price the budget can take. So economical that 


even our dealers can compete with direct sellers 


Tool Stands, Shelf Trucks, Stock 
carts of heavy gouge steel. 








OS me eon ee eS, 


fi 


Shelving — Exclusive KWIP-KLIP, 


nut and bolt type design for i= 
hundreds of uses = wa 





—) 
Work Benches — 
durable, 
alwoys level, with the 
exclusive ribbed deck 





construction, presdwood top. 


Write todey for catalog of prices and information on our 
y g 
Decler Protection’ program. 


Best...by Design 


3817 S. Racine Ave. 
Chicago 9, I. 



























NO. 350 
PRESENTATION 
EASEL 


T. M. reginered 


At last, a well constructed, 
reasonably priced lecturer's 
easel...which won't tip 

over! For sales presentations, 
lectures, demonstrations, 
displays. 


$25.00 ListPrice 


FOB: Glendale, L. I. 


EASELS MADE OF WOOD STAND UP BETTER! 


@ 28” x 36” chalkboard with padholder # 2 28” trays (2nd 
tray for storage) @ Easy height adjustment: 44° to 80° = 
Portable @ Compact ® Solid construction @ Attractive finish 
Please write for literature mentioning this publication. 


ANCO WOOD SPECIALTIES, INC. 
jLE WN E a same CY 


THE NEW tmPrRoOvED 


COPY-RIGHT Copyholder 


for over 30 
years the 
**mostwanted" 
copyholder... 
now manufac- 
tured by Curtis- 
Young Corpo- 
ration. 






feather 
Meee 
e 2-Lever on moves copy UP ins 
touch space? © _, velvet 


broke lowers COPY 
* Patented Knee-ACHOn 
Gripper holds any 
ly. 
copy secure a 
e Turned-Page — ho — 
back finished POGe*: net 


ew 
e Fastens Firmly to any Typ 


| quickly and easily. 


Goi yi ai fill 








a Denman sh hcl eh Seek waned, | 


Copyholders 





Duplicating Supplies — Corbons — Ribbons 
110 West 16th Street * New York 11, N.Y. + Cable: CURTYOUNG 
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Reverse Mats Prepared for NOMDA 


Another advertising service is now being made avail 
able to the dealer members of the National Office Ma 
chine Dealers Association 

NOMDA has prepared 30 reverse mats, covering 
every type of office machine and in one-, two- and three 
column sizes, to be used in dealer ads as attention get- 
ters, to lighten and brighten the usual black type ad 
and with a versatility of use that will far outstrip their 
very modest cost 

Bearing in mind the expense involved in procuring 
reverse slugs from local newspapers, these mats, which 
can be used again and again, represent a \ real serv 


to the di aler who advertises 


Pres-to-Line Names Distributors 


Pres-to-Line Corp. of America has announced a 
change in method of distribution and has named region- 
al distributors to represent the company and establish 
its sales Organization 

These regional distributors will operate under the 
F. Bet 
Lows, Cleveland, Ohio; Howarp Evans, Los Angeles 
JAMES D. O'DONNELL, New York City; ALLEN 
O'HARA CLtyDE Rupp, Greensboro 
N. C. and LEON Wirth, San Francisco. These organiza 


name of Pres-to-Line Sales Companies with ¢ 


Houston, Tex.: 


tions will operate on an exclusive franchise basis 


Little Rock Firm Promotes Several 


Max W. KOeHLER, JR., 
kansas Stationery & Furniture Co., Little Rock. Ark.. 


who has been with the Ars 


for 14 years, has been elected vice-president and assist 

ant sales manager of the firm. A. B. HERvey, JR., was 

elected secretary-treasurer and a member of the board 
LELAND F, DILLARD, who has been on the company’s 


sales staff for 48 years, was elected to the board 


Bank Standardizes Record Storage Files 





The New York agency 


of the Swiss Bank Corp. recently re 


tive and dead records to a degree of order 


reganized its semi-ac 
files. This was achieved by setting up 


made by Bankers B ( 


tX its acti 


00 tand storage hies 
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Here’s why every business 
is a prospect for YeE's 


Multi-Rite’ Payroll Package - 
One LY 







~ x 
oe 











ill necessary forms for a S0- 
fect for a small company With its 
ck and key, it keeps the executive payroll of a large 
{1 and confidential. It's a complete pay- 
n its own binder, for just $48.50! 
y in accountancy to Sell its features 


keeps tax data up to date 


* 
e eliminates transcription errors 
@ is usable for cash or check payments 
@ posts 3 records with 1 writing 
repeat profits on yearly orders for 
I formation, see yvour Y&E or Cesco 


cy YAWMAN & ERBE MFG. CO., INC., C. E. Sheppard Div. 
1085 JAY STREET, ROCHESTER 3, N.Y. 





the worlds largest selection of 


Select ROUGH and REBUILT 





Oog0G0 
MjA|C|H| 1 /NIE|S 


EVERY MAKE — EVERY MODEL 
AT TREMENDOUS SAVINGS! 


~mwommmnvmemenes @B) ADDERS * BOOKKEEPERS * CALCULATORS 
IMPTOMETERS ¢ BANKING MACHINES 
ADDRESSING MACHINES 

CABINETS AND SUPPLIES 
womens @ OFFSET and DUPLICATING MACHINES 











SELECT ROUGH — machines complete and in operating con 
tion for k reconditioning and sale 


REBUILT — machines guaranteed to LOOK and PERFORM like 


. 40 years of 
Reliability 
O 7 him teaak 


INTERNATIONAL OFFICE APPLIANCES, INC 


Department Store of Office Machines 





326 Broadway, New York 7, N.Y 
WOrth 2-3200 
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THE FAMOUS ROBERTS 50 


HELLER ROBERTS tthe 


Manufacturing Corporation 


ONCE UPON A WALL — 


e 1889) 


and sizes. You'l 
+h « Ga action 
ear mpressions 


retracting 


n use. One of 

mplete line of Robert 
nines wor d ta 

889. For more 

write Roberts Num 

nq Machine Division, Hel 


e 
berts Mtg. Corp., 700 
» Ave.. Brooklyn 8. N.Y 


-now one 
Upon a 





Portable—in 4 colors: 


Right in step with modern 
offices the Benen Cham- 
pion Portable Pencil 
Sharpener saves time... 
builds efficiency. 

Order today from your 
local stationer. 


Blue 
Green 
Sandtone 
Gray 


em 
BOSTON 
——. 





C. HOWARD HUNT PEN CO., CAMDEN 1, N.J. 
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covered top. 


——— MAYLINE 


Mayline 4-Post drafting tables. 


MAYLINE CO, INC. 


625 No. Commerce St. 
Sheboygan, Wisconsin 








MAYLINE — 


lar basswood steel end cleat top, or 


MAYLINE ——— 


For Fine 
Drafting 
Tables 


< See Mayline! 


Mayline 4-Post tables are available either with wood or stee 


base. The steel base table offers a choice of either the requ 
the 


all steel linoleum 


Both tables can be had plain or with various drawer com 
binations. Tables are described in folders S-2! and S-!7 


They will help you sell your customers on the superiority of 





INIAVW 





CONSUMER ADVERTISING 

















HELPS MAKE 
RITE-LINE copyvuoiper 





A READY SELLER... 











SELLS AT 


$1775 


TAX EXTRA 


(Slightly higher west 
of the Rockies) 











ONLY The ‘‘Precise”’ 


TRIMMING BOARD 





You offer the finest in the New 


flick, 2 white scales on black 
background speed accuracy and 
measuring time. Models 5, 6 & 
7 have special safety spring. 
The “Precise” is a steady seller 


wherever displayed. 


2511 W. MOFFAT ST. Dept. A 








Has All These Wanted Selling Features 


® Patented Finger Tip Controlled Paper Guide 
@ Finest Steel Blades, Carefully Ground 

@ Two White Scales on Black Background 

@ Only Finest Seasoned Hardwood Used 

@ Every Board Completely Guaranteed 


“Precise’’ Trimming 


Board. It has everything your customer should have for 
trimming, cutting paper, paper board, etc. The patented, 
adjustable paper guide locks and releases with a finger 


POPULAR SIZES 


. 3—10,”"—Blade 
. 4—121,"—Blade 
. 5—1514"—Blade 
. 6—181/."—Blade 
. 7—241/,"—Balde 


Prompt Delivery — Order Your Needs Today! 
AMERICAN PHOTO LABORATORIES 


CHICAGO 47, lL. 
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BESIDES: 


It's an excellent door opener for new business 
Has an outstanding price advantage 
Requires no service 

Takes all widths of copy up to 20 inches 


The Line Magnifier is available as an extra 


And RITE-LINE Corporation does not compete with its 
dealers. For full particulars, discounts, etc., write to: 


MEMO TO: 


Stenorette Dealers 


list ond cotalog sheet. 


© 2323 ELLIS AVENUE 
spat INC. | ST PAUL 14, MINNESOTA 





RITE-LINE CORPORATION, 4209 39th Street, N.W., Washington 16, D. C. 


NEW KOL 
STAND 
DESIGNED 
TO FIT 
STENORETTE 
MODEL ‘T’ 


Here's the new KOL 
stand designed espe- 
cially to fit Stenorette 
Model ‘T’. Has all the 
quality features found 
in every KOL stand! 
Microphone holder 
thet really holds mike 
in place is standard 


equipment. Mike can- 
Seoul tal P F not fall ovt or be 

n 
Pe ce eee brushed off. 3-inch 


rubber casters. Match- 
ing color to machine. 
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New Orleans Dealer Installs Seating 





¥ . 
7 r Ala, 
is i iy eS 
cB ~ a a a 


F. Hansell & B Ltd.. dealership in New Orleans, La 


issembly of standard modular chairs 
bles it pleted Moisant International Air 
Ne ) s A tf the pieces, fro tl Viscount line 
kK Met Manutacturing Co., are joined to form one 
mplex arrangement ily three days 

ver-a insta 


Nordstrom Now a Citizen of Florida 


Ar Norpstrom, recently retired Traveler for the 
S 1 Manutacturing Co., is nearing complet construc 
his new home in Casey Key-Nokomis, Fla 
While the building has been going on, he has been stay 
t the Parrott’s Gulfside Beach-Cottage Apartments 
Casey K wned by JAY PARROTT, former governor 

h D 











This table is completely rigid because of 


@ Barricks Steel Monorail Construction 

@ Extra wide Quadra Formed Stael Aprons 

@ Rigid Leg Braces 

@ Borricks Automatic Leg Locks — unconditionally 

gvoranteed without time limit 

Top surfeces cre of beautiful Formica or Pionite piastics. Wide 
range of wood grained patterns. Complete range of sizes from 
30” x 72” to 48" x 120”. 


Write for literature on complete line of folding conference 
tables. Available also, catalog material on rectangular and round 
folding tables room dividers, chalkboords, bulletin boards, 


table trucks and chair trucks, efc. 


= Fel galed.c 


AMERICA'S FINEST 


BARRICKS MANUFACTURING COMPANY 
134 West 54th Street Chicago 9, Iii. 
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a picture 
just can’t do 
it JUSTICE ees 


W e tried, but none of the pictures seemed to 
bring out the true beauty and styling of our new 
island style Home Student Desk. Only your per- 
sonal inspection will reveal its real value. See it 


-.- NOW! 


© 36" x 22" 
HOME ¢ Island Style 


STUDENT e High Pressure 


Laminated Top 
DESK List $6400 


Less Regular Dealer Discount 








Order Your Sample, NOW ... 
Shipping Weight 50 Ibs. 


or write for further information 


DORO mfg. co. 


220 W. INSTITUTE PL. 
CHICAGO 10, ILL. 


PRE-SET FOR WN, 
PERFECT PUNCHING 


ra No adjustments, no gauges, 
nothing to mark — 
just insert paper 
and squeeze! Clix 


punches are permanently 
pre-set for proper center 


PAPER distances . . . save time 
and waste motion 
Always accurate, 


PU N C H E S jamproof, trouble-free. 


CLIX 
DOUBLE DUTY PUNCH 


MODEL 32 
List $5.75 


are also available in: 





1-Hole Punches — Model 100X — List $.65 

2-Hole Punches — Model 2 — List $2.75 for 5° —12” sheets 
3-Hole Punches — Model 3 — List $3.75 

7-Hole Punches — Model 7 — List $7.50 


See your Wholesaler or write to 


NEW ENGLAND PAPER PUNCH CO. 
NATICK, MASSACHUSETTS 


185 








OGERSNA 


TRADEMARK n 


P. 0. BOX 10425 - DALLAS, TEXAS 


fil 


for stationery departments 
that stock Rogersnap Carben 
Second Sheets in the fast *Flip- 
Out Dispenser Box. Write to 
Dept. OAS Rogersnap 









today! 





ROLLING STORE LADDERS 


1 ROLLING LADDERS—Made from 

Oak or Birch. TCT 
SIDE and CEILING TYPES—with | \| 

steel track for mounting on shelving, NN 
filing cabinets or ceiling. \ 
“A” and LIBRARY TYPES—require | id 

no track and are mounted on wheels Sq 

with Automatic Safety Brakes \ dy 
WELDED STEEL SAFETY LADDERS \ = a 
—Made from 1” diameter round r > 
furniture tubing, with expanded || eX 
metal steps. Mounted on Swivel | 
Brake Casters. Ladder can be rolled i 
freely when no one is on it. When | 
you step on the ladder the rubber | ==} 
tipped legs rest on the floor a Wy 
prevent roiling. Made in 1 to 1 ve 
step heights, and 4 widths. 


Send for Circulars 58WOA (Weed) & 56-OA (Stee!) and Deoler Discount. 
Manufactured by 


I. D. (COTTERMAN 





























123 W. Spring 
Neperville, Illinois 








FUTURISTIC 
GALAXIE PLATENS 


and Office Machine Rolls 
Typewriter Tools — Parts — Supplies 


AMES SUPPLY COMPANY 





ATLANTA DETROIT 

1190A N. Highland, N.E. 6257 John C. Lodge Expwy 

CHICAGO NEW YORK 

564 W. Randolph Sr. 37 Murray St 

DALLAS SAN FRANCISCO 

1232 Crampton St. 545 Mission St 
CLEVELAND 


1122 St. Clair Ave., N.E. 
AGENTS IN ALL PRINCIPAL CITIES 

















if You're An Average Dealer You Can 


Sell A SENTRY. 
Every 30 DAYS 


$680 Yearly Sales From $57 Inventory! 


Yes, Sentry dealers qoorage 12-times-a-year 
turnover . gross $680 from $57 invest- 
ment. ‘ floor model does it, because Sentry 
drop ships to order. And Sentrys sell for /ess 

balf as much as average competitive 
safes, yet return you /ul/ proft. 
Big-safe features include Ver- Model S-3 
miculite insulation, built-in 3- sug. List 
re nee Leck, 

vault type loc ar, 

drawers. U.L. “C” label. Write $7995 
for details. 









Model S-C 


Sentry $-3 safe plus con- 
cealing cabinet of genv- 
ine mahogeny, walnut or 
blond wood. Suggested 
list $119.95 


JOHN D. BRUSH & CO., INC., 563 West Ave., Rochester 11, N. Y. 
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A ‘Safe Job’ 


Even for 
Jumbo 
Engineers 
Mosler Sate ¢ 
onstant lOOKINg 
P re tests 
tne 0 
if¢ I ites | 
A nen Ss 
roupe é ng 
t is sugZes é 
elephants be pe 
itted to play with 
a all sate Thi 
three-ton Jumb« 
even ised ne Ss ! 
€as\ I 





Burt Joins Arnot Sales Staff 


GEORGE BURT 1 ntly joined the sales staff of th 
Arnot Furniture Division of the Royal Metal Manuta 
turing Co. His pris function will be to aid represent 
itives and dealers of the company in the development 


of their territories. He will spend virtually all of his 


time in the field working with representatives. His a 


quaintance with oftice turniture dealers and their mar 


Kets IS nationwid 


Clary Makes Dealer Appointments 


Clary Corp. has announced appointment of General 
Supply Co., Albuquerque, N. M. as franchise dealer for 
the complete line of Clary cash registers and adding ma 
chines. Other appointments 

RWEK Business Machines Co., located in both Salinas 
ind Monterey, Calit., for the Monterey Peninsula area 


Milford Kidney, franchised dealer in Yarmouth, Me 


B. L. Marble Seating in Board Room 





Chas. G. Stott & Co., Inc., of Washington, D.C., made this 
installation in the b m of the Santa Fe Railway Co. in 
Washington. The air re B.L. Marble Chair Co.’s N 
4580 custom series 

OA—4 /60 
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AMERICA’S AMAZING NEW “‘SELF-SELLING’’ CHAIRS! 


"Rock-lt 88" 


“PENDULUM MOTION’ 


OFFICE CHAIRS 


FOR EXTRAORDINARY COMFORT! 


© WALL-SAVER FEATURE OPTIONAL 


© SPRING STEEL SUSPENSION 


WHEN PROSPECTS SIT, THEY'RE SOLD! 


rice” DI? 


RICHCRAFT FURNITURE CORP. 


P.O. Box 2353 Tulsa, Oklahoma 


SEEING IS BELIEVING 


Ask your salesmen to carry a sample of Barkley’s MAGNI- 
FYING Index Tab to SHOW their customers how it speeds 
up File Look-Ups For FREE sample packet write to 


C. L. BARKLEY & CO. ¢ Founded 1921 © Dept. OA-4 


1220 W. VAN BUREN ST. © CHICAGO 7 © ALL PHONES MONROE 6-706! 












eit FOLDS 

*IiT SCORES 

eit CAN SLIT 
or PERFORATE 


WITH or WITHOUT 
FOLDING 


THE PRINT-O-MATIC CoO., INC. 


724 W. WASHINGTON BiVD. © CHICAGO 6 ILL 


—detailed 
expense 
reports 

required 


BEACH'S are the most 
Complete, Easy to Use 
Sturdy! To build SALES 
Counter Display 
the LEADER in Sales 


Samples, Prices: 


BEACH PUBLISHING CO. 
19829 W. McNichols, Detroit 19, Mich. 
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CuRManCo 


1 STEEL 
\ 


Helps the busy office worker sort the incom- 
ing and outgoing mail. Inwardly sloping 
shelves increase capacity and keep contents 
from sliding out. Ample shelf clearance and 
newly designed slotted shelves allows quick 
sorting, insertion and removal of . No 
corner posts to dodge. Electrically welded 
into one sturdy unit 
NO. 202 — LETTER SIZE — 2 TRAY.$4.00 
QUALITY NO. 203 — LETTER SIZE — 3 TRAY.$5.25 
ITEMS! NO. 204 — LETTER SIZE — 4 TRAY.$6.50 
NO. 205 — LETTER SIZE — 5 TRAY.$7.50 
LEADER IN THE FIELD FOR MORE THAN 43 YEARS! 


 —— 







COLORS 
COPPER TAN 
MIST GREEN 
OLIVE GREEN 
OFFICE GRAY 


OVER 50 


BROWN 


CURRIER MFG. CO. INC. Zcntrncc a smmrsora 








IN QUALITY 
FIRST IN PERFORMANCE 


ATLAS VERTICAL FILING SYSTEMS 
FOR 
NEGATIVES © OFFSET PLATES © MAPS 
BLUEPRINTS © SKETCHES © STENCILS 
MASTERS @ X-RAYS @ ARTWORK 








Atlas Stencil Files Corp., 16716 Westfield Av., Cleveland 10, O. 








MANUFACTURERS OF DRAFTING SUPPLIES 





CARDINELL CORPORATION, MONTCLAIR, N.J. 





The New ‘‘Space Saver’’ 


GLIDEX EXTENDA PHONE 


The Telephone Bracket that keeps 


desks "Phone Free!" 


® increases Efficiency 
® Reduces Fatigue 
@ Fits Anywhere 










Write today 
for literature 
and Deolers Prices 


GLIDEX CORPORATION 


4538 W. ROOSEVELT ROAL HICAG 24 
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PLASTIC 
BRIEF CASES 
Your best buy! 





* Solid brass Scoville 
gripper-zipper 

* All-around outside binding 

* Colorful imprinting 


* Leather grain heavy 
virgin plastic 

© Legal or letter size 

© Brown or black 






KEEP KLEAN PRODUCTS CO., INC. 4077 PARK AVE. N.Y. 57, NY. 








SELL 
COIN-O-MATIC 


Iit’S NEW! 

IT’S SENSATIONAL! 

IT’S PROFITABLE! 
RETAIL $15.15 


(Including Federal Tax) 





’ 
Will count and package $5.00 in dimes, 50c in pennies, 
$2.00 in nickels, $10.00 in quarters. 


SEE YOUR WHOLESALE STATIONER OR WRIT! 
COIN-O-MATIC 


157 East Bay Street 


Charleston, § 




















50% PROFIT - FAST SERVICE - QUALITY 


RUBBER STAMPS 


to the trade 
Lines 1” Long 2” Long 3” Long 
1 75 85 -95 Fie 
2 1.35 1.55 1.75 
3 1.95 2.25 2.55 | > 
a 2.55 2.95 3.35 
5 3.15 3.65 4.15 


LESS 50% DEALER DISCOUNT 
Finest Visible Index Rubber Stamps 
FOB Wilkes-Barre, Pa. Free Sales Aids 
Send Us a Trial Order Now 


GARDNER RUBBER STAMP COMPANY 
166 South Washington Street, Wilkes-Barre, Pennsylvania 









A Nice 
Profit For You 














The World's 
Lorgest 
Independent 
Rebuilder of 
Office Machines 


SUPERIOR 
TYPEWRITER 


Select Rough and 
Rebuilt Manual and 

Electric Typewriters 
e Adding Machines 


« Calculators 


Write for confidential dealer's price lis?. 
SUPERIOR TYPEWRITER CO., INC. 
34 Hubert Street. * New York /3,N.Y. © WOrth 6-2626 








a ‘ 
G W H Following a plant tour and product 
- ost ak nstration the Japane s Oft 
J F< | ent Teas meet f seeming 
ue en group t Gis s anula 
Stud turing and selling techniques used b 
y the American oftice equipment indust: 
i W. Sprott, general s mat 


Team wes ‘a R. Herman Ha 


tanding with the interprete: 


n with the Globe-Wernich 
.” P 


estions fr Tea pers 


The Globe-Wernicke Co. was host in February 


to the Japanese Office Equipment Study Team. An im 


portant part o! the team's one day visit to the ompanyj S 


headquarters was a tour of the factory to view modern 
tabricating methods tor 1 etal office furniture and ¢ quip 
ment 

JOHN K. CARN! 
and Rospert W 


in charge of arrangements for the visiting grouy 


president for manufacturing 
SPROTT, general sales manager, wer 
Under the auspices of the International Co-operation 
Administration, Washington, D. C., this 12-man team 
undertook a five weeks’ tour of the United States, during 
which time they were to observe and study methods of 


mode rn manutfacturi £ practices, production techniques 


King-sized Ribbon for Automation 





Regi f nz € ribbon? Nx they are the 
atest designs in data | ssing equipment ribbons used t 
visually record puter information. Manufact by Kee 
Lox Mfg. ¢ k t N York, the si rf ribb 
Sees, 000 
2 £ extended Kee |] 
¢ gie, double and 
- ‘ 9 
n 
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Write for Dealer 
Literature & Prices 








HARDBOARD FABRICATORS, 


$9 BRANCH ST e687 LouIS 7 


Loose-leof envelopes 
punched. card-holders 
any size; menu covers 
factory record pro- 
tectors, tag holders 
bill-fold _ envelopes 


stamp containers, etc 


MAR K I ie) 902p S. Wabash Ave Chicago 5, ll 
MANUFACTURERS OF CELLULOSE ACETATE PRODUCTS 


Made of acetate 


flame resistant 





transparent cellulose 


We build to fit your 








particular need 


Write us details. 





SNAPEX TAX & STOCK ———— 
BUSINESS FORMS MANUFACTURERS 


— W-2—Approved Federal, State and City wage 

— tax reports for processing ne operation 

| W-2 | - Forms specifically designed f NCR, Bur 

( — STOCK FORMS— invoices, B f Lading, Pur 
4 ’ hose Orders, Expense Reports, Speed Letters 


Credit Memos. et 

You accept the orders—-we do everything else 
under your name. Excellent profits. All forms 
imprinted or plain 


IMMEDIATE SHIPMENTS right from stock 


Write for trade PROFIT-PLAN now! 











Serving the trade from Coast to Coast 








for type that sparkles 
like MEW 


Push the FASTEST type 
cleaner for faster turn- 
over! Non-spattering 
and non-inflammable. 
Once tried, repeats 
steadily. Get the 
smart orange-and-blye 
display working for 
YOU. Dealer aids free. 
Order direct ...or 
from your own jobber. 


MO CARBON- TETRACHLORIDE 
+ CLAROTYPE CO., Ine 


26! Broadway 





—_— 


‘ 


Biya 


Ki) 











WAAL 





Factory: Chories 








“1 -Potut 


LEAD POINTER 







For Perfect Lead Points — 
Blunt to Hairline. Two Models. 
Standerd Model gives you points up 
to '*” long without breaking. Just 

insert lead and rotate lid. 


Write for Literature and Dealer Prices. 


Variable Taper Mode! 
lets you deol the taper 
you woaf. 


SHORT <Saas 
LONG —<Gae 


ORIN Lc 
BETWEEN 



















ELWARD MANUFACTURING CO 


Boker Stre« ° 






HANG-A-FILE « 


Most Popular 


“HI-WAY" of Filing in America 


MEETS EVERY BUSINESS NEED 


100% VISIBILITY 
100% ACCESSIBILITY | 


Write for Descriptive 
Catalog 
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pride... 


of ownership with 
Greater efficiency... 
Bigger profits ... 
More flexibility .. . 

is yours with 
SAGINAW STEEL 
STORE FIXTURES 


for information write to 


SAGINAW INDUSTRIES CO. 








2 2119 S. Jefferson @ Saginaw 25, Michigan 
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Want Ads 





Deadline 10th of month preceding issue date. The rate for classified advertisements is twenty-five 
le with order. Add five words if dept. address 1 


10 W. Jackson Blud., Chicago 6, Attn.: Dept 


Ae 


cents a word, minimum charge $5.00 payal 


Address Dept. Reply to OFFICE APPLIANCES, 6 





SALESMEN WANTED 





FACTORY REPRESENTATIVE FOR 
Western states. State experience 
805 





ESTABLISHED WOOD OFFICE CHAIR MAN 
gressive representative New England state 
presently offering. Write Office Appliance ept 





SALESMEN AVAILABLE 





SALESMaN WITH 15 YEARS EXPERIEN 
connection, preferably working | t 
terials and business forms. Will consider pr 
Write Office Appliances, Dept. 81 





SALESMAN SELLING CALENDAR LINE Ti EALER 
Wisconsin, Illinois, has ample time and capacity for 
perferred. Will consider any e for office e. Writ ff 





SALES REPRESENTATIVES WANTED 





KORES MANUFACTURING CORP omplete ghly f 
Inked Ribbons-Stencils-Inks) offers opportunity in Midw 
ritories. Will excellently round out line of we estat 


sentative. Line has become No. 1 seller with most of 
tion in travel expenses to develop new 





details of states covered, line ow handled 
St New York 59. N. Y 
SALES REPRESENTATIVES EXECUTIVE We 


facturer of group of furniture for executive area 
experienced in selling top bracket design and qué 
be able to work equally well with architects, eauipme 
ritories open are: New York State except metre 
land Southwest: and West Coast. State lines sold, territ 
ence and personal data in your reply, which w have 

Office Appliances, Dept. 7% 1( East 42nd Street. New 








SALES REPRESENTATIVES AVAILABLE 





SALES OFF IN MICHIGAN al , ! 
We can handle all three Quality f Write # 





MANUFACTURERS’ REPRESENTATIVES WANTED 





EXCELLENT SIDE LINE OFFERED TO WE 


Stationery dealers and wholesaler ri 
Write: Franklin Magnifier Divisi« 3 Fifth 
New York 





HIGHLY PROMOTIONAL ITEMS FOR DEPART? 
and stationers. Already sales tested succe 
with liberal advertising prograr Exclusiv 
metropolitan New York Area 300d «depart 
Industries Inc., 36-18 Main St., F t 4 





SALESMEN CALLING ON COMMER( A 
rated established manufacturer has beautif 
Stationery supply cabinets, offic 
units. Priced to sell. All territories ope 
perience and area covered to: Don [ 








Products Company, Primos, Pa 

MANUFACTURERS’ REPRESENTATIVE ER 
FURNITURE. New line of rv n ch t 

able. Something new and orice ght. Writ c 


882, Parkersbush, W. Va. 





EASTERN MANUFACTURER acc 
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MANUFACTURERS’ REPRESENTATIVES AVAILABLE 























DISTRIBUTING FACILITIES AVAILABLE 








SALES MANAGER AVAILABLE 
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OF 








MANAGER WANTED 








POSITIONS AVAILABLE 








POSITIONS WANTED 


OFFICE MACHINE MECHANICS WANTED 





OFFICE MACHINE MECHANIC AVAILABLE 


RETAIL BUSINESS FOR SALE 
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Wi ee resident of The Texstar Corp. of San An 
tor Texas (right) and W. I. Spitler, Air Accessories, Inc 
t t rangements for a consolidation of the 
i MN ith the erger, Air Accessories ¥ become 

Pp t n of The Texstar Cort 


‘Floor Show’ Products 
Now Made by Texstar 


WILLIAM T. RHAME, President otf The Texstar Corp., 
President W. I. Sprr_erR of Fort Worth’s Air Ac 
ntly announced a merger of the two 
ncluding ‘Floor Show’ office accessory 
With the agreement, Air Accessories, In will con- 
operations at the same location in Fort Worth, 


Tex.. under the new name of ‘Texstar Plastics’, a divi- 


sion of The Texstar Corp. The branch ‘Floor Show 
ory, Of n Fort Wayne, Indiana, will continue 
naer ti lirection of the Fort Worth based divi 
Ray Gt will continue to head sales efforts for 
the office supply industry with products of the “Floor 
Show” trad No change in personnel or operation 


T} new ““Texstar Plastics’ will operate 


nder the corporation with general 


s, accounti ind sales departments remaining at 
O Hendet n Fort Worth 

product of the merger will be an 

program exploring the use of 


New ma 


ontinually present idditiona! ad 


roducts for the office field 


plastic product the office 
S r ™ t. While the majority of Floor Show 
roduced are of Plexiglas, the firn 

items in polyethylene, Cycola 


R t ] r ti rmoplasti mater 


Bay City Firm Under New Ownership 


w i. ry Ce printing and of equipment 
Bay City. Mich., is now under th 
WILLIAM H. SHUMAKER. The new 


Nashville Tenn 


1OR byt \t 


has be Chl a 


B City for the past 14 years 
Gi ry Co.. one of Michigas idest firms 
n S and Statin [ was founded 
Se Se { } { (,reg 
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cooperates! 


Write for fast-action merchandising program on our new top 
quality STATESMAN line of carbon paper and typewriter ribbons. 
Full protection! 











WRITE, INC. “?**#scery"Snageporc conn.” 











and only 
Sure-Rite 
has it! 

Look for the stencil 


with the patented 
Red Dot Seal Tab! 


= Write for full 
information and 
free sample. 





American Stencil Manufacturing Co. 
one; mers. eer 


2714 WALNUT STREET « DENVER & 





Stands 


* Keeps books 


flat 
© Eases eye- 
strain 
Nickel Plate 
retails 89 
Coppertone 





retails > 1 .00 


write for full details 


Protecto Manufacturing Company 


237 East Front St. Owatonna, Minnesota 








Letter trays ... legal and letter size 


of SOLID WALNUT 


Our quality, solid walnut 
letter trays are in growing 
demand. Like the No. 102 
tray shown here, all are 
artistically designed and 
precision built. 





Write for catalog giving prices and complete information. 


i Decatur Industries, Inc. 


209-211 S$. Eighth St., Decatur, indiana 
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This great seaborne health cen- 
ver will carry a new kind of aid 
abroad—with your help. Part of 
the people-to-people project 
Hope, it will enlist 200 specialists 
in sharing our health skills. 





Ambassador with a blackboard, the Hope 
specialist will help the often woefully few 
local medical technicians train helpers. 
The result: many more hands. And that 


means one Hope dollar is multiplied 
many times over. 


YOUR HELP CAN COME BACK A HUNDRED TIMES OVER 


If enough of us help, the S.S. Hope will be outbound 
in 1960. First port of call: Indonesia. A bold health 
project called Hope will be underway. 

The need is crucial. Many places, too many health 
hazards exist. Too many people robbed of the will to 
live. Too few hands to help. Often, a doctor for 100,000. 

Hope’s approach is practical. Help where a nation’s 
doctors ask help. Help them help themselves to health. 
By training, upgrade skills—multiply hands. Hope's doc- 
tors, dentists, nurses, and technicians will man a center 
complete to 300-bed mobile unit and portable TV. 

You can not only make every dollar do the work of 
many, you can earn a priceless dividend. With health 
comes self-respect. People at peace with themselves are 
less likely to war with others. 

Hope is yours to give. It’s a people-to-people project. 


For one year’s worth, 34% million Americans must give 





a dollar. Don’t wait to be asked. Mail a dollar or more 
now to HOPE, Box 9808, Washington 15, D.C. 





dass. 
One local doctor for 100,000 people. These are 
may face. Yet Hope can mean so much. The health of this child. gan % 


The health of five Indonesians. Trained hanc 


the odds Hope 


x . 

ids and only a dol- ‘fa 

lar’s worth of penicillin can cure them of crippling yaws * - 
Ue a 
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NICEST FASTEST 





for her to handle for you to handle... 





Personalized imprint 
for easy re-ordering 


AA Pleo 


Non-smudging’ carbon paper is an instant 
sales success! Underwood Corporation 


DISTINCTIVE carbon paper 


NOW...FROM UNDERWOOD! The carbon paper that doesn’t smudge, doesn’t 

curl. Gives unlimited, clean copies! Watch what sales action it brings to your business. 

MULTI-PURPOSE—one kind of carbon paper handles most every job. Reduces 
Jur own inventory. 

you Get the advantage of an exclusive franchise in your city—with competitive 

pricing, top markup. Shipments en route promptly from many regional warehouses. 


fn 7? 
ferwood <° 





FOR FREE SAMPLE, plus information about other Underwood services, 
NEW rite to Underwood Corporation, 1 Park Avenue, New York 16, N. Y. 
DUO-PAK RIBBON 


Double sy ends thread- 














HEYER Gelatin Duplicators and Supplies 


HOT FALL MERCHANDISE! 


C00 


Demand for Heyer Gelatin Products is big in the Fall. School 














IL SPRING ORDERING! 





a 


reopen, Churches and Clubs renew their activities, Businesses 
spring back into action. All of them will want duplicators and 
supplies, and they'll want them immediately. 


Heyer Gelatin Products are the best, but even so, they can't 
ride in super-heated trucks or freight cars. That’s why ship 
ments of gelatin products are often delayed during the hot 
summer months. 


So, play it COOL this year. Order your Heyer Gelatin Dup! 
cators and Supplies NOW and beat the heat. They'll stay COCI 
in your stockroom or basement and you'll have them on hand 





when the Fall demand starts. 





a Good Impression’’ DUPLICATORS AND SUPPLIES SINCE 1903 


| ! foyer “Aways Makes HEYER INC., 1852-H S. Kostner Avenue, Chicago 23, Illinois 
. S r 


